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A key source of information for 
corporate information strategists — and your key 
to this important buying audience! 


Making the right decisions for integrating their company’s information system is the mandate of MIS 
management in 1989 and into the 1990s. With Computerworld Focus on Integration providing unique 
coverage of integration themes, these professionals now have a valuable resource to use in accom- 


plishing this mandate. 


Reach these integration strategists when they’re reading the targeted editorial and thinking about 
the networking and software products and services they need to buy. Products and services needed to 
achieve successful integration of the corporate information system. 


“Integration Management” 
is the theme for June 5 


Be there when IS management is reading about these 
important topics: 


Cover Story: Integration changing the way business 

does business 

How advanced capabilities in integration technology 
allows businesses in three key industries to rethink and 
reorganize certain business functions. 


Budgeting and cost justification of integration 

How to measure the value of an integration project 
when networking is a key component — plus strategies 
on selling the integration budget. 


Strategic networking alliances 

Many companies are creating new business alliances 
that share data — what latest networking trends and 
strategies are evolving that give these alliances com- 
petitive value and edge in their marketplace? 


LAN security 


A proprietary survey on what factors are important to 
IS managers for PC LAN security, and what actions 
they are taking to protect their vital data. 


And be in the June 5 
Computerworld Focus on Integration to qualify 
for our charter advertising program. 


Advertise in the June Computerworld Focus on Inte- 
gration and qualify for our charter advertising program 
throughout 1989. The charter rate is the same line 
rate as you currently apply to your regular contracted 
advertising in Computerworld, times the appropriate 
number of lines you run in Computerworld Focus on 
Integration. By applying this rate toward advertising 
in Computerworld Focus on Integration, you get a 
lower cost per line for every ad you run. 


COMPUTERWORLD 


m 
Integration 


June 5 Ad Close: May 5 
Bonus Show Distribution: PC Expo 


For more information contact Val Landi, Senior Vice 
President/Associate Publisher, at (508)879-0700 or 
your Computerworld sales representative. 
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Page 8. 


FCC puts AT&T on hold 
with order to make Tariff 12 
custom voice and data nets 
available to all who want 
them. Page 4. 
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BY HELEN PIKE 
and J.A. SAVAGE 
CW STAFF 


Hewlett-Packard Co. bought it- 
self the No. 1 slot in the hotly 


; contested workstation market 


last week, edging past Sun Mi- 
crosystems, Inc. with its pur- 
chase of faltering Apollo Com- 
puter, Inc. 

The $476.4 million purchase 


| presents HP with Apollo’s 


networking technology and a 
large new customer base. But it 
also raises a whole series of mar- 
keting and technical issues. The 
two makers of reduced instruc- 
tion set computers are known 
more for engineering expertise 
than pizzazz in a marketplace in 


HP’s Young brings — 
© $9.8 billion in revenue 
© Support stability 


© Market reputation 





e Lack of software support 


Sparc dons PC colors 


BY JULIE PITTA 
CW STAFF 


SAN FRANCISCO — Looking 
to move beyond its popularity 
with technical users, Sun Micro- 


-| systems, Inc. last week made its 


boldest strike yet into the gener- 
al computing arena. 

With the introduction of its 
Sparcstation 1 — a Unix work- 
station offering 12.5 million in- 
structions per second at a price 
of $8,995 — Sun now boasts a 
reduced instruction set comput- 


PCs track oil 
spill damage 


VALDEZ, Alaska — Saturday 
morning, March 25, Marshal 
Kendziorek was tying up loose 
ends in his office at Alaska’s De- 
partment of Environmental Con- 
servation in Juneau. Early the 
previous morning, the Exxon 


ing machine in the price range of 
a very high-end personal com- 
puter. It also packs other PC fea- 
tures such as a graphical user in- 
terface — AT&T’s Open Look 
for Unix — and optional soft- 


ware that allows it to run MS- | 


DOS applications. 


Scott McNealy, Sun presi- 


dent and chief executive officer, 
was characteristically brash in 
assessing the new workstation’s 
chances in the PC market. “How 
do we compare with PCs? We’re 
faster,” McNealy said. “You 


Valdez had split open on rocks in 
Prince William Sound, spilling 
thick crude oil into the bay. 
Kendziorek, the depart- 
ment’s head of data processing, 


knew he had work to do as a re- | 


sult of the spill, but he did not 
know what that work would en- 
tail until later that morning, 
when his boss told him to buy ev- 
ery laptop in town and get on a 
plane in 20 minutes. 

“T’ve been in the war zone 
ever since,” he said. 

He boarded the military 
transport plane with three dis- 
similar laptops and set up shop in 
a commandeered room in the 
city’s courthouse. 

“The first day was utter cha- 
os. We’re just trying to get peo- 
ple to do word processing — the 
state had a mountain of paper- 
work,” Kendziorek said. 

Word processing quickly 

Continued on page 125 


Apolio’s Vanderslice delivers — 

© 4,450 employees 

© Work-group networking strengths 

© Graphics and RISC technology 

e Large user base 

© $653 million in revenue, eroded profits 
e Proprietary operating systems 

© Overmatched marketing efforts 

© Weak low-end product line 


© Worldwide work force of 87,000 
e Track record of hardware reliability 
e Wide-area networking expertise 


© Overlapping workstation products 


| 








want spreadsheets? We've got 
spreadsheets. You want word 
processing? We’ve got word pro- 
cessing.” 
However, widely used PC 
packages such as Lotus Develop- 
Continued on page 124 


Chief execs rate IS 


f you’re in MIS, there’s some good news and some bad 


news. 


Chief executive officers say information systems are 
more important than ever to their businesses, but most 
are not completely satisfied with the performance of their 


own IS departments. 


A recent exclusive Computerworld survey of more than 100 
CEOs and top executives from Fortune 1,000 companies found 
concern in the executive suite about whether their IS infrastruc- 
tures are up to the challenges of the next few years. 

Clearly, IS now has the attention of the top business echelon. 
Of the executives surveyed, 82% said they are paying more at- 
tention to IS now than ever before. The consensus is, however, 
that things are not moving far or fast enough. This is crucial at a 


HP buys market lead, system overlap 


which Sun made glitz a priority. 
“We don’t have delusions of 
grandeur,” HP Chief Operating 
Officer Dean Morton said last 
week following the surprise 
merger announcement. ‘Apollo 
was never able to do what Sun 
did in creating excitement. And 
HP is not known as flashy.” 
Initial reaction from custom- 
ers of both companies was main- 
ly positive, however. Those us- 
ers who have equipment from 
both vendors on-site expect the 
merger to produce tangible 
benefits (see story page 124). 
But there are some major 
technical issues to be resolved 
where the two companies over- 
lap. The critical discrepancy be- 
Continued on page 124 


Gathering storm 
e Prime looks for savior. 
Page 125. 
e Wang cuts again. Page 8. 


e Intel 1486 challenges 
RISC processors. Page 6. 





time when 88% of the CEOs are convinced that IS will signifi- 
cantly change the way their firms do business in the 1990s. 

A detailed summary, along with interviews with more than a 
dozen CEOs, can be found in Executive Report, page 75. 


“| personally am paying more 

attention to IS than I was a few 
years ago because of its 

ie importance to my organization” 
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4 FCC spurs AT&T to ride 
the extra mile with its Tariff 
12 offerings. 

6 Speed may be the only 
whitecap Intel’s 1486 will 
make in the chip waters. 

6 IBM's MCA strikes up a 
band of support at Comdex. 
7 CA braids old divisions 
into one, hoping for a neater 
appearance. 

7 IBM wipes some of the 
egg off its face with not-so- 
bad earnings. 

8 New consortium to ride 
New Wave. 

10 Dynamic Microvax duo 
to pack a powerful punch for 
AS/400. 

12 Unisys airs low-end 
System/80 addition, the first 
upgrade in five years. 

12 NEC steps on some 
toes with high claims that it 
can outrun Cray supers. 

14 Rollouts trundle 


IN THIS 


Quotable 


“TN he computer 

room is our pub- 
lic utility. The IS 
chief is a resource for 
our general manag- 
ers tocall on. But heis 
not driving the 
boat.” 


GERALD E. SCHULTZ 
BELL & HOWELL CO. 


On the role of IS in formulating 
business strategy. See story 
page 75. 
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a Unix road. 
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run on a chargeback basis 
may offer better service, ef- 
ficiency. 

37 A medley of worksta- 
tions are making beautiful 
music together at MIT. 


through NET. 


17 Technology is the 
heart of The Blood Center. 


124 Sun warms worksta- 
tion field with array of Sparc- 
based products. 


125 Users cringe as 


Prime goes on auction block. 57 ISDN workstation 


catches Shearson’s eye. 


57 Telecommunications 
makes the world go round. 


UPDATE 


rom last week’s So- 

ciety for Information 

Management con- 

ference, here’s a list 
of dos and don’ts for dealing 
with a corporate acquisition from 
Baxter Healthcare MIS Chief 
Mike Heschel, who should know: 
Do understand new manage- 
ment’s expectations; Do estab- 
lish a management team for 
your operation quickly with the 
best people you can find; Do get 
users involved right away; Do go 
ahead with key decisions; Do 
plan and communicate. 

Don’t tell management what 
they need; Don’t expect people 
to adjust quickly to change; 
Don’t assume users will accept 
your system choice; and finally, 
Don’t rely on save-the-world 
consultants who don’t have to 
live with the results of their ad- 
vice. 
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75 Top executives may 
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successful IS projects. By 
Gopal Kapur. 
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Berkeley professors lay 
their groundwork for 
networks of the year 
2010. Page 57. 


MIT research 
‘conductor’ 
with musical 
mixture of PCs 


EXECUTIVE BRIEFING 


@ Rollouts and shakeouts in technical 
computing: Hewlett-Packard becomes the 
top workstation maker as it scoops up falter- 
ing Apollo for just under $500 million. HP is 
expected to continue both product lines for 
now but adopt Apollo’s networking strategy, 
page 1. Disappointed Prime users begin to 
search for other options as the company puts 
itself up for sale in a last-ditch effort to fend 
off a hostile takeover by MAI Basic Four. 
Most observers think Prime will not survive 
the takeover in one piece, page 125. How 
does 12 MIPS, 8M bytes of memory and 
200M bytes of disk storage for $13,000 
sound? Sun will sell it to you, page 1. Intel 
foresees 20-MIPS desktop machines based 
on its 1486 chip by the end of the year, but us- 
ers will get little benefit from the processor 
other than speed, page 6. 


™ CEOs and top executives in Fortune 
1,000 companies are buying into the idea 
that information systems are critical to their 
survival, but more than half say their current 
systems are not giving them their money’s 
worth. Meanwhile, a small band of technol- 
ogy-wise CEOs is urging its IS managers to 





move to the leading edge, page 75. 


@ Why are so many proj- 
ects over budget and behind 
schedule? Because many IS 
operations still don’t know 
how to best manage human 
resources. There’s a basic ac- 
tion plan for bringing those 
projects under control: be 
seen as a true department 
leader; spend time with em- 
ployees, management and 
key users outside of the crisis- 
mode situation; delegate re- 
sponsibility; and make sure it 
stays delegated. Page 89. 


@ IS holds the key to busi- 
ness competition in the 
1990s, if it doesn’t blow the 
opportunity, an author and 
MIT professor says. A big 
step is to stop justifying ev- 
erything to your management 
in terms of cost savings and 
start telling them how your 
systems will expand business 
opportunities. Page 75. 


@ Chargeback can be 
good for users as well as in- 
formation centers, some us- 
ers are finding. A business re- 
lationship makes users more 
responsible for their ac.ions 
and forces the information 
center to treat them more 
like customers. Page 35. 


@ Forming IS partner- 
ships with line management 
is just as important as allying 
with CEOs, members of the 
Society for Information Man- 
agement were told last week. 
If users feel close to the tech- 
nology, they’re more likely to 


come up with innovative ways 


touse it. Page 125. 


@ Unix systems are find- 
ing their niche as a partner 
for IBM mainframes. IBM 
sites such as McDonald’s, 
Bank of America, Pacific Bell 
and DHL Worldwide Express 
are proving it, page 21. 
Chrysler Financial installed 
124 Unix minis in branch of- 
fices, even as its IBM main- 
frame complex was growing. 
Offices get local processing 
and host access, page 25. 


@ Turn to users for tech- 
nical writing, some IS pro- 
fessionals advise. Program- 
mers may see the move to 
producing documentation as a 
step down and may do a poor 
job as well. But users are of- 
ten better at explaining com- 
puter systems to people like 
themselves. Page 106. 


@ Technology briefs: NEC 
says its new line of supercom- 
puters runs at up to eight 
times the peak speed of 
Cray’s top-of-the-line sys- 
tem, page 12. DEC’s new 
Microvaxes will deliver as 
much as 50% more perfor- 
mance than the models they 
replace at a 5% price in- 
crease. They're targeted 
against the high end of the 
AS/400 line, page 10. 


@ Users aren’t flocking to 
MS-DOS 4.0 in droves. Many 
have already found other al- 
ternatives to the new pret- 
tied-up version of Microsoft’s 
operating system. Page 35. 
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NEWS 


Three new platforms for SAS 


 BYJEANS.BOZMAN S. BOZMAN 
CW STAFF 


SAN FRANCISCO — SAS Insti- 
tute, Inc. users last week got an 
early look at unshipped products 
that extend SAS System soft- 
ware to three new platforms — 
IBM’s Personal System/2 run- 
ning OS/2, Apple Computer, 
Inc.’s Macintosh and Apollo 
Computer, Inc. workstations. 
“What you're seeing now is 


SAS’ Goodnight wanted host-level 
software to goon ‘anyone’s’ hardware 


the result of five years of design 
for our Multivendor Architec- 
ture,” SAS Institute President 
and co-founder James Goodnight 
told Computerworld during an 
interview at the SAS User 
Group International (SUGD 
meeting here. “We wanted to 
develop a host-ievel [software] 


platform that we could put on top 
of anyone’s hardware.” 

Goodnight wants to provide a 
single application environment 
from IBM mainframes to depart- 
mental file servers and desktop 
personal computers. 

The move parallels a market- 
ing effort to extend SAS System 
sales beyond the firm’s tradition- 
al university and scientific mar- 
kets and onto commercial desk- 
tops from Main Street to Wall 
Street. 

The $170 million 
software firm is also set 
to roll out an entirely 
rewritten version of its 
SAS System code, 
called Version 6.0, be- 
ginning with PC-DOS 
versions in May. 

The debut is slated 
to be complete by the 
next SUGI meeting 12 
months from now, ac- 
cording to the Cary, 
N.C.-based company. 
The new code is ex- 
pected to run on all sup- 
ported machines except 
the Macintosh with lit- 
tle or no change. 

The new SAS System 6.0 
code, written in the higher level 
C language, will let SAS Institute 
quickly port its statistical-analy- 
sis and report-writing packages 
to a variety of hardware environ- 
ments. Users will receive the 
Version 6.0 code at no additional 


AT&T ordered to open 
Tariff 12 to general use 


BY MITCH BETTS 
CW STAFF 


WASHINGTON, D.C. — AT&T 
must revise Tariff 12, which pro- 
vides custom voice and data net- 
works for large customers, to 
ensure that the integrated ser- 
vices are available to all compa- 
nies that seek them, the Federal 
Communications Commission 
decided last week. 

As a legal matter, 
the FCC rejected the 
existing Tariff 12 on 
grounds that its provi- 


Welland, manager of corporate 
telecommunications at GE in 
Fairfield, Conn., said he is very 
pleased by the FCC decision. 
The FCC order was, in fact, 
largely a victory for AT&T be- 
cause it states that bundling vari- 
ous voice and data services for 
custom networks is legally per- 
missible. AT&T can win FCC ap- 
proval for Tariff 12 by using less 


made in response to ar; 


subject to tariff regulation. 


Co., Ford Motor Co. 
and American Express 
Co. (CW, Feb. 27]. 

The fact that the 
FCC did not pull the 
plug on the existing 
Tariff 12 contracts was 
good news for those 


4 


charge beyond the annual license 
fee. 

Goodnight said 90% of MVA 
code is completely portable to 
new hardware platforms. As a 
result, the SAS System user in- 
terface looks the same whether 
it is running on an IBM 3090 ora 
PS/2, he noted. 

Despite frequent assurances 
to the contrary, some users wor- 
ried that SAS System Version 
6.0 would require a time-con- 

i “In the 

you 

can’t move as quickly when new 
products come down the road,” 
said David Christ, an MIS man- 
ager at National Computer Sys- 
tems in Iowa City. National 
Computer uses SAS on two IBM 
3084s running the MVS/XA op- 


erating system. 

But most users seemed 
pleased with the new SAS code. 
Although firm dates have yet to 
be set for shipping the IBM OS/2 
and Macintosh products, the 
Apollo software is set to ship in 
the fourth quarter, SAS Institute 
spokesmen said. The OS/2 soft- 
ware uses Microsoft Corp.’s 
OS/2 Presentation Manager to 
provide windowing features and 
icons. 

The Macintosh product, 
called JMP, provides a subset of 
SAS System functions under the 
Macintosh operating system. 
But it is still in the testing phase 
and has not been priced. 

SUGI’s exhibit floor also con- 
tained a view on yet another fu- 
ture SAS product — one that 
would provide transparent que- 
ries to an IBM DB2 relational da- 
tabase management system un- 
der SAS System 6.06. 
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SAS/QC is one of several products being readied for PCs 


specific terms that make the ser- 
vices more generally available. 
For example, AT&T is re- 
quired to remove language that 
effectively limits one of the Tar- 
iff 12 options — written for Du 
Pont — to customers with head- 
quarters in Wilmington, Del., 
said Gerald Brock, chief of the 
FCC’s Common Carrier Bureau. 
“The Tariff 12 concept is OK 
. . but Tariff 12 must be offered 
in reasonably general ways,” 
Brock said. The Communica- 
tions Act of 1936 requires tar- 
iffed services to be generally 
available to avoid discrimination 
among customers. 


Another deregulation question 


During the Tariff 12 debate last week, Chairman Dennis R. Patrick asked the 
FCC staff to begin work on a review of 


competition in the long: 
which could lead to further deregulation of AT&T. The surprise comment was 
‘guments by Commissioner Patricia Diaz Dennis, who has 
long sought a proceeding to reassess AT&T’s status as a “dominant carrier” 


distance market, 


Instead of last week’s order, Dennis said, the FCC should have opened a broad 
inquiry to determine whether AT&T should be freed from tariff regulation in the 
competitive big-business market targeted by Tariff 12. By failing to address this 
issue and by “straining to give tacit approval to a Tariff 12-type 
the FCC could be accused of back-door deregulation of AT&T, she said. 

Furthermore, Dennis suggested that Tariff 12 may be overturned in court be- 
criminatory, since the discounts are not offered to other customers. 
MITCHBETTS 


AT&T may refile Tariff 12 in 
about 30 days, once it removes 
language that restricts its avail- 
ability to specific customers, the 
FCC ruled. In the meantime, the 
existing Tariff 12 customers can 
continue to get the service. 

In a key legal determination, 
FCC officials said that bundling 
tariffed services together is per- 
service is a distinct product that 
customers perceive as having 
greater functionality than the in- 

All customers who want a ser- 
vice “substantially similar” to 
one offered under Tariff 12 must 
be able to get it, FCC of- 
ficials said. “What we 
are emphasizing in this 
order is customer 
rights,” Brock said. 

The FCC order es- 
tablishes a process al- 
lowing companies that 
feel that AT&T has dis- 
criminated against 
them to file a complaint, 
which will then be in- 
vestigated. 

In the unlikely event 
e that AT&T does turn 
down a prospective cus- 
tomer for Tariff 12 ser- 
vices and a complaint is 
filed, “We will take 
those things very seri- 
ously,”’ Brock said. 
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NEWS 


Intel’s breakneck 1486 bows 


"BY DOUGLAS BARN! DOUGLAS BARNEY 
CWSTAFF 


CHICAGO — The Intel Corp. 
1486 chip may not revolutionize 
computing, but it sure will make 
it a heck of a lot faster. 

With a sprinkling of other new 
Intel chips, including the 33- 
MHz 80386 (see story below) 
and a special chip for laptops, 
high-performance _Intel-style 
computing will have broader ap- 
peal, company officials claimed. 

In an announcement at Com- 
dex/Spring ’89 here last week, 
Intel said that by 1992, it will 
produce a multiprocessing ver- 
sion of 1486 that runs at more 
than 120 million instructions per 
second (MIPS). Prime Comput- 
er, Inc. will co-develop the prod- 
uct, said David L. House, senior 
vice-president and general man- 
ager of Intel’s Microcomputer 
Components Group. 

For those unwilling to wait for 
120 MIPS, this fall should bring 
personal computers and servers 


ucts based on the recently 





nith Data Systems. Visibly missing were 386 


running at 15 to 20 VAX MIPS, 
according to Intel spokesmen. 
That type of performance is 
aimed at keeping users happy 
and reduced instruction set com- 
puting (RISC) makers at bay, In- 
tel officials said 

“Tt may not be as fast [as 
RISC chips], but it runs MS-DOS 
aad OS/2 faster than anything 
e'se,” said Michael Slater, editor 
- the “Microprocessor Re- 

i.” Slater’s publication pre- 
dicts initial 1486 PC prices in the 
$10,000 to $15,000 range. 

Intel, along with high-profile 
PC software vendors at the an- 
nouncement, pointed to back- 
ward compatibility as the 1486’s 
key strength. The 1486 is struc- 
turally similar to the 386 and will 
run software and operating sys- 
tems written for Intel 8086, 
8088, 80286 and 386 chips. 

As a result, software vendors 
will write little or no software 
that is specific to the 1486. When 
OS/2 for the 386 ships next year, 
systems software will have final- 


machine. 


ly caught up with hardware, re- 
ported Microsoft Corp. Chair- 
man Bill Gates. 

One major difference of the 
1486 is that it contains a built-in 
math processor, while the 386 


DAVID JOEL 
Microsoft Chairman Gates puts the 


1486 through the paces at Comdex 
requires a separate chip. 

While users will not gain add- 
ed processor features, they re- 
portedly will derive some im- 
pressive performance benefits. 
The 1486 will be available in the 


Part of the Intel crowd 


Intel rounded up some well-known troops to 
make its chip announcement the splashiest at 
last week’s Comdex/Spring ’89. 

A roster of 11 PC vendors announced prod- 
shipped 33-MHz 
386. These vendors include Acer Technologies 
Corp., Advanced Logic Research, Inc., Altos 
Computer Systems, Inc., American Mega- 
trends, Inc., AST Research, Inc., Everex Sys- 
Works, 


leaders IBM and Compaq Computer Corp., 
which did disclose intentions to build a 33-MHz 


Eighteen vendors pledged to build products 
based on the 1486, including Sun Microsys- 
tems, Inc. and Compaq Computer Corp. 

For large systems fans, Sequent Computer 
Systems will use the 1486 in a Unix-based multi- 
processing system. The firm already sells the 
Symmetry series, which uses up to 30 Intel 386 


processors to achieve 120 MIPS and supports 


As MCA flourishes, IBM 
tackles bus mastering 


 BYWILLI WILLIAMBRANDEL _ BRANDEL 
CW STAFF 


After two stormy years marked 
by controversy and derision to- 
ward the Micro Channel Archi- 
tecture (MCA), IBM used Com- 
dex/Spring ’89 to validate MCA 


its support for MCA and the Per- 
sonal System/2 line at an IBM 


pep rally 

Later, officials from Microage 
and Businessland both stressed 
that MCA product demand from 
corporate customers is strong 
and that their customers are call- 
ing for bus-mastering products. 
Bus mastering is a technique by 
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which multiple processors can 
separately address the system’s 
bus and therefore simultaneous- 
ly access memory and peripheral 
devices. 


IBM used the Comdex forum 
to display new bus-mastering 
products, some of which have 
yet to be announced or shipped. 
At a private demonstration held 
for the press last week, IBM’s 
Entry Systems Division Presi- 
dent James Cannavino hinted 
that MCA has capabilities that 
are currently unseen, emphasiz- 
ing that it is “‘the architecture of 


types: 

e Bus-master cards based on In- 
tel Corp.’s 1860 reduced instruc- 
tion set computing processor. 


up to 1,000 users. 


DOUGLAS BARNEY 


Applications included Landsat 
analysis, medical imaging and 
fractal geometry. 

e Another 1860 bus-master im- 
plementation boosted the graph- 
ical image display of Autodesk, 
Inc.’s Autocad by a factor of 
eight. 

e IBM also showed Renderman, 
an application from Pixar, Inc. in 
San Rafael, Calif. Renderman isa 
computer animation application 


third quarter and will run at ei- 
ther 25 or 33 MHz. 

However, that MHz rating is 
rapidly becoming a misnomer. 
For example, when comparing a 
386 with a math coprocessor, 
the 1486 will run 2% to three 
times faster on integer calcula- 
tions, and three to four times 
faster on floating-point opera- 
tions, officials said. 
Much of the added per- 
formance is achieved by 
using ‘pipelining’ and 
RISC techniques to ex- 
ecute instructions with 
fewer clock cycles. 

Intel will double the 
speed of the 1486 with- 
in two years to 50 to 60 
MHz, said Claude M. 
Leglise, marketing 
manager at Intel’s San- 
ta Clara, Calif., micro- 
processor division. In 
more up-to-date terms, 
that would be 30 to 40 
VAX MIPS. Intel sees a many 
uses for the 1486, including file 
servers, minicomputers, work- 
stations and PCs. 

Most users interviewed last 
week said they initially envision 
server and workstation-style 


uses. 

“T see this as being the file 
server of choice for large LANs. 
It could also move easily into the 
graphics workstation environ- 
ment,” said Frank Tyner, assis- 
tant staff manager of information 
systems planning and standard- 
ization at Bell Atlantic Corp. Of 
some 2,000 PCs that Bell Atlan- 
tic buys each year, only a small 
percentage will be 1486-based 
because of the cost, Tyner said. 

The 1486 chip is in beta test- 
ing and will be available in vol- 
ume in the fourth quarter, the 
company said. The price is $950 
each for quantities of 1,000. 


that uses an 1860 bus master. 
The product won an Oscar for its 
ability to produce Tin Toy, a 
short film created almost com- 
pletely by computer. 
Third-party bus-master prod- 
ucts included the following: 
e An Ethernet bus master from 
Bicc Data Networks, Inc. in 
Westboro, Mass. 
e An enhanced small device in- 
terface bus master from Core In- 


IBM basked in PC resellers’ glowing support of MCA 
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Microsoft, 
DCA to bid 
SNA servers 


BY PATRICIA KEEFE 
CW STAFF 


SANTA CLARA, Calif. — Mi- 
crosoft Corp. and two develop- 
ment partners, including Digital 
Communications Associates, 
Inc., will unveil their answer to 
IBM’s Communications Manag- 
er tomorrow. 

Microsoft will reportedly un- 
wrap two Systems Network Ar- 
chitecture (SNA) servers, in- 
cluding DCA’s Select OS/2 
Communications Server line, an- 
nounced last March. 

Select Server — along with 
the yet-to-be-delivered Micro- 
soft/Sybase SQL Server — will 
provide users with alternatives 
to the comparable components 
of IBM’s OS/2 Extended Edition, 
improving their ability to cus- 
tomize their networks [CW, 
March 14 and 21, 1988]. 

The key benefits for OS/2 us- 
ers are lower costs, less over- 
head and improved host access. 
Select is server-based and li- 
censed. Initially, OS/2 Extended 
will load up each personal com- 
puter with a separate host link, 
OS/2, the Communications Man- 
ager and SNA hardware. 

Select Server’s capabilities 
— plans include 3270, LU6.2, 
X.25, Synchronous Data Link 
Control and Enhanced Commu- 
nications Facility support — will 
enable OS/2 work groups to bet- 
ter tap into IBM hosts, claimed 
John Bacon, DCA’s vice-presi- 
dent of LAN Products. 


ternational in Boca Raton, Fla. 
eA facsimile bus-master card 
from Pacific Images, Inc. in Pas- 
adena, Calif. This card was dem- 
onstrated in conjunction with 
IBM’s Imageplus bus-master 
card for image processing. 

IBM also showed some of the 
potential of the Intel 1486 pro- 
cessor by demonstrating a PS/2 
Model 70 with an 1486 chip in 
place of the original 80386. The 
machine flashed complex images 
to show the speed with which the 
1486 can handle instructions. 

Cannavino said that the 486 
will be available in volume ship- 
ments at the end of 1989. IBM 
will ship products in both system 
and bus-master form during the 
first quarter of 1990, he added. 

Currently, there are 2,400 
MCA product development iden- 
tifications in distribution, and 
175 of them are bus masters. 

To ensure compatibility 
among non-IBM vendors’ MCA- 
based products and MCA adapt- 
ers, the National Software Test- 
ing Laboratories, Inc. in 
Plymouth Meeting, Pa., unveiled 
testing suite. 
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IBM Q]1 earnings increase restores confidence 


BY NELL MARGOLIS 
CW STAFF 


ARMONK, N.Y. — IBM last week an- 
nounced a first-quarter revenue rise of 
5.6% over last year’s comparable period, 
with net earnings up 1.8%. Those figures 
were sufficiently solid to restore to the 
computer industry some of the balance 
blown away by the computer giant’s 
March warning that its quarterly results 
would underperform expectations, ac- 
cording to analysts. 

“TBM is not having a disaster,” said 
David Wu, an analyst at S. G. Warburg & 
Co., a New York-based investment re- 


search company. “I think that all the 
teeth-gnashing and groaning of the past 
few weeks has been overdone.” The 
$12.7 billion in revenue and $950 million 
in net earnings logged by IBM marked ‘“‘a 
pretty decent quarter — not great, but 
decent,” Wu said. 

Other analysts agreed. ‘This is like go- 
ing to the dentist expecting to have five 
teeth pulled and finding that you only 
need a cleaning,” said Mike Geran, who 
follows IBM for Nikko Securities Co., In- 
ternational, another New York invest- 
ment research firm. 

Earnings per share for the quarter 
were $1.61, up 2.5% over last year’s first 





CA reorganizes, 
moves to boost 
support ranks 


BY ROBERT MORAN 
CW STAFF 


GARDEN CITY, N.Y. — Computer As- 
sociates International, Inc. restructured 
operations last week to eliminate some of 
the visible signs of its acquisitive growth 
en route to becoming the world’s largest 
independent software vendor. 

Sanjay Kumar, vice-president of prod- 
uct planning, confirmed that the former 
Information Products Division (IPD) and 
Systems Product Division (SPD), formed 
after the acquisition of Applied Data Re- 
search, Inc., have merged into what is 
now called the Information and Systems 
Product Group (ISPG). 

Bryan Shepherd, the former president 
of SPD, will hold that post in the new 
ISPG. Arnold Mazur, who headed up the 
IPD, will become president of the Finan- 
cial and Micro Products Group, which will 
be responsible for niche markets such as 
banking and multivendor environments, 
including those with both IBM and Digital 
Equipment Corp. processors. 

The restructuring, according to Ku- 
mar, did not result in companywide lay- 
offs. However, he said, “If you talk to a 
salesman who has reached 1% of quota, 
he may have a different perspective.” 

CA customers have previously com- 
plained of being inundated by visits from 
numerous CA account managers. With 
the reorganization, each client will have 
one CA account manager and one presales 
technical expert, said Kumar, who added 
that customers were being notified of the 
changes by mail. 

In addition, field support and service 
will be enhanced. ‘“The new structure will 
result in a 30% increase in the number of 
technical people in the field,” Kumar said. 

The company has tied a new adminis- 
tration database to the company’s service 
and support database. The new system 
will give CA on-line access to all client rec- 
ords, which now have a single site identifi- 
cation number and allow CA to monitor all 
sales and support activity. 

In addition, Kumar said that the 
changes will prepare CA to follow its ac- 
quisitions strategy. ‘““The new database 
will expedite a smoother transition of cli- 
ents in future mergers and acquisitions,” 
he said. 
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quarter, a figure that analysts said was in 
line with their revised expectations. 

A domestic vs. international sales 
breakdown has not yet been released and 
is expected within the next week, analysts 
said. Wu said he expects to see an approxi- 
mately 50-50 split. 


Akers cites strengths 

IBM Chairman John Akers noted that the 
company’s shipments, as well as revenue 
and earnings, were higher than those of a 
year ago. First-quarter results “improved 
despite a short-term chip shortage that 
affected some large system shipments,” 
Akers said in a prepared statement. Cit- 
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SYSTEM MANAGED 
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ing “our improving customer partner- 
ships as well as our restructuring actions” 
as particular strengths, Akers said, ““We 
continue to plan for growth.” 

A recent torrent of doubts on that 
score was unleashed by IBM when it is- 
sued last month’s warning blaming chip 
problems for a slowdown in 3090 ship- 
ments. ‘When they said below plan, ev- 
erybody jumped to the conclusion that 
they meant way below plan,” Wu said. “I 
think we lost sight of the fact that IBM 
can tend to be on the conservative side.” 

In addition, Geran said, ‘““What you’re 
dealing with here is scale.” With a compa- 
ny as large as IBM, he said, small percent- 
age increments translate into huge dollar 
increments. “I think we have a tendency 
to forget that,” he said. 
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NEWS SHORTS 


EDS claims win over Perot 

Electronic Data Systems Corp. (EDS) founder and former 
Chairman H. Ross Perot may have sustained a crushing blow 
when a Virginia judge last week issued a permanent i 


business before Dec. 1. The judge also denied Perot’s claim 
that he can hire EDS employees indefinitely. Such hiring rights 
will end in 1991 and are limited to EDS workers who were em- 
ployed by the company in 1986, the judge said. 


IBM shows a new face 
“This is not the IBM I thought I knew,” says a “‘customer,” 
candidly discussing low IBM provided a business solution. The 
“customer” is one of several actors featured in an IBM ac cam- 
paign designed to portray the industry giant in a more flatter- 


campaign 
and other actors from the television show M*A*S*H, portray 
a diverse range of customers from small start-ups to Fortune 
100 firms to drive home the theme that IBM delivers solutions. 


Apple, Microsoft, HP in the trenches 
The Apple Computer, Inc. suit against Microsoft Corp. and 
Hewlett-Packard Co. appears headed into long-term warfare 
with extending into 1990. A San Francisco judge 
last week set a timetable for the fight over whether Microsoft 
Windows 2.03 and HP’s New Wave software infringe on Apple 
copyrights. U.S. District Judge William W. Schwarzer, who last 
month ruled that a 1985 license between Apple and Microsoft 
was a valid contract, said the next phase will be an attempt to 
determine the validity of Apple’s copyrights and whether Ap- 
ple derived its Macintosh display from Xerox Corp. 


Taking the free-lunch route 

Schlumberger Technologies, Inc.’s CAD/CAM Division is 
making it easy to switch to Digital Equipment Corp.’s Vaxsta- 
tion 3100. In fact, it’s giving it away. For a limited time, 
Schlumberger will throw in a free Vaxstation 3100 to buyers of 
selected 


RTI 

Relational Technology, Inc. (RTI) said last week it expects 
third-quarter revenue to fali short of analysts’ predictions. 
RTI, maker of the Ingres database management system, esti- 
mated quarterly revenue at $28 million, for a net loss of $1 mil- 
lion to $2 million. RTI President and Chief Executive Officer 
Paul Newton blamed the shortfall on the firm’s “closing of few- 


er than anticipated large transactions at the end of the quar- 
ter.” 


Hard on the heels of IBM’s stepped-up promotion of its high- 
end 3090s, EMC Corp. offered temporary price reductions last 


saraaee es supe eee. Pricing for the initial upgrade that is 
—e ee 


Software AG of North America, Inc. named Michael J. King 
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Group to support HP’s 
New Wave as standard 


BY AMY CORTESE 
CW STAFF 


Hewlett-Packard Co. plans to 
drop another bombshell this 
week. The company’s New 
Wave application environment 
will serve as the focal point of an 
unlikely consortium of vendors 
hoping to standardize on a meth- 
od of managing objects. 

According to several compa- 
nies involved and analysts famil- 
iar with the announcement, the 
Object Management Group 
(OMG), as the consortium will be 
called, supports New Wave as a 
proposed open standard for man- 
aging objects. The firms partici- 
pating in the announcement in- 
clude Data General Corp., 
Unisys Corp., Prime Computer 
Inc., Philips N.V., Goid Hill Com- 
puters, Inc., Canon, Inc., 3Com 
Corp. and HP. 

Object-oriented design has 
garnered much interest lately 
among vendors and end users as 
a way to simplify many aspects of 
software programming. 


New Wave, introduced last 
year, combines object-oriented 
software with a graphical user 
interface to ease integration of 
data and files across applications. 

Although OMG is a diverse 
group composed of members 
with different agendas, the com- 
panies are expected to announce 
that they will incorporate New 
Wave into future products. 

While New Wave is based on 
Microsoft Corp.’s Windows, it is 
the object management facility, 
“the core of New Wave,” that 
OMG members will be imple- 
menting, said Judith Hurwitz, an 
analyst at Patricia Seybold’s Of- 
fice Computing Group. 


Keeping track 
The object management facility 
creates and manages objects 
that are linked to the application 
from which they were created. 
For example, users can com- 
bine many object types such as 
spreadsheet, text and graphics 
from different applications to 
create compound documents. 


The object management facility 
keeps track of where the objects 
are located and automatically up- 
dates them if the original is 
changed. 

Conspicuously absent from 
the new group are Digital Equip- 
ment Corp. and IBM, who work 
closely with HP as co-founders of 
the Open Software Foundation, 
but have their own strategies for 
creating compound documents 
and sharing data across applica- 
tions. 

While New Wave is currently 
available only for MS-DOS- 
based personal computers, ana- 
lysts said HP is likely to use new- 
ly acquired Apollo Computer, 
Inc.’s Network Computing Facil- 
ity (NCS) software to build dis- 
tributed, multiple-platform capa- 
bilities into future versions. 

NCS has been licensed by HP, 
as well as IBM, DEC and others. 
DEC and Apollo are involved in a 
joint development agreement to 
extend NCS and its remote-pro- 
cedure call features. In Febru- 
ary, the firms stated that the re- 
sulting technology would be 
offered to standards bodies as an 
open specification. A DEC 
spokesman last week said he was 
not sure how HP’s acquisition of 
Apollo would affect the agree- 
ment. 


Wang to idle 2,200 workers by 1990 


BY PATRIC PATRICIAKEEFE KEEFE 
CW STAFF 


LOWELL, Mass. — After a 
month of dodging rumors of cut- 
backs, Wang Laboratories, Inc. 
last week said it will eliminate 
2,200 positions by June 1990. 
Attrition will account for most of 
the cuts, although a spokesman 
would not rule out layoffs. 

This downsizing in focus will 
affect those groups seen as less 
strategic. The first to feel the 
sting of the ax is expected to be 
Wang’s Micro Systems Division 
(MSD). 

Sources inside and outside 
the company said the struggling 
division has been reeled back un- 
der the wing of Richard Orlando, 
a vice-president of sales and sup- 
port, triggering the departure of 
two key executives. 

After weeks of denying re- 
ports of a shakeup at MSD, 
Wang last week declined to com- 
ment on reports that both MSD 
Senior Vice-President and Gen- 
eral Manager Harold P. Ano and 
Graham Beachum, its vice-presi- 
dent of sales and marketing, 
were on the way out. 

Both Ano, who is said to have 
close ties to company President 
Fredrick Wang, and Beachum 
were reportedly on vacation last 
week and could not be reached 
for comment. After initially 
promising a statement, a spokes- 
man later said it could not be pro- 
vided “Sust yet.” 


eat costs, and [MSD] has 
to be one of those candidates,” 
said Steven Wendler, an analyst 
at Gartner Group, Inc. in Stam- 
ford, Conn. 

Unfilled job vacancies have 


than 30,000 by June 30, 1989, 
and to fewer than 28,500 by 
June 30, 1990. 

Allen, Texas-based Intecom, 
Inc., Wang’s private branch ex- 
change subsidiary, is apparently 


DAVID JOEL 


Dr. An Wang demonstrates a LAN-interfaced version of Wang 
Laboratories’ Freestyle user interface and input package at Com- 


dex last week 


been building since November, 
but Wang is also hiring in other 
areas to bolster a newly rede- 
fined strategic direction — sales 
of imaging systems into vertical 
markets, a spokesman said. 

It does not make sense for 
Wang to “try to compete with 
[IBM by] selling across the board 
to all markets,” the spokesman 
added. ‘We want to be more fo- 
cused by 1990.” 

Wang’s worldwide employ- 
ment today is estimated at 
30,700. Wang said these levels 
are expected to drop to fewer 


a discard candidate also. The unit 
reportedly is priced at $100 mil- 
lion. 

In a statement issued last 
week, Wang would only say it has 
“continued to look for opportu- 
nities to maximize the best value 
of Intecom by leveraging its as- 
sets and strengths in a manner 
that is in the best interests of 
[both firms, their] employees and 
customers. Wang remains com- 
mitted to Intecom and to achiev- 
ing these objectives.” 

Senior Editor Nell Margolis 
contributed to this story. 
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tation of SOL and has since become the 
largest database company in the world. 

In 1988, IBM again produced a blueprint 
for the future of heterogeneous comput- 
ing: Systems Application Architecture, or 
SAA. Oracle more than endorses this inno- 
vative vision. Oracle is delivering it. Today. 

IBM’s goals for SAA: “Applications that 
can be ported with less effort; applica- 
tions that can span systems; user access to 
these applications that is simpler and 
more uniform; and programming skills 
that have broader applicability” 

ORACLE is the only database software 
that runs on mainframes, minicomputers 
and PCs. In fact, ORACLE provides data 
transparency across your MVS, VM, VSE, 
and OS/2 environments in addition 
to over 80 other platforms and operating 
systems. Today. 


Oriel 
eel 
today. 


More than just 
a software company 


Oracle offers more than just software. 
We offer solutions. No other database 
company can offer a full suite of services 
including systems integration, education, 
consulting and the #1 customer support? 
in the industry. Which is why Oracle has 
become the largest database company in 
the world.3 

Just as SQL was the future of data 
management in 1978, SAA is the future in 
1988. Make an Oracle seminar part of 
your future, today. Call 1-800-345-DBMS 
to reserve your seat in the next Oracle 
seminar in your area: So you won't be 
somebody else’s first customer, tomorrow. 
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Microvaxes aim for AS/400 


BY JAMES DALY 
CW STAFF 


MARLBORO, Mass. — The 
opening bell sounded last week 
on what could become a full-tilt 
midrange battle of the titans as 
Digital Equipment Corp. un- 


veiled a pair of Microvaxes that 
square off against the high end of 
IBM’s successful Application 
System/400. 

The Microvax 3800 and 3900 
were the centerpieces of the 
company’s third major package 
of announcements in as many 





months. DEC officials said the 
duo replaces the 19-month-old 
Microvax 3500 and 3600 by de- 
livering as much as 50% more 
performance at only a 5% in- 
crease in price. 

The additions highlighted 
DEC’s increasingly sophisticat- 


How Amenitech helped 


John Deere make hay. 


When the John Deere Company wanted a communications network 
linking 4,300 lines in 14 locations, they needed a company that could think big. 
A company geared for technological growth. A company that could take them into the future. 
They chose Ameritech. 
The solution was a custom-designed communications system 
well suited for the fast, accurate transmission of large volumes of information. 

A system used for computer-aided design and manufacturing capabilities, as well as the transfer 
of financial and manufacturing data among company locations. 
Speed. Accuracy. Advanced capabilities. For John Deere, that was the solution. 

Whatever your communications needs, Ameritech has the solution for you. Call us: 1 800/242-8580. 


Solutions that work. MaMERITECH 


Illinois Bell Indiana Bell 


Michigan Bell 


Ohio Bell 


Wisconsin Bell 


ed semiconductor technology by 
using the same CMOS micro- 
processor unveiled with the 
VAX 6300 in January; that chip 
can process 3.8 million instruc- 
tions per second. DEC said the 
3800 and 3900 start at $81,000 
and $120,200, respectively. 
Additionally, DEC introduced 
the ESE20 solid-state electronic 
storage element, which they said 
boosts performance on larger 


Ameritech Applied Technologies Ameritech Credit Ameritech Development Ameritech Information Systems 
Ameritech Mobile Communications Ameritech Publishing Ameritech Services Tigon Voice Messaging 
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VAX systems as much as 50%. 

Other product shuffling in- 
cluded the following: 

e The introduction of a Vax- 
server 3800 and 3900 system 
based on the Microvax 3800 and 
3900. 

eAn RTVAX 3800 real-time 
computing platform. 

e Arevamped entry-level Micro- 
vax 3300, along with price cuts 
on the Vaxserver 3300. 

e Price reductions on the Micro- 
vax 3400, the original Microvax 
3300 and operating system and 
applications software for both. 

e The rollout of five Microvax 
upgrade packages, including 
some for upgrading from Micro- 
vax 3500 and 3600 systems to 
3800 and 3900 systems. 

DEC officials said they be- 
lieve the new Microvaxes can 
crawl through a recently opened 
midrange window of opportuni- 
ty. “Until now, a lot of the 
AS/400’s success can be attrib- 
uted to satisfying pent-up de- 
mand,” said Duncan Andersen, 
Microvax marketing manager. 


Positive reaction 

Reaction to the machines was 
generally positive. Dan Cence, 
manager of international sys- 
tems at Polaroid Corp, said the 
firm is considering both DEC’s 
new models and the high end of 
the AS/400 for installation in its 
European offices. “If DEC’s 
price/performance numbers are 
true, it’s an aggressive incentive 
to go with DEC,” he said. 

The Microvax enhancements 
may also be just the ticket to 
arouse DEC from its fiscal lull. 
The line has been the most popu- 
lar product in DEC’s 31-year his- 
tory, with more than 150,000 
sold since it arrived in 1983. 

Those customer loyalties run 
deep. Richard Wolfe, systems 
manager at the Bonneville Pow- 
er Administration in Portland, 
Ore., said he is eager to assess 
the new models, even though the 
scope of a sale could be limited. 
Wolfe said he is shifting many ap- 
plications down to Vaxstations 
to cut the work load on his super- 
minis and mainframes. 

DEC also took on IBM by 
trumpeting the additions as front 
ends for an on-line transaction 
processor (OLTP) environment. 
“OLTP is one area where the 
AS/400 has thus far not set the 
world on fire,” said Terry Shan- 
non, director of the DEC Adviso- 
ry Service at International Data 
Corp., a market research firm in 
Framingham, Mass. 

But battling IBM is not the 
only thing worrying DEC. The 
firm is now No. 2 in the technical 
workstation market behind Sun 
Microsystems, Inc., which may 
be the next powerhouse to enter 
the DEC firing line. Analysts said 
they believe DEC will bring out a 
more powerful workstation 
sometime this summer, and DEC 
Chairman Ken Olsen hinted that 
the company is working on a 
powerful personal computer that 
runs the Unix operating system. 
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IN ALL FAIRNESS, 
YOU SHOULD READ WHAT 


ASHTONATE IS SAYING 
BEFORE YOU PURCHASE ORACLE. 


PC Week. January 9, 1989 


Oracle developed the first commercial 
SQL database over 10 years ago. 

And the first SQL database for the PC 
over 4 years ago. 

Its called Professional ORACLE? 

It has the most up-to-date, most power- 
ful and most complete set of application 
development tools available. 

Like SQL* Forms? SQL* Menu? SQL* Plus? 
And SQL* ReportWriter.” 

Its based on ANSI standard SQL and 
runs on PCs, minis and mainframes. 

And it works. 

To order Professional ORACLE for the PC, 
call 1-800-ORACLE1, ext. 8147 

Its $1,299, and comes with a 30-day, 
money-back guarantee. 


ORACLE 


Compatibility - Portability - Connectability 


UNIVERSALLY ACKNOWLEDGED TO WORK JUST FINE. 
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NEWS 


Unisys low-end System/80 
addition the first in five years 


BY ROSEMARY HAMILTON 
CW STAFF 


Michael Blumenthal’s 2-year-old claim of 
bringing together the and 
Sperry computer lines took a step toward 
reality last week with the introduction of 
the System/80 Model 7E. 

The entry-point midrange system, 
which comes from the Sperry side of the 
house, will be based on the company’s 


sor (SCAMP) technology, which was first 
used earlier this year in the Micro A, a 
low-end extension of the A series, the for- 
mer Burroughs mainframe line. 
Although the heart of 7E is a SCAMP, 
it has been modified for the System/80 
environment, which means it offers no 
compatibility with the A series systems. 
Instead, it was designed for System/80 
object-code compatibility. 

“The announcement says it is possible 
to support those architectures and that 


Single Chip A Series Mainframe Proces- i 


they won't have to cut off one of their 
legs,”’ said George Lindamood, an analyst 
at Gartner Group, Inc. 

With the 7E’s microprocessor-on-a- 
chip concept, users will now have a low- 
end alternative — priced at $136,000 
with basic peripherals and software — 
that is more than twice as powerful as pre- 
vious low ends for approximately the 
same price and, when fully configured, 
takes up 80% less floor space. 

The introduction marks the first low- 
end System/80 addition in nearly five 
years, according to Larry Mullen, a Un- 
isys product marketing manager. The old- 
er Model 4 has not been actively market- 
ed since 1985. 

William Solis, a System/80 user, said it 
has caught his interest. Solis, chief of in- 


WHY GAMBLE WITH 
NETWORK RELIABILITY? 


all the quality, dependability and technolog- 
ical leadership you've come to expect from 
SynOptics. With over 150,000 nodes 


shipped to 500 customer sites worldwide, 


Sane maaie 


formation systems at the New York State 
Office of Business Permits and Regula- 
tory Assistance, currently runs a Sys- 
tem/80 Model 6. He has been planning an 
upgrade but said he was not satisfied with 
the choices the higher end System/80s of- 
fered. 

The 7E, he said, would take up less 
room than his current system and func- 
tion as a piece of office equipment. How- 
ever, Solis said no decision has yet been 
made. 

“We will evaluate it, but we’ll also look 
at some other vendors,” he said. 

Unisys hopes to move beyond the Sys- 
tem/80 base and snatch away some Sys- 
tem/36 customers from IBM as well. The 
7E runs the IBM RPG programming lan- 
guage. 


NEC claims 
an eightfold 
leap over Cray 


BY JAMES DALY 
CW STAFF 


BURLINGTON, Mass. — The speed lim- 
it in the supercomputer market was 
raised dramatically last week when NEC 
Corp. announced a line of supercom- 
puters that it claims offers up to eight 
times the peak performance of Cray Re- 
search, Inc.’s most powerful system. 

NEC officials said the SX-X series uses 
a sophisticated new chip technology to 
perform more than 20 billion floating- 
point operations per second (GFLOPS). 
Conversely, a Cray Y-MP offers up to 2 
GFLOPS, while Fujitsu Ltd.’s VP2000 
line will reportedly hit 4 GFLOPS when it 
becomes available in the fourth quarter. 

The SX-X line also includes NEC’s first 
implementation of a multiprocessor archi- 
tecture. The models are available in sin- 
gle-, dual- and four-processor configura- 
tions, with each processor offering 
performance of more than 5 GFLOPS, 
NEC said. 

For HNSX Supercomputers, Inc., the 
joint venture of NEC and Honeywell, Inc. 
that will market the machines in North 
America, the stakes involved in the suc- 
cess of the eight-model line are enor- 
mous. While NEC has only sold one super- 
computer in the U.S., HNSX has not sold 

a single supercomputer since it was incor- 
porated in late 1986. 

A nagging problem for NEC is a lack of 
applications software. ‘It doesn’t make 
any difference how fast it is if it doesn’t 
have any software,” said Dick Shaffer, 
editor of “Technologic Computer Letter” 
and a principal at Technologic Partners, a 
New York-based consulting firm. 

The company claims it has solved this 
earlier problem by allowing the SX-X se- 
ries to run AT&T’s Unix operating sys- 
tem. “There’ ‘sa whole broad base of peo- 


The SX-X line is scheduled for avail- 
ability in the third quarter of 1990, with 
prices ranging from $5 million to $23 mil- 
lion. 
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“We'd just made a 
corporate acquisi- 
tion and felt the time 
was right to up- 


ootsie Roll discov- 
ered that the finest 
accounting software 
in the world comes from 
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“The idea of portable 
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base software in the world. 
What does Tootsie Roll 
know that you don’t? 
Get a taste of the future. 


Ellen Gordon 
President 
Tootsie Roll 


Call 800-345-DBMS and 
register to attend an 
Oracle Financials seminar 
near you. Find out how 


ogy that wasn't 
a rebasb of 20-year 
old batch systems.” 
Howard Ember 


Att: National Seminar 
Coordinator 

Oracle Corporation 

20 Davis Drive 

Belmont, California 94002 
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NEWS 


Rollouts free NET from switch niche 


BY ELISABETH HORWITT 
CW STAFF 


NEW YORK — Network Equipment 
Technologies, Inc. (NET) scored big in 
users’ eyes last week with product intro- 
ductions that target the next phase of 
their corporatewide connectivity plans. 

Key NET announcements included ex- 
pert systerns-based network manage- 
ment, support of both fractional T1 and 
45M bit/sec. T3 speeds, an X.25 packet 
switch and a remote local-area network 
bridge. 

Several of these announcements are 


potentially useful to New York State’s 
Empirenet, a digital voice/data network 
now under construction that will use 
more than 100 NET switches to connect 
state agencies, according to Jack Hein- 
sohn, director of telecommunications at 
New York State’s office of general ser- 
vices. 

The state is looking at implementing 
T3 backbones and, down the road, X.25 
networks as possible ways to economize 
on Empirenet’s bandwidth expense, 
Heinsohn added. Several agency sites 
that do not have enough traffic to justify a 


bilities, Heinsohn said. 

Another big NET user, Sears Technol- 
ogy Services, Inc., also has sites whose 
traffic fits into fractional T1 bandwidth. 
However, the Sears, Roebuck and Co. 
subsidiary plans to wait until major carri- 
ers start offering the service, according to 
Senior Vice-President Gary Weis. Of 
most immediate interest to Sears is 
NET’s 45M bit/sec. backbone offering, 
Weis said: ‘“We’re considering the imple- 


mentation of 45M bit/sec. links to con- 
nect three data centers.” 

NET’s announcements demonstrate 
that the vendor “‘is more than just a T1 
switch vendor,” said Michel Guite, a vice- 
president at Salomon Brothers, Inc. By 
broadening its ability to address users’ 
connectivity needs, the company should 
be better able to compete not only with 
other switch vendors but also with local 
and interexchange carriers that are using 
customized networks and special pricing 
to woo corporate customers away from 
private networks “‘back home to the pub- 
lic network,’’ Guite said. 


Making connections 


NET announced products in three areas — transmission, network management 
e IDNX/10 Integrated Access Multiplexer, unlike higher end NET products, is 
said to directly support 56K bit/sec. DSO channels so that it can feed into carrier- 
based services, including fractional T1 services. 
e IDNX/90 Transmission Resource Manager is a high-end switch designed to 
support 45M bit/sec. T3 transmission, including applications that require the ag- 
gregate bandwidth of several T1 links. 

+ eset Seek Semneaints basins biietens ential taliguiie m'guticn 
network diagnostics and troubleshooting. 
e Expert T-Span Service will enable NET to act as an authorized agent for net- 
work carriers, taking responsibility for installation and maintenance issues for 
customers’ carrier-based network facilities. 
@ Series 5000 Network Management System is a software enhancement that is 
said to allow different NET network management workstations to communicate 
overaLAN. 
e Lanexchange/50 Internetworking System is a bridge router that reportedly 
connects multiple Ethernet and Token-Ring LANs over a remote link. 


full T1 link could use fractional T1 capa- 


Profit from the world’s 
Single Market 


YOUR SOFTWARE SALES CAN BE DRAMATICALLY INCREASED BY 
PROFESSIONAL MARKETING IN THE EUROPEAN ECONOMIC 
COMMUNITY; A SINGLE MARKET ALMOST THE SIZE OF THE USA 
AND JAPAN COMBINED. 


When it comes to 
tracking PC assets, 
nothing gets past CATS. 


PRICES FOR SOFTWARE ARE HIGHER AND SALES COSTS 
Depend on the speed, agility and unswerving accuracy of 


CATS, a PC-based computer assets tracking system, to 
significantly reduce time spent managing PC and main- 
frame hardware, software and data lines. This centralized 
inventory system gives you fast, reliable information in 
four key areas. “ 

ON-ORDER MANAGEMENT. Enter and track vendor or- 
ders for data processing equipment, software, leased 
lines, supplies or other items. 

INVENTORY MANAGEMENT. tee DP 
tc ays in. ould 


variables as type, priority, date, location, vendor, system 
and duration. 
CHANGE MANAGEMENT. Enter a variety of data such as 
CATS is not copy protected and runs on any IBM* or 
compatible PC with PC/MS DOS* 2.0 or greater, 640K 
memory and a hard disk. The databases can readily be 
used by such popular software packages as dBase III* 
and Lotus 1-2-3*, and installation is quick and easy. 
CATS. A proven product from a company dedicated to 
quality. To order, call the CATS administrator, at 
1-800-535-1400. 
Single-User Version $1500 LAN Version $5000 
Mamet i 1 
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GENERALLY LOWER THAN IN THE UNITED STATES. 


WHETHER IT IS APPROPRIATE FOR YOU TO SELECT AGENTS, 
SET UP YOUR OWN SUBSIDIARIES OR IF YOU ARE LOOKING TO 
FORM A JOINT VENTURE COMPANY WITH AN EXPERIENCED AND 
FINANCIALLY SOUND EUROPEAN PARTNER; WE CAN PROVIDE 
THE EXPERTISE, KNOWLEDGE AND GUIDANCE TO ENSURE THAT 
YOUR ENTRY INTO EUROPE IS A SUCCESS. 


By 1992 ALL TRADE BARRIERS THROUGHOUT THE 12 
COUNTRIES FORMING THE EEC WILL HAVE BEEN REMOVED. BY 
PLANNING NOW YOU WILL BE ABLE TO DERIVE MAXIMUM 
BENEFIT FROM THIS, ONE OF THE MOST SIGNIFICANT 
ECONOMIC HAPPENINGS THIS CENTURY. 


SPECIFICALLY FORMED TO PROVIDE INFORMED, PROFESSIONAL 
ADVICE TO NORTH AMERICAN SOFTWARE VENDORS THE 
EUROPEAN SOFTWARE NURSERY IS A GROUP OF MARKETING 
PROFESSIONALS WITH CONSIDERABLE EXPERTISE IN THE 
EUROPEAN SOFTWARE MARKET. CONTACT US NOW TO 
DISCUSS YOUR PLACE IN EUROPE. 


THE 


EUROPEAN SOFTWARE NURSERY 


Linmtirtreob 

MARKET PLANNING 
RECRUITMENT 

MARKET RESEARCH 


TAX BENEFITS 
EMPLOYMENT LAW 
MARKETING 


ADVERTISING 
COMPANY SET UP 
PRICING ADVICE 


CONTACT: FRED RILEY 
PHONE: 01-494 3630 Fax: 01-734 5253 


37, GOLDEN SQUARE, LONDON WIR 4AH 
A MEMBER OF THE W.L.S. GROUP OF COMPANIES 


APRIL 17, 1989 





ro--- 


| XENI 


Special offer. 
SQL development system 


only $795. 

Seldom has so much been 
available for so little. 

Introducing the SQL 
Developer Series from Informix. 
Which consists of, take a deep 
breath, the XENIX version 
of INFORMIX-4GL RDS/ID (ur 
powerful INFORMIX-4GL 
Rapid Development System 
and Interactive Debugger) plus 
INFORMIX-SQL (our best- 
selling relational database 
management system). 

And for a limited time, you 
can get all that software (up to 
a $5540 value) for only $795* 


Develop in XENIX. 
Port to large systems. 


Better yet, the software is 
as special as the offer. You see, 


Cut 


Costs. 


=e | I 


——_— Please send me the SQL Developer Series for $795 (shipping included). 
—___ 34""diskettes ____ 54""diskettes WW Tape cartridge 


Machine type 
Name 
Company 
City 


Method of payment. Circleone. Check M/C VISA AMEX 


Card No. 


Canada only. 


a 


en | . 


Address 
State Zip 


Exp. Date Signature 


*Offer expires June 30, 1989. Ask us about run-time licenses for UNIX, XENIX and networked DOS systems. 
**Obviously, mixed 4GL/C programs or code written to take advantage of specific operating system features may need to be rewritten or recompiled. 
Informix is a registered trademark of Informix Software, Inc. All other names indicated by ®or “are trademarks or tradenames of their respective manufacturers. 


© 1989, Informix Software, Inc. 


X database 
development 


the SQL Developer Series lets 
you quickly and easily develop, 
debug and compile your SQL 
application in XENIX. And be- 
cause the application you 
develop is in p-code, it’s directly 
portable to UNIX and a 
variety of networks without 


rewriting or recompiling** 4 


Clip this ad to cut 
your costs. 

Simply put, the SQL 
Developer Series is the most 
productive, least expensive 
way to build SQL applications. 

So order yours today. Fill out 
the coupon portion of this ad 
and send it to the address ; 
below. Or call 415) 322-4100, 


ext. 418. 
INFORMIX 


*] for good reason. 


Mail to: Informix Software, Inc., Dept.DP88, 4100 Bohannon Drive, Menlo Park, CA 94025. Prices in US. currency. Offer good in US. and 
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Over 


8,000,000 people, 
running tens of thousands 
of applications, 


all use 
the same computer. 
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To find out why, call your local Digital sales office, 
or to get the latest VAX product information, call 


1-800-369-8000 
Digital 
has 


it 
NOW. 





WOULDN'T IT BE EASIER To 
UST GET YOUR ONN COPY NO PROBLEM! 
OF COMPUTERWORLD? 


YES, | want to receive my own copy of COMPUTERWORLD each week. | accept your offer of 
$39* per year — a savings of 62% off the single copy price. In addition, I'll receive special bonus 
sections of COMPUTERWORLD Focus on Integration. 


First Name Last Name 


Title Company 


Address Shown: OHome CO Business Basic Rate: $48 per year 


*U.S. Only. Canada $110, Central/South America $130, Europe $195, all other countries $295. Foreign orders must be prepaid in U.S. 
doliars. 


Please complete the information to the right to qualify for this special rate. 


|DN'T IT BE EASIER To 


LUN 


ST GET YOUR ONN COPY 
OF COMPUTERWORLD? 


YES, | want to receive my own copy of COMPUTERWORLD each week. | accept your offer of 
$39* per year — a savings of 62% off the single copy price. In addition, I'll receive special bonus 
sections of COMPUTERWORLD Focus on Integration. 


First Name Last Name 
Company 


Address 


City State Zip 
Address Shown: OHome OC Business Basic Rate: $48 per year 


* US. Only. Canada $110, Central/South America $130, Europe $195, all other countries $295. Foreign orders must be prepaid in U.S. 
doliars. 


Please complete the information to the right to qualify for this special rate. 
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10. Manufacturer (other than computer) 
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30. Medicine/Law/Education 

40. Wholesale/Retail/Trade 

50. Business Service (except DP) 

60. Government — State/Federal/Local 
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Transportation 
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80. Manufacturer of Computers. Computer-Related 
Systems or Penpherals 
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Bureau/Time Sharing/Consulting 
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75. User Other 

95. Vendor Other 

(Please specify) 
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Adm Services 
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35. Dir Mgr. Supry . OA/WP 
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51. Sales/Mktg Mgt 
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60. Consulting Mgt 
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Otfice Automation Systems 
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Mimcomputers/Smaii Business Computers 

Microcomputers/Desktops 

Communications Systems 

Office Automation Systerns 

No Computer involvement 


E4916-9 





BUSINESS REPLY MAIL 


POSTAGE WILL BE PAID BY ADDRESSEE 


P.O. Box 2044 
Marion, Ohio 43306-2144 


VabasdesVDeseDDaDDvsssMbevsebeoseTatodetoteellal 


BUSINESS REPLY MAIL 


FIRST CLASS PERMITNO.55 MARION, OH 43306 


POSTAGE WILL BE PAID BY ADDRESSEE 


P.O. Box 2044 
Marion, Ohio 43306-2144 


LabecbosDDecedbsDDesssVDoccebedeceEDadasdebeabaldel 


NO POSTAGE 
NECESSARY 
IF MAILED 


| IN THE | 
UNITED STATES 


NO POSTAGE 
NECESSARY 
IF MAILED 


IN THE 
UNITED STATES 


-———— 





Editor's note: This is one in a series of 
profiles of nominees for the Computer- 
world Smithsonian Awards, recognizing 
individuals and organizations that 
have achieved outstanding progress for 
society through the use of information 
technology. The awards will be presented 
in a ceremony held on June 20 in New 
York. 


BY NELL MARGOLIS 
CW STAFF 


HOUSTON — “This 
isn’t life or death, it’s 
just business,” are 
words you are not likely 
to hear very often at 
The Blood Center. For 
employees at this 15- 
year-old not-for-profit 
blood bank that serves 
85 hospitals across a 
16-county area, every single business 
transaction is potentially a matter of life 
or death. 

Since 1985, The Blood Center has 
been using an automated tracking soft- 
ware system to help get the right blood or 
blood components to those in need and to 
guard against contaminated blood finding 
its way into the supply. 

“Time is everything in this business,” 
said Jeff Pereson, The Blood Center’s 
vice-president of administrative services. 
Even before the specter of acquired im- 
mune deficiency syndrome and further 
U.S. Food and Drug Administration re- 
quirements that increased the number of 
tests that must be performed on donated 
blood before it can be released, sheer 
growth in demand was straining the blood 
bank’s old-fashioned file-card-based pro- 
cedures, he said. 

In 1983, a team spearheaded by Pere- 
son turned to the computer industry for 
help. ‘“‘What we wanted to do,” according 
to Pereson, ‘“‘was develop a single com- 
puterized control and information system 
to integrate donor recruitment and man- 
agement, lab functions, inventory man- 
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Technology gets blood to those in need 


agement and hospital billing —- our key 
functional areas.” With the assistance of 
Unisys Corp. and its Mapper fourth-gen- 
eration language product, he explained, 
that capability is precisely what they 
came up with. 

Today, the center’s blood banking ap- 
plication, based on a database that con- 
tains detailed information on more than 
700,000 donors, has rocketed the greater 
Houston area to the forefront of blood 
supply self-sufficiency. 


Stand back 

From the start, the system was a user- 
driven initiative, remembered Pereson, 
who originally comes from the financial 
end of the organization and has no formal 
technology background. ‘‘We said to our 
board, give us the money and get out of 
our way — and, in their infinite wisdom, 
they did,’’ Pereson said. 

The results justify the board’s decision 
to let the users do it themselves. Between 
1985, when the system went to work, and 
1988, the number of whole-blood units 
collected by the center rose from 46,602 
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MARK GREEN/GAMMA LIAISON 
(Above) The Blood Center’s John Lockhart 
(left) and Dennis Shaffer; (Left) Bar codes 


make blood by-products ready for use 


to 191,026, blood components produced 
went from 71,284 to 551,087 and the 
number of tests performed increased 
from 140,000 to 1,200,000. 

In 1983, Pereson said, 637 units of 
blood slipped through the cracks of the 
manual monitoring system, became out- 
dated and had to be discarded. In 1988, 
that number was reduced to only four. 

Pereson awards 


alion’sshareofthe ; 


OU CAN have a lot of 

doubt about mach- 

ines, but if you know 
you can trust the people, you 
know you can trust the 


system’s success 
to the fact that us- 
ers were involved 
from the start, at 
every stage and in 
every aspect of the 
application’s devel- 
opment and man- 
agement. For ‘ex- 
ample, he said, the 
inventory depart- 
ment showed the 
greatest amount of 
early resistance to going on-line. 

“We cured that by selecting one of 
their people [Dennis Shaffer] to work side 
by side with the technologists,’’ Pereson 
explained. ‘We were determined not to 
create a computer empire.” 


system.” 


Field Service 
Management Sys 


Putting one on-line takes 


over 100 man-years and 
3 million lines of code. 
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BLOOD BANK OF DELAWARE 


As the system has grown, he 
conceded, more bureaucracy has 
necessarily entered in. Never- 
theless, users still loom large. 
The center’s seven-man MIS de- 
partment includes three pro- 
grammers, two of whom ‘‘were 
trained from bench positions.” 
The third, relative newcomer 
John Lockhart, is the sole sys- 
tems programmer who set out to 
become one originally. 

“The beauty of the system is 
that it’s designed by blood bank- 
ers for blood bankers,” said Rob- 
ert Travis, assistant executive 
director of Blood Bank of Dela- 
ware, Inc. A for-profit subsid- 
iary of The Blood Center, Blood 
Corporation of America, has 
marketed its application to seven 
facilities in the U.S., including 
this community blood center headquar- 
tered in Newark, Del. The turnkey pack- 
age includes Unisys hardware and soft- 
ware. 

With 47,000 units of blood collected 
each year, nearly double that number of 
blood products processed and six to eight 
tests to perform on each unit, the Dela- 
ware blood bank needed automation, 
Travis explained. 
Even so, he said, 
“We were a little 
nervous and slow 
at first about jump- 
ing into this.” 

The Blood Cen- 
ter crew’s integri- 
ty, Travis said, ulti- 
mately drew his 
firm into the fold. 
“You can have a lot 
of doubt about ma- 
chines, but if you 
know you can trust 
the people, you know you can trust the 
system. If [Blood Center President Wil- 
liam] Teague retires, you can still look at 
who’s over there and know they’re going 
to be a class operation for the next 40 
years.” 


ROBERT TRAVIS 
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EDITORIAL 


A puzzling game 


T MAY BE like the children’s games ‘‘Fol- 

low the Leader”’ or ‘“‘Simon Says.’’ CEOs 

and other top U.S. business leaders claim to 

embrace information technology as critical 
to their companies, but there is more than a bit of 
platitude-parroting going on. 

Computerworld’s exclusive telephone survey 
of Fortune 1,000 chief executive officers and se- 
nior executives (see story page 1) makes it clear 
that business leaders are still confounded by un- 
met expectations and vague perspectives on the 
impact of information systems in their firms. 

For example, while 74% of those polled 
claimed that the value of IS is quantifiable, the 
majority were unable to explain precisely how 
that measurement was done. “It comes down to 
a gut reaction,” said one CEO. “I said it can be 
done, not that I can doit,’”’ added another. 

Also, even though 85% agree that IS holds the 
key to competitive advantage for their compa- 
nies in the 1990s, 63% of those said that they 
were not getting the most for their information 
systems investment. 

Surveys, of course, produce indicators of 
thoughts and trends across a broad spectrum. 
Generalizations can be dangerous and mislead- 
ing. Indeed, the CEOs contacted for this survey 
represented a cross section of personalities and 
attitudes. The mix includes both the enlightened 
hands-on executive, who not only understands 
the value of IS to his company but claims a visible 
leadership role in technology, and the dinosaur, 
who continues to view IS as the data processing 
utility hidden away in the back room. 

But the numbers cannot be ignored, and the 
picture they paint is of a shifting generation of 
business leaders who realize that IS is invaluable 
but are frustrated by the inability to measure its 
payoff. Top executives have been inundated by 
the consultants and the business press for more 
than a decade about the crucial importance of IS, 
and now they are trumpeting its praise. 

These same leaders, however, keep their dis- 
tance from IS and are, in many cases, unwilling 
to personally bridge the gap. They look to others 
to tell them that all is well within the IS sector 
and claim that they are too old or too busy to get 
personally involved in things technical. 

While top executives sing hosannas for their 
IS functions and IS leaders, they make it clear 
that IS is not a path to the CEO suite. A wide ma- 
jority of those polled said there is little likelihood 
that an IS alumnus would ever run their compa- 
ny. This was a view shared by enlightened and 
unenlightened CEOs alike. 

That’s hardly surprising, considering how lit- 
tle attention CEOs traditionally have paid to 
technology. But it is indicative of the chasm that 
continues to exist between top business leader- 
ship and IS, achasm that must be closed. 

It also indicates that the ball is now in IS’ 
court. IS managers who aspire to corporate lead- 
ership clearly need to show both a savvy busi- 
ness sense and an understanding of the firm’s di- 
rection. Otherwise, the key to the executive 
suite will remain a generation away. 
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LETTERS TO THE EDITOR 


Unix explained 


I have three problems with your 
editorial “Cut it out” [CW, 
March 3]. First, I deny taking 
steps to prevent Unix System 
groups from linking up. At the 
Uniforum trade show in San 
Francisco a few weeks ago, I 
called for an end to the so-called 
Unix System wars and said I 
would talk to anyone in the in- 
dustry about working together 
in the interest of users. Informal 
discussions between AT&T’s 
Unix Software Operation and 
the Open System Foundation 
are, in fact, already under way. 

Second, though it may seem 
to you that Unix is mired in poli- 
tics, the product itself is moving 
in the market at an incredible 
pace. In 1988, over 400,000 
Unix computer systems were 
shipped worldwide. 

The Unix System V/386 Re- 
lease 3.2 for Intel Corp.’s 80386 
architecture [CW, Aug. 29] lets 
end users run a multitude of 32- 
bit applications already written 
for Unix System V and Xenix on 
their 386-based machines. At 
January’s Uniforum, AT&T an- 
nounced a secure version of Unix 
System V and source code for 
the Open Look graphical user in- 
terface. Unix System V Release 
4.0 will be generally available 
this fall. 

Finally, I do not understand 
your despair about the availabil- 
ity of an operating system that 
takes advantage of Intel’s 30486 
processor. One of Unix’s chief 
advantages is that it fully ex- 
ploits the power of high-speed 
chips like te 486, and only Unix 
can currently exploit the power 
of the growing variety of RISC 
processors. 

In addition, we are working 
with Intel to develop a Unix Sys- 
tem V Release 4.0 Application 
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Binary Interface (ABI) specifica- 

tion that will give 486 customers 

“shrink-wrapped” access to 32- 
bit applications. 

Robert M. Kavner 

President 

AT&T Data Systems Group 

Morristown, N.J. 


Paying for defects 


Your recent story on the in- 
creased maintenance fees being 
charged by Computer Asso- 
ciates [CW, March 27] was a fine 
example of journalism, but it 
missed the larger implication. 

What exactly is being pur- 
chased with a maintenance con- 
tract? Generally, users are buy- 
ing fixes to the products they 
have already purchased. This is 
quite different from, say, an ex- 
tended warranty in the automo- 
bile industry. In a car, a part may 
wear out and need replacement. 
In scftware, the defects are typi- 
cally there right from the start. 

What does this mean? Soft- 
ware producers create products 
with defects, sell these defects, 
and then sell fixes to the defects. 
Where is the incentive to pro- 
duce quality code? There doesn’t 
appear to be any business justifi- 
cation for delivering defect-free 
products to the users. 

This condition will continue 
to exist until one of three things 
happens: First, the users as a 
group echo the line from Net- 
work: “I’m mad as hell and I’m 
not going to take it anymore.” 
This does not seem too likely. 
Today’s users seem to expect 
defects in software. 

Second, legislatures could 
step in and require the software 
products to perform as adver- 
tised. Again, not likely at this 
time. Lawmaking bodies are 
busy worrying about things their 
constituents worry about. 


Third, an offshore software 
industry could produce quality 
products. What would happen 
then? (Hint: consider the U.S. 
consumer electronics industry.) 

Clearly, there is business jus- 
tification for producing quality 
software. What it takes is the 
ability to see beyond the bottom 
line for the current quarter. 

Shel Prince 

Manager 

Validation Technology 
Tiburn Systems, Inc. 
San Jose, Calif. 


286 half-life 


The single most important part 
of a personal computer purchas- 
ing decision made today is the 
processor chip. An Intel Corp. 
80286-based PS/2 from IBM 
with the Micro Channel Archi- 
tecture bus does not have half 
the useful life ahead of it as any 
Taiwan-made Intel 80386-based 
machine, period. 

IBM marketeers use the 
MCA to distract potential buyers 
from the fact that the processor 
in the box is more important 
than the peripheral bus by at 
least an order of magnitude. 

If the decision is an 80286 
IBM PS/2 Model 50Z vs. any 
80386-based computer for the 
same dollars, then the decision is 
easy. The 80286 has no future, 
MCA or no MCA. 

Don Merz 
Administrator 

Blue Cross of Western Pa. 
Pittsburgh 


Computerworld welcomes com- 
ments from its readers. Letters 
may be edited for brevity and 
clarity and should be addressed 
to Bill Laberis, Editor, Compu- 
terworld, P.O. Box 9171, 375 Co- 
chituate Road, Framingham, 
Mass. 01701. 
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Staff increase not the answer 


Information centers must alter service strategy to combat work overload 


NAOMI KARTEN 


Managing the 
overwhelming 
demand for sup- 
port is one of 
the biggest 
challenges that 
information 
centers (IC) face. If anything, the 
situation is becoming more diffi- 
cult. Rather than experiencing a 
slowdown in demand as user pro- 
ficiency grows, ICs are now busi- 
er than ever. 

Because of the increase in 
their own sophistication, users’ 
problems are more difficult to re- 
solve. Thanks to networking and 
do-everything software, the 
technology is becoming harder 
to fathom even as it is becoming 
easier to use. And because, as IC 
managers often claim, some us- 
ers now know just enough to be 
dangerous, many centers are 
kept busy undoing what should 
not have been done to start with. 

As a result, many ICs are un- 
derstaffed and overworked. “If 
only we had more staff” is their 
common refrain. What they are 
often looking for is a can’t-fail 
method of persuading their man- 
agement to increase their staff 
size. That sounds like an obvious 
solution. 


Karten is president of Karten Asso- 
ciates in Randolph, Mass., and editor of 
the monthly newsletter “Managing 
End-User Computing.” 


Unfortunately, more staff 
does not necessarily solve the 
problem. Sure, it helps the IC 
provide more services to more 
users. Add another staff member 
or two or three and chunks of the 
workload can be made theirs. 

But it’s only a matter of time 
before the workload increases so 
that it is as far out of proportion 
to the staff size as it was before. 
With each new staff member, the 
interna! workings of the center 
become inevitably more com- 
plex. An IC manager with a staff 
of two observed that his peers at 
other companies had more prob- 
lems the bigger they got, while 
his IC remained small and in con- 
trol. 

One IC initially supported 
100 users with five staff mem- 
bers. Three years later, it was up 
to 1,200 users and seven staff 
members. Was the IC over- 
staffed initially? No. Did it be- 
come understaffed subsequent- 
ly? No. It started with exactly 
what it needed to effectively sup- 
port inexperienced users. As 
end-user computing grew, it 
modified its service strategies to 
support a larger user base. 

That’s the crux of the issue 
— a change in service strate- 
gies. There’s no question that 
some ICs are woefully under- 
staffed and overburdened. 
Something is clearly wrong 
when an invitation to join the IC 
is essentially a one-way ticket to 
Burnout City. 


In corporate PC charge, 
chief execs lead by example 


AMY D. WOHL 


Some chief ex- 
ecutive officers 
now use person- 
al computers at 

i least occasional- 
ly. But more do 
not. 

Some CEOs abstain passively 
because of a lack of knowledge, a 
lack of interest or a lack of enthu- 
siastic colleagues urging them 
on. 

Others abstain more actively, 
often expressing negative feel- 
ings about the value of comput- 
ers to their own jobs and disdain 
for personal computing general- 
ly. 

It’s 1989. Information and 
particularly its availability have 
become an essential part of cor- 
porate strategy. We need a CEO 
alert to grab the attention of the 


Wohl is president of Wohl Associates in 
Bala Cynwyd, Pa., and editor of ‘The 
Wohl Report on End-User Computing” 
newsletter. 
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computer-reluctant CEO, an ur- 
gent message about the vulnera- 
bility accompanying such igno- 
rance. But the word better not 
go via electronic mail, because 
these computer-shy CEOs aren’t 
reading any. 


Corporate classes 

The executives who have discov- 
ered that using a computer is 
personally productive tend to fall 
into one of two classes: tinker- 
ers, who enjoy learning and ea- 
gerly use nearly any electronic 
gadget, and resource-poor busi- 
nessmen who find that their own 
computer expertise is an impor- 
tant adjunct to available staff in 
finding information and getting 
work done. 

In large companies, the PC on 
your desk is not always the best 
way to get work done. At that 
level, a computer’s competition 
is not always another computer. 
Often, it’s the availability of com- 
petent staff in nearly any quanti- 
ty at nearly any time. 

This peculiar situation has a 


At the other extreme, large is 
not necessarily bad. Any IC can 
provide more services with more 
staff. But when the demand re- 
mains as strong as ever, even at 
the upper limits of staff size, it’s 
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clear that the issue is not the 
number of staff members but 
what the IC does with those peo- 
ple. 

As the saying goes, if you al- 
ways do what you’ve always 
done, you'll always get what 
you’ve always gotten. ICs that 
continue with the same service 
strategies are likely to continue 


simple resolution: CEOs will use 
computers personally — proba- 
bly PCs — when the value of the 
information available through 
their direct access is in suitable 
proportion to the difficulty in- 
volved in obtaining it. 

When there is lots of difficul- 
ty, most information becomes 
worth waiting for someone to 
bring it to you. When there is 
less difficulty, the CEO might 
sometimes be tempted to be 
more self-sufficient. Five min- 
utes of learning in order to save 
many hours of waiting sounds 
worthwhile. Furthermore, just 
around the corner lurk the “‘no 
learning needed” executive in- 
formation systems. 

But such systems come at a 
high hidden cost. Someone has 
to play the tailor, stitching to- 
gether all the diverse informa- 
tion sources a CEO might re- 
quire into a seamless whole. 

Today, executive informa- 
tion systems can require the 
costly services of many highly 
skilled technicians. Tomorrow 
that cost could become accept- 
able, thanks to new development 
and integration tools and stan- 
dards for access such as SQL. 

Then we will learn something 
interesting: Executive informa- 
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experiencing a never-ending de- 
mand for their services, even if 
staff size grows. 

Therefore, sheer survival 
suggests that ICs must attempt 
to reduce the demand, not meet 
it head-on. They must seek ways 
to expand the scope of what they 
can accomplish with the current 
staff size. This means doing such 
things as the following: 

e Establishing agreements 


BOB DAHM 


that specify what services the IC 
will provide under what condi- 
tions and what users can do to 
maximize the effectiveness of 
these services. Users who un- 
derstand the levels of respon- 
siveness they can reasonably ex- 
pect from the IC tend to respect 
these levels. They take more re- 
sponsibility for their computing 


tion systems may not be just for 
executives. Lowering the cost of 
admission makes information 
more accessible to everyone. 

But the issue of making sys- 
tems valuable or accessible 
enough to seduce CEOs to use 
them isn’t the whole story. Ex- 
ecutives need to learn two other 
perhaps more important facts. 

The first is that nothing a 
CEO does occurs in a vacuum. 
CEOs are influencers. Using the 
system is often important to 
larger organizational goals. Sub- 
ordinates are sure to find out if 
the CEO scorns the system and 
nearly as sure to decide that 
computing cannot be very im- 
portant. 

This tendency is particularly 
prevalent among nontechnical 
senior managers who will take 
their technology cues from the 
boss. Sometimes, a reluctant or- 
ganization can be turned around 
technologically just by selling the 
CEO on the importance of lead- 
ing by visibly using the system. 


Competitive edge 

The second point is that a major 
part of the competitive advan- 
tage of your company may lie in 
the information you have and 
how you use it. Current busi- 


and learn to do more for them- 
selves. 

e Providing more in-depth, busi- 
ness-driven support. Services 
provided on a first-come, first- 
served basis solve symptoms 
without solving problems or ad- 
dressing needs. Working closely 
with departments or work 
groups enables ICs to help users 
with problems that have identifi- 
able benefits. In the process, us- 
ers learn much more about how 
to apply computer technology to 
business problems than they can 
through a “‘Help!’’ phone call to 
the hot line. 

e Educating corporate manage- 
ment about the risks and reali- 
ties of computing. The only way 
end-user computing can ulti- 
mately succeed is if general man- 
agers take responsibility fer the 
computing being done by their 
subordinates. 

e Establishing departmental gu- 
rus. This effort should go beyond 
the casual approach, whereby 
one or two users in a department 
become self-proclaimed experts 
and local heroes. End-user com- 
puting has become too important 
to be treated as a fly-by-night op- 
eration. What is needed is the 
formal selection of departmental 
representatives who will receive 
intensive IC guidance and serve 
as the first line of support for 
that department. 

In reality, a staff decrease has 
proved most valuable to some 
ICs. Losing a few staff members 
without a proportional reduction 
in workload is a powerful incen- 
tive to come up with better ways 
of getting the job done. Some- 
times, less can turn into a whole 
lot more. 


nesses will succeed or fail de- 
pending on how quickly they rise 
to this emerging business oppor- 
tunity. 

The computer-knowledge- 
able CEO is a big step ahead of 
his computer-reluctant peers. In 
addition to increasing his own 
productivity, he can understand 
information-related decisions 
and make assessments and add 
his own suggestions rather than 
be limited to the technological 
recommendations of his special- 
ists. He can also combine his ma- 
ture business expertise and deep 
knowledge of his own business 
with information about the use of 
information and _ information 
technology. It is from this combi- 
nation that come the big forward 
leaps and the explosions of un- 
predictable intuition. 

The successful CEO of the 
’90s will make it his business to 
seek out information as an im- 
portant element in the business 
strategy, and his personal famil- 
iarity with the whys and where- 
fores of technology will be criti- 
cal. 

There is no better way to un- 
derstand the amazing usefulness 
of the right information at the 
right time than to find that infor- 
mation yourself. 
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If youused INGRES onyour backlogs, 
youd be home by now. 


INGRES Tools provide the fastest path through your applications jams. 


It’s a fact of every MIS manager's life. Backlogs will happen. But the problem isn’t the volume 
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U.S. vs. Japan in super faceoff 


Ss T 
T K 


Jean S. Bozman 


Unix all right 
at IBM sites 


The IBM loyal- 
ists in the end- 
user and con- 
sultant commu- 
nities laughed 
at Unix’s pros- 
pects in the ear- 
ly 1980s. “It’s too scientific,” 
they said. “It’s not secure 
enough. There aren’t enough 
commercial applications to 
make it fly.”’ 

Since then, a lot has 
changed. Not only have many 
major objections to Unix been 
addressed, but real improve- 
ments have also been made in 
response to commercial needs in 
the areas of security and ac- 
countability. As a result, Unix is 
finally making inroads into IBM 
mainframe shops, a virtual im- 
possibility just five years ago. 

Recent visits to major IBM 
customer sites, including Mc- 
Donald’s, Bank of America, Pa- 
cific Bell and DHL Worldwide 
Express, have shown how well 
Unix systems can be integrated 
into what otherwise could be 
called true IBM shops. DHL, for 
one, is rolling out a global Unix 
network that will, in time, re- 
place 150 IBM System/36s. 

The attraction of Unix ina 
global arena, says William Pi- 
gott, DHL’s information sys- 
tems vice-president in the U.S., 

Continued on page 26 


the totally 


ANALYSIS 


BY JAMES DALY 
CW STAFF 


The billion-dollar supercom- 
puter business is hip-deep in a 
bitter struggle between the U.S. 
and Japan, with both sides pitting 
technological advances against 
national pride. If the situation 
worsens, some observers say 
politics may soon have far more 
to do with a supercomputer pur- 
chase than performance. 

NEC Corp.’s introduction of a 


high-powered supercomputer 
last week should add fresh fuel to 
the fire. NEC’s SX-X promises 
up to eight times the power of 
the most powerful model built by 
Cray Research, Inc., which has 
overshadowed the industry for a 
decade. 

The high-tech hot potato also 
has all the markings of develop- 
ing into a lengthy and volatile 
feud. Some Japanese firms have 
tried to secure a U.S. beachhead 
by drastically cutting prices, elic- 
iting bitter memories of Japa- 
nese vendors’ earlier habit of 


Disaster recovery to 
hit big time, study says 


BY JAMES DALY 
CW STAFF 


Fear sells, and one need look no 
further than the disaster recov- 
ery business to see vendors tak- 
ing anxiety to the bank. 

As users increasingly view 
contingency planning as a com- 
petitive necessity, a resultant fi- 
nancial windfall will send annual 
revenue in the disaster recovery 
services market over the $1 bil- 
lion mark by 1995, according to 
a recent study by The Ledgeway 
Group research firm. 

The trend toward contingen- 
cy planning — which the report 
said has been spurred by govern- 
ment regulations requiring some 
firms with federal contracts to 
have such plans — will cause the 
market to grow 20% annually 


through the early 1990s, said 
the Lexington, Mass.-based 
company. At least two firms — 
Comdisco Disaster Recovery 
Services, Inc. and Sungard Re- 
covery Services, Inc. — expect 
at least 40% annual growth. 

As the market grows, it will 
seep into many industries. 
Whereas the financial services 
industry was once the paceset- 
ter, manufacturing is now the 
fastest growing segment, ac- 
counting for 30% of disaster re- 
covery services sales. 

The government, service in- 
dustries and education field are 
also significant users, the report 
added. 

The study sliced the field into 
classical recovery services such 
as hot sites, contingency plan- 
ning and consultancy services 


slashing semiconductor prices 
and “dumping” them onto the 
U.S. market. U.S. vendors com- 
plain that Japan has restricted 
access to its market. 

The federal government may 
be the worst offender in encour- 
aging an anti-Japan bias, having 
done more to aggravate than al- 
leviate the trade friction, accord- 
ing to some. The U.S. Depart- 
ment of Defense, for example, 
forbids the purchase of foreign 
supercomputers, while the U.S. 
Department of Commerce keeps 
an eye peeled for those whose 


Where disaster strikes 


Seeececccceccceses 


plans might include overseas 
purchases. 

MIT was one such victim of 
the Commerce Department’s 
steely gaze. In late 1987, the 
school ended talks with Fujitsu 
Ltd. and NEC after then-Secre- 
tary of Commerce Bruce Smart 

Continued on page 30 
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The financial services industry has traditionally been the most vulnerable 


to computer outages 
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* Based on 1,000 disasters tracked over a two-year period 
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and packaged solutions such as 
personal computer-based soft- 
ware planning systems. 

While alternate backup sites 
are expected to remain the domi- 
nant force in terms of sheer rev- 


The Next Generation in Office Automation 


CW CHART: JOHN YORK 


enue, a great deal of opportunity 
exists for vendors of PC-based 
planning services because com- 
panies are often willing to com- 
mit internal resources to work 
on planning, the report said. 


automated office 


@ Fully Customizable @ Decentralized Administration @ Full Connectivity @ Integrated PC Support @ Resuurce-efficient 


Emc2/TAO IS A QUANTUM LEAP FORWARD IN ELECTRONIC 


MAIL ANDO OFFICE AUTOMATION. 


Emc?/TAO is a dynamic system that gives Electronic Mail 
and Office Automation to everyone — from novice to expert. 
It can be tuned on an individual basis to suit the user's abil- 
Novices can start on day one with no 
training. Experts have everything they need. And, it has 
been designed as a platform to support an emerging set of 


ities and needs. 


Emc2/TAO gives full control through decentralized adminis- 


tration. Authorization can be delegated by feature, by de- 


connectivity. 


capabilities as the evolution of office automation continues. 


POWER THROUGH SIMPLICITY 


Emc2/TAO provides hundreds of easy-to-use features for 
managing, organizing and distributing Electronic Mail and 
documents. Emc%/TAO includes electronic-mail, calendar- 
ing, document storage and retrieval, and a multitude of 


powerful bridges and gateways. 


> MVS, MVS/XA 
> VM/CMS 
» VSE, SSX 


partment or by logical class. 
interface allows product features to be custom-tailored to 
suit the needs of each individual user or group of users, at 
the installation’s discretion. 


And Emc2/TAO's user 


Emc2/TAO is simple, powerful, and allows unprecedented 


ALL ENVIRONMENTS 


> TSO, CICS, IMS, IDMS 
» PCs (Personal Emc?) 


» VAP (Special Emc? VTAM Application) ® 
» FIVS (Fischer International Virtual System) FISCHER 


CALL NOW for more information. Toll-free: 800 237-4510. In Florida: 813-643-1500. \ 
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GATEWAYS 


»PCs and LANs. 

> SNADS. 

> X.400. 

> BITNET. 

» DIA/LU 6.2 compatible 
devices and systems. 

» Western Union services: 


(Telex, Facsimile, EasyLink, etc.) 


> DISOSS. 
>» PROFS. 
» DEC (VAX Mail, All-in-One). 
>» WANG (Wang Office). 
And more. 


INTERNATIONAL 


SYSTEMS CORPORATION 


a 
TAO 


ELECTRONIC MAIL COMMUNICATION CENTER / 
TOTALLY AUTOMATED OFFICE 
Emc?/TAO is the smart answer. 

Many of the targest corporations 

in the world have already selected Emc2 








Recently, an information management revolution 
occurred at the University of Wisconsin-Stevens 
Point. Dan Goulet from the University and Jim 
Leonhart of AT&T—campus radicals of a different 
kind—explain how they were able to realize a bold 
and complex vision. 


FEBRUARY 22, 1989 : 


Jim: I remember the first day we 
met. You had been around the block a 
few times, but weren’t getting 
the answers you needed. 

Dan: We wanted to create a 
unique educa- 


flowing on- 


someone to help build it. 

Jim: A distributed networked 
computing solution, that’s what we'd 
call it now: a way to process, move 
and manage information effec- 
tively, throughout a widespread 
organization. 

Dan: We talked to many comput- 


line computer campus. We had a 
vision, and we were looking for US. 


er vendors before you. We got tired : 


of describing what we needed, so we 
drew it. That graphic was about 13 
feet long. 

Jim: More like twenty. The chart 
showed every information resource 
on campus linked together, accessible 
to students, faculty, and administra- 
tion. It became the wallpaper in my 
office for fifteen months. 

Dan: It was like a blueprint for a 
data superhighway. 

Jim: We put our ISN wide-area net- 
work at the center—like an inter- 
change—and built fiber and twisted- 
pair data lanes to applications running 


These me 
<x. Started a revolution “« 


on AT&T 3B2s, DEC, UNISYS and 
other hosts located in all the depart- 
ments. We put on- and off-ramps in 
strategic locations: StarLAN networks 
that gave access to the highway from 
workstations. 

Dan: We designed everything 


- from the user perspective. The more 


technically remarkable the system 
became, the harder we worked to 
make it approachable. 


Jim: Easy for novices, powerful 
enough for programming students. 

Dan: We developed a menu- 
driven user interface that is consistent 
and clear. Students and faculty can 
select applications like checking spell- 
ing, transmitting course grades, even 
browsing through the on-line card cat- 
alog of 1.5 million books at the Univer- 
sity of Wisconsin—Madison. We wanted 
desktop power and access, but we 
wanted to process information where 
it made the most sense. 

Jim: Thinking back, we realized 
early that the complexity of your 
vision precluded a single-system 
focus. You needed open systems. 

Dan: You were really the only 
ones that understood this point. Open 


systems allow us to use off-the-shelf - 
components; vendors have to bid - 


against each other to get our business. 
Open systems are the secret. 


N) 


Jim: It’s mind-boggling how much 
computer power is out there. We 
wanted to harness it all, yet give a 
piece to every individual. 

Dan: A truly distributed network, 
one we don't think we'll ever outgrow. 
We've added 300 WGS workstations 
in the last five months. 

Jim: Dan, where in the world is 
that wallpaper today? 

Dan: We had it bronzed. Today, 
so many colleges and businesses 
really need a similar solution. 
That's probably why we've had 

so many visits from 
them lately. 
Little 
did we know 
back then, when we first met. 

Dan: Ob, something tells 

me you bad a hint. 


The Stevens Point Solution: 


THE CHALLENGE: } 


Create a distributed computing revolu- 
tion; link the campus into an integrated 
information resource open to every user. 


THE SOLUTION: } 


AT&T 3B2 computers support a multitude 
of UNIX® System V-based applications. 
AT&T StarLAN connects AT&T WGS 
computers, a variety of micros, and hosts 
together. The AT&T Information Systems 
Network (ISN) is every campus user's gate- 
way to all computer resources. 


“THE RESULT: j 


Stevens Point has been designated a Cen- 
ter of Excellence for Distributed Aca- 
demic Computing by the Board of 
Regents for the entire University of Wis- 
consin system. The majority of the 9000 
students on campus regularly use the net- 
work for coursework and homework. 
Faculty have integrated computing into 
41% of their coursework. 


Call your AT&T Account Executive, an AT&T 
Authorized Reseller, or 1 800 247-1212, Ext. 156. 


DEC isa registered trademark of Digital Equipment Corp. UNIX is a registered trademark of AT&T in the U.S. and other countries. ©1989 AT&T 
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Now there's 


expert system that 
thinks bi : 


‘ First AlICorp made * 
KBN KBMS large-scale expert 
tems practical, with 
the KBMS knowledge 
base management 
system for IBM main- 


frame environments. 


Cmremccercces The PC version * 
even more practical, with the KBMS 


Developer's Workstation for OS/2 and 

MS-DOS environments. It gives you an 

easy entry into high-powered expert systems— 
ae an easy growth path to the full mainframe power of KBMS. 


Start small but powerful. 


On the one hand, the KBMS Developer's Workstation is a 
powerful and robust stand-alone expert system development 
tool. It uses all four AI methodologies: goal-directed reasoning 
(backward chaining), data-driven reasoning (forward chaining), 
hypothetical reasoning, and object-oriented programming. And 
it utilizes natural language for English rules and explanations, 
giving you unmatched ease of use and rapid development. 
But that's only the beginning 


100% compatible growth path to your IBM mainframe. 


The KBMS Developer's Workstation is fully compatible with 
KBMS for your IBM mainframe, so you can build on your 


and small. 


investment in programming skills and 
applications when you're ready to grow. 
You can use the Developer’s Workstation to 
prototype, develop and test applications 
on =e PC some and economically— 
then port them up to your mainframe 
out modifications. 
And KBMS on your main- 
frame is fully nents with your 
IBM environment. It's written in C and 
can be easily ported to other environments. 
It integrates seamlessly with MVSIXA, MVS 
and VM operating systems; with CICS, TSO, IMS/DC and 
CMS teleprocessing systems; and with DB2, IMS, VSAM and 
other database management systems. 


Ask about seminars near you. 


Before you make a decision about expert systems, find out 
more about KBMS, the fully compatible solution to expert 
system development 

To schedule a demonstration, or to learn the locations and 
dates of the seminars nearest you, please call (617) 890-8400. 
Or write AlCorp, 100 Fifth Avenue, Waltham, MA 02254-9156. 


AICORP 


Bringing AI Software to Business 


KBMS. 
The only practical knowledge base management system 
for your IBM mainframe and PC environments. 


KBMS is a registered trademark of AlCorp, Inc. 





Chrysler Financial 
steers Unix course 


ON SITE 


BY ELLIS BOOKER 
CW STAFF 


TROY, Mich. — Chrysler Finan- 
cial Corp. has changed its IS bal- 
ance sheet dramatically over the 
past 12 months. A year ago, the 
$259 million Chrysler Corp. sub- 
sidiary had about 250 terminals 
linked to its primary source of 
computing horsepower, an IBM 
4381. 

Today, it claims about 3,000 
terminals, and the 4381 has 
been retired in favor of an IBM 
3090 Model 400S that sits in a 
spanking new computer center 
at headquarters here. 

But the biggest change has 
been a move to distributed Unix- 
based processing with the de- 
ployment of 124 AT&T 
3B2/600 minicomputers at the 
branch offices of Chrysler Cred- 
it, Chrysler Financial’s largest 
subsidiary. Installed last year, 
the minis are part of the Branch 
Electronic Support Terminal 
(BEST) network, which links 
more than 100 Chrysler Credit 
branches in the U.S and Canada 
to the 3090 and gives each re- 
mote office a 3B2/600 running 
AT&T’s Unix System V. 

Although Unix was not a pre- 


requisite in early 1987 when 
Chrysler Financial began looking 
for an alternative to IBM Se- 
ries/1 minicomputers 
at the branches, five 
of the eight proposals 
it received from ven- 
dors were for Unix im- 
plementations, ac- 
cording to Yvon B. 
Colson, _ vice-presi- 
dent of MIS at Chrys- 
ler Financial. 
“The Unix propos- 
als were two to three 
times cheaper than 
the proprietary pro- 
posals, and all the 
Unix proposals were 
in the same [cost] 
range,” Colson said. 


AS/400 too late 

When asked why his 
IBM Systems Net- 
work Architecture 
shop elected to use 


Unix rather than 

IBM’s Application System/400 
in the branches, Colson ex- 
plained that the AS/400 was an- 
nounced by IBM after the June 1, 
1987, deadline for submitting 
proposals. AT&T beat out the 
other vendors that were invited 
to bid — IBM, Digital Equip- 
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ment Corp., Tandem Comput- 
ers, Inc., Unisys Corp., NCR 
Corp. and Motorola, Inc. — and 
was awarded the multimillion 
dollar contract in October 1987. 

Between March and Novem- 
ber last year, it placed 124 
3B2/600s as well as 2,600 
AT&T 615 multitasking termi- 
nals and associated modems and 
multiplexers in 115 Chrysler 


PETER YATES/PICTURE GROUP 
AT&T hardware and Chrysler's Colson presides over Unix setup 


Credit branches. 

These branches are the 
points of contact for wholesale, 
retail and lease financing for 
Chrysler Motors dealers and 
their customers. Last year, the 
credit operation supplied ser- 
vices to 3,500 wholesale dealers 


GAO audit can’t justify Ada adoption 


BY MITCH BETTS 
CWSTAFF 


WASHINGTON, D.C. — Nine 
years after the Pentagon adopt- 
ed the Ada programming lan- 
guage, there still is no convinc- 
ing, empirical evidence that it is 
helping to control the military’s 
runaway software development 
and maintenance costs, a gov- 
ernment audit said last month. 

The problem, according to 
the U.S. General Accounting Of- 
fice (GAO), is that the U.S. De- 
partment of Defense (DOD) has 
no way of documenting the costs 
or benefits of its Ada software 
initiative. Ironically, the DOD 
estimates the costs of using Ada 
only when it is justifying the use 
of another language. 

The DOD does not have a 
complete inventory of Ada proj- 
ects and cannot untangle Ada- 
specific costs from other system 
costs. Furthermore, there is no 
DOD effort to assess the long- 
term benefits or cost savings of 
Ada, the GAO reported. 


Babel buster 

Faced with software develop- 
ment costs of $3 billion a year 
and 300 different programming 
languages or versions of lan- 
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guages, the DOD developed and 
adopted Ada as a portable and re- 
liable language capable of being 
easily maintained and even re- 
used. 

The GAO’s review of 100 Ada 
projects determined that 77 in- 
volve the development of com- 
puter applications for operation- 
al systems. “While the total 
estimated cost of these projects 
exceeded $74 billion, we were 
unable to determine the Ada- 
specific costs,” the report stat- 
ed 


In a written response, the 
DOD officials concurred with the 
report’s recommendation to de- 
velop performance data for use 
in assessing whether Ada is 
achieving its goals. 


Uphill battle 

However, George P. Millburn, 
the DOD’s deputy director of de- 
fense research and engineering, 
said the task of identifying the 
costs of using a particular lan- 
guage will be very difficult and 
has never been done for any 


the software’s life cycle and are 
associated with the fact that Ada 


is not just a programming lan- 
guage but a vehicle for new soft- 
ware engineering methods. 

He said it is unrealistic to ex- 
pect performance data anytime 
soon, since many large DOD sys- 
tems have a life cycle of 20 years 
or more. 

The GAO critique also dis- 
cussed several technical issues 
that have hampered the imple- 
mentation of Ada in the past: 

e The availability of Ada compil- 
ers is no longer a problem for 
most defense department appli- 
cations, although the U.S. Navy 
has to develop its own compiler 
to run on its custom-built com- 
puters. 

e DOD validation of compilers 
ensures that they conform to the 
language standard, but it does 
not measure their speed or effi- 
ciency. However, the DOD is de- 
veloping a set of tests to help 
managers compare the “‘produc- 
tion quality” of different Ada 
compilers. 

e Ada is being used successfully 
in some real-time applications, 
but it does not work well in “‘crit- 
ical real-time” jobs that require 
very fast or tightly controlled 
processing. For example, Ada 
code may require too much time 
to switch from running one task 
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and 2.4 million retail customers 
for a whopping $20 billion in 
gross receivables. Chrysler Fi- 
nancial is itself ranked as the 
fourth largest nonbank finance 
company in North America. 

Yet prior to the installation of 
BEST, Chrysler Credit branch 
managers routinely computed 
payoff quotations on retail con- 
tracts by hand. Now, in addition 
to automating this 
process, managers 
can access the 3090, 
scan account histories 
and wholesale inven- 
tories of cars in real 
time and exchange 
electronic mail with 
the home office. By 
June, these managers 
will be able to consult 
an on-line expert sys- 
tem to more quickly 
determine the cre- 
ditworthiness of po- 
tential car buyers (see 
story page 28). 

The 3B2s in the 
branches, which typi- 
cally have staffs of 10 
to 50, are connected 
to the Troy computer 
center using AT&T 
Systems Network Ar- 
chitecture 3270, RJE 
Emulation and LU6.2 
packages. Multiplexed connec- 
tions are established using 9.2K 
bit/sec. lines from MCI Commu- 
nications Corp. and AT&T. 

However, this setup will inev- 
itably change, Colson predicted, 
noting that Chrysler Motors 

Continued on page 28 


to another. 

Some experts said they be- 
lieve that improvements in effi- 
ciency and timing control will ne- 
cessitate changes to the Ada 
language standard, while others 
believe that the improvements 
will result from enhanced com- 
pilers and runtime executives, 
the GAO reported. In either 
case, the experts interviewed by 
the GAO agreed that assembly 
code must now be used for cer- 
tain small, critical portions of the 
program. 


Looking for link 

A consensus is lacking on a stan- 
dard approach for linking Ada 
programs with database man- 
agement systems that employ 
the SQL standard. There are 
four proposed Ada/SQL inter- 
faces, but some of them would 
require changes to either the 
Ada or SQL standards. 

In general, Millburn said, the 
GAO report’s facts are correct 
but, in some instances, the re- 
port cast them in an “unduly 
negative light.” 

“The few technical difficul- 
ties that have been identified 
with the use of Ada are primarily 
associated with specific imple- 
mentations of the language rath- 
er than with the language itself,” 
Millburn said in his written re- 
sponse. 


DEC tool 
aids forms 
operations 


BY AMY CORTESE 
CW STAFF 


MAYNARD, Mass. — Digital 
Equipment Corp. recently 
sought to strengthen its hand in 
transaction processing and net- 
work applications development 
by unveiling a computer-aided 
software engineering tool for 
those arenas. 

Decforms is a software tool 
that helps developers create 
forms-based applications. It re- 
places two older tools offered by 
DEC — the VAX Form Manage- 
ment System (FMS) and the 
VAX Terminal Data Manage- 
ment System (TDMS) — and is 
being heralded by DEC as its sin- 
gle forms solution for the 1990s. 

However, Decforms is not 
available for use with all DEC 
VAXs and systems software. It 
requires DEC’s VMS Release 5 
and higher and does not support 
some older DEC hardware, in- 
cluding the VAX-11/725, 
11/730, Microvax I, Vaxstation I 
and Vaxstation 8000. The soft- 
ware does support all VT series 
terminals and terminal emula- 
tors running on personal com- 
puters and workstations, but it 
does not yet work with the re- 
cently announced Decwindows. 

Decforms, a set of develop- 
ment tools and runtime services, 
is intended for development of 
any application that requires a 
forms-based screen presenta- 
tion to end users. The older FMS 
was unsuited for networked en- 
vironments, while TDMS was 
more network-oriented but 
lacked the control of FMS, ac- 
cording to DEC. 

Decforms incorporates all of 
those features and can facilitate 
development of transaction-ori- 
ented forms applications, ac- 
cording to Dan Frantz, develop- 
ment manager of the product. 


Added features 

New features include a forms de- 
velopment environment for cre- 
ating forms, a panel editor that 
functions in an interactive what- 
you-see-is-what-you-get fashion 
and an independent form de- 
scription language translator. 

The program is based on the 
proposed ANSI/International 
Standards Organization stan- 
dard for a form interface man- 
agement system. 

Decforms is slated for May 
availability, and its price will 
range from $1,285 to $5,655, 
depending on processor size and 
whether a runtime or full devel- 
opment license is purchased. 
Discounts of 50% are available 
for customers now using VAX 
FMS or TDMS. 
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DG sets new low-end on tabletop 


BY JAMES DALY 
CW STAFF 


WESTBORO, Mass. — Data 
General Corp. slid a low-cost 
model under its line of Eclipse 
computers recently, reducing 
the cost of entry into its mi- 
drange by nearly 20%. 


DG officials tacitly acknowl- 
edged that the performance of 
the table-top Eclipse MV/1000 
DC system promises to deliver a 
death blow to its existing low- 
end models, the MV/1400 DC 
and MV/2000 DC. 

While all three machines are 
capable of processing one million 





instructions per second, the 
MV/1000 DC will sell for 
$8,150. In comparison, the 
MV/1400 DC starts at approxi- 
mately $10,000, while the 
MV/2000 DC _ begins at 
$19,000. 

“The MV/1000 and MV/ 
2500 are going to be the primary 


products of our low-end inte- 
grated systems,” product man- 
ager James Hintlian said. 


Departmental tool 
DG officials added that they will 
position the 32-bit MV/1000 DC 
as a tool for small departments 
and businesses as well as a build- 
ing block for OEMs and value- 
added resellers. 

The company also said it will 


provide an upgrade path for us- 
ers of its 16-bit Desktop Genera- 
tion products. 

The MV/1000 DC also fea- 
tures a CMOS gate array, float- 
ing-point unit and 4M bytes of 
main memory. 

The base price includes a 
38M-byte Winchester disk and a 
737K-byte disk. The machine is 
available 30 days after receipt of 
an order. 





Introducing the Software Architecture to 
Program Business Success. 


ISA: The open Integrated Software Architecture 


Your organization has discovered that if it is to overcome the ongoing problems of an ever- 
changing DP environment, it must first enjoy the advantages of an integrated software architecture. 

NOW- it can! Starting today, your organization can satisfy even the most elaborate demands 
for information, while being fully prepared to meet the unforeseen challenges of tomorrow. 
ISA—The Open Integrated Software Architecture—from Software AG is here! 

NOW-the advantages of an open software architecture, portable across IBM, DEC and 
WANG hardware, can be yours. Instead of worrying about which operating, TP and data 


Common Application Solution 


Application Development 


Information Resource 


Management 


Data Base Management 


ind Distribution 


Mbeya Sa Cat LM She celal 


management systems you “have” to use, now you can incorporate the technology that’s 
“best” to use. All this, while taking advantage of evolving standards and technologies—such 
as SQL, DCA or CASE. ISA from Software AG is here! 

NOW all you need to integrate 4th generation applications, true end-user computing, rela- 
tional data management, a universal office system and the optimum distribution of data and 
processes, is one consistent architecture. With one common user surface. ISA from Software AG 


is here! 


NOW-you too can profit from the advanced technology and customer support already 
enjoyed by thousands of successful organizations the world over. ISA from Software AG 


is here! 


Don’t keep the future waiting. Call or write for complete details—NOW. 


5 


For more information 
about ISA, call toll-free: 
1-800-843-9534 

(In Virginia or Canada, 
call 703-860-5050). 


PROGRAMMING BUSINESS SUCCESS 


© 1989 Software AG. IBM ts a registered trademark of International Business Machines, Inc. DEC is a registered trademark of Digital Equipment Corporation. WANG is a trademark of 


WANG Laboratories, Inc. Other companies mentioned own numerous trademarks/registered trademarks. 
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Bozman 


FROM PAGE 21 


is its portability to a variety of 
computer platforms. In Europe, 
that platform might be a Bull 
midrange machine; in Africa and 
South America, an NCR Tow- 
er; and in the U.S., probably a 
Pyramid Technology transac- 
tion processor. The end user’s 
machine would be chosen to 

suit his needs — and tastes. Yet, 
at three DHL computer rooms 
in California, Texas and Virginia, 
the primary processors will 
continue to be IBM and Amdahl 
mainframes. 

McDonald’s took the same 
approach several years ago, de- 
veloping a Unix system for 
worldwide use and leaving its 
IBM, Amdahl and Tandem ma- 
chines at home in Oak Brook, Ill. 
The Unix system proved so 
adaptable for regional use, 
though, that it is being rolled 
out across the U.S. for installa- 
tion in McDonald’s restaurants 
nationwide. 

Pacific Bell is developing a 
plan for the year 2000 that is 
built on industry standards and 
Unix. MIS Vice-President Jack 
Hancock [CW, March 20] is re- 
lying on Unix’s flexibility to en- 
sure compatibility between in- 
terchangeable hardware 
platforms. But Pacific Bell has 
more than 50 mainframes — 
most from IBM and Amdahl — 
to crank out telephone bills and 
to keep accounts straight. 

Even Bank of America, se- 
curely anchored by IBM main- 
frames, is keeping its options 
open with Unix. But the pres- 
ence of Unix won’t spell the end 
of IBM’s OS/2. Instead, it will 
complement OS/2 applications 
with others written in Unix, Sim- 
mons says. 

What does it all mean? These 
inroads reflect the fact that IBM 


| has recognized the value of an 


operating system that is dedicat- 
ed to multitasking, portability 
and distributed processing. Af- 
ter years of resisting Unix, hob- 
bling it in first-run versions of 
IX/370 and a lot of foot-drag- 


| ging, IBM’s message at this 


year’s Uniforum was this: It’s 
OK to integrate AIX and Unix 
into your long-range plans, MIS 
managers, because we’re in the 
Unix game for the long haul, 
too. 


Bozman is Computerworld’s West 
Coast bureau chief. 
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For months, computer experts 
have written countless news stories, 
speculating about one of the most 
powerful computer chips ever. 

The Intel i486™ microprocessor. 

Now were officially introducing 
it. So all the speculation can end. 

And a whole new generation of designs 
can begin. 

This powerful new chip is a natural 
extension of our world-standard Intel386™ 


The i486™ chip integrates a microprocessor, 
math coprocessor, cache memory and more. 


architecture. So it runs over $15 billion worth 
of existing DOS, OS/2* Windows* and UNIX* 
System programs. 

At 15-20 MIPS, it just happens to run them 


faster than any other chip on earth. 
With well over a million transistors, 

it’s also the most highly integrated 

chip anyone has ever demonstrated. 

Besides a screaming fast processor, 

it also has an enhanced version of 

our math coprocessor and cache 
memory built in. 

As a result, manufacturers can build systems 
that will bring workstation, minicomputer, 
and even mainframe-level performance right 
to your desktop. As soon as 1990. 

Of course, all the software written for the 
newest generation of machines will also run 
on every member of the Intel386™ family. 
Which makes our current machines a better 
investment than ever. 

So if you want the 32-bit performance of 
the future, you don’t have to sit around and 
wait another day. Because it’s = ® 
closer than you think. In fact, ntel 
it’s as close as the next page. 


*Windows is a registered trademark of Microsoft Corp. OS/2 is a trademark of International Business Machines Corporation. UNIX is a trademark of AT&T. 
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Feds unfurl new dictionary standard 


BY MITCH BETTS 
CW STAFF 





GAITHERSBURG, Md. — The U.S. gov- 
ernment has adopted the American Na- 
tional Standards Institute’s Information 
Resource Dictionary System (IRDS) as its 
standard for data dictionaries used with 
database management systems, the gov- 
ernment announced earlier this month. 
“The federal government is probably 
the first user organization that has gone 
on record as adopting the ANSI stan- 
dard,” said Alan H. Goldfine, a computer 
scientist at the National Institute of Stan- 


r 


Innovation has made 
us a strong competitor. 
We developed the first 
commercial Executive 
Information System in 
1984. We pioneered 
cooperative processing 


applications. 





architectures, time-series relational data- 
bases, dynamic menuing and packaged EIS 


Now were introducing our new line of 
EIS/G™ code generators that eliminate up to 
80% of the development and support costs 
of an EIS —the first application of back-end 
CASE tools in the EIS industry. 

This innovation lets you generate execu- 
tive applications faster and with better code 


dards and Technology (NIST). 

The IRDS, intended to serve as the 
central repository of information about an 
organization’s data, supports such tasks 
as data element standardization and soft- 
ware maintenance. The standard applies 
to a stand-alone data dictionary system 
that is outside the DBMS but not a data 
dictionary embedded in a. vendor's 
DBMS, Goldfine stressed. 

The federal standard will be effective 
Sept. 25, but there is an 18-month grace 
period to allow vendors to produce dictio- 
nary systems that meet the standard. 

Goldfine said the transition period is 


tability of data because it requires stan- 


necessary because, at the moment, there 
are no commercially available implemen- 
tations of the IRDS standard. ‘Our feel- 
ing is, from our discussions with vendors, 
that from the end of this year to the mid- 
dle of next year you will see several IRDS 
products on the market,” he said. 

“The purpose of the standard is to pro- 
mote portability of valuable information 
resources within and among federal agen- 
cies,” declared the April 5 announcement 
by the NIST, part of the U.S. Department 
of Commerce. 

The IRDS standard enhances the por- 





claims. It’s built on references. 
Real corporations using real systems. 
Ask for our complete user list. Then ask 
Comshare for their list of 10,000 EIS users. 
If you want to see more, sign up for one of 
our hands-on workshops. You'll be able to build 
your own CASE for choosing Pilot. 


A Strong CASE 
~ for Choosing, Pilot 
Over Comshare. 


Real leadership 
is not won by words or 





For more information, call (617) 350-7035. 


integrity than any system the competition 


can provide. 


Leadership. There's an old New England say- 
ing: “The empty wagon rumbles the loudest.” 


Or complete and mail the coupon below to: 
Pilot Executive Software, 40 Broad Street, 
Boston, MA 02109. 
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dard definitions for agency data. In addi- 
tion, Goldfine said, the IRDS includes 
standardized user interfaces for queries 
and report generation, allowing users to 
employ the same commands for any ven- 
dor’s IRDS. 

A suite of automated validation tests 
for products using the IRDS standard is 
being developed, Goldfine said. The goal 
is to have the test suite finished in two 
years, at the end of the transition period. 


Chrysler 


CONTINUED FROM PAGE 25 


has stated its intention to use very small- 
aperture terminal satellite networks. 

The 3B2/600, with its concurrent user 
capacity of 25 to 64, is the right size for 
now, according to Colson, although he 
noted that 15 to 20 branches with particu- 
larly heavy local processing and financial 
simulation requirements will probably up- 
grade to 3B2/1000s by the end of the 


year. 

The IBM Series/1, which the 
3B2/600s displaced, had interacted with 
the host in a batch mode. Not surprising- 
ly, when real-time, interactive processing 
became available with the 3B2s, IBM 
CICS traffic shot up. According to Colson, 
CICS transactions increased in less than 
six months from about 20,000 to 25,000 
per day to 600,000 per day. This in- 
creased volume was part of the reason the 
IBM 4381 was replaced with a 3090 Mod- 
el 200, which itself was replaced by the 
Model 400S in January. 


= Ace card 


he branch application is 
neither the only duty for 
Yvon Colson’s 146-mem- 
ber IS staff nor the only 
process on the mainframe. 
The 3090 is also supporting IBM’s 
DB2, Information Builders, Inc.’s 
Focus, SQL and an executive infor- 
mation system trial program that 
several Chrysler Credit executives 
have been using for two months. 

But the application that stirs the 
most excitement at Chrysler Credit 
is the automated credit evaluation 
system (ACE). 

Now in the final stages of pro- 
duction testing, ACE was devel- 
oped by a Chrysler Credit team us- 
ing Aion Corp. expert system tools 
in cooperation with Arthur Ander- 
sen Consulting. The credit-scoring 
portion of the application was devel- 
oped by American Management 
Systems, Inc. 

In operation, a customer’s finan- 
cial information is entered at the 
branch and then submitted to the 
Troy, Mich., host, which in turn 
queries one or more credit bureaus. 
This information is combined with 
the bureau data and data from 
Chrysler’s own credit history ar- 
chives. Usually within four to five 
minutes, a completed file is re- 
turned to the branch office along 
with a recommendation to reject or 
accept. 








ELLIS BOOKER 
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Lately, you've heard a lot 
about the chip of the future. The 
Intel i486" microprocessor. 

With all its speed and 
power, you might expect this 
new ‘chip to make the Intel 
386" microprocessor a thing of the past. Actually, 
it'll do just the opposite. Programs written for our 
i486 microprocessor will run on every system 
that uses a 386 chip set. By making these chips 
compatible, we've protected your 386 investment 
far into the future. 

THE HIGH PERFORMANCE INTEL 386° FAMILY 


2 30x 40x 50x 
Speed, lei to original 8088 PC. 
And now, you have more ways to get started 
than ever. Our 386 microprocessor has established 
itself as the mainstream technology of today. 


And to satisfy a wide range of price/ 
performance needs, we've made it 
available as an entire family. 

For spreadsheets, databases, desk- 
top sobliding and business graphics, our 386SX™ 
chip offers 32-bit power that was unheard of only a 
few years ago. To give you even higher performance, 
our 386DX™ device comes in several versions, 
from fast to ultrafast. And at the highest end of the 
spectrum, now programmers and software devel- 
opers can tap all the awesome capabilities of the 
i486 microprocessor. 

Of course, the entire family— including the 
i486 chip—gives you full access to over $15 billion 
of existing software. Along with the ability to run 
your applications faster, and manage them more 
easily, using programs like Windows/386* and OS/2* 
And every member of the family lets you run your 
programs one at a time, or all at once, for true 
multitasking. 

If you'd like to know more, just call (800) 
548-4725, Lit. Dept. *CA08. Or if you'd like an even 
faster route from here to the future, just go straight 
to the nearest computer ‘ ® 
dealer, and ask for a system intel 
based on one of these chips. 


*Windows/386 isa registered trademark of Microsoft Corp.OS/2 is a trademark of International Business Machines Corporation. 
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Chicago Trade Board installs 
after-hours trading system 





BY ELLIS BOOKER 
CW STAFF 
CHICAGO — Commodities traders here 
will soon be able to play the futures mar- 
ket on a 24-hour cycle, thanks to two elec- 
tronic systems recently announced by the 
Chicago Board of Trade (CBOT). 

Aurora, an electronic auction market 
trading system for use after regular trad- 
ing hours, and EOS, its electronic order 
delivery system, will replicate the action 


inside the futures trading pit and allow 
CBOT “to better serve the global mar- 
ketplace,”’ said CBOT Chairman Karsten 
Mahimann 


The systems, now in prototype stage 
and scheduled for availability in the fourth 
quarter, involve technologies from Apple 
Computer, Inc., Texas Instruments, Inc. 
and. Tandem Computers, Inc. The plat- 
form will be Tandem’s parallel-process- 
ing, 32-bit Nonstop VLX. TI’s Micro Ex- 
plorer computers will attach to the 


Tandem host. 

Introduced last May, the Micro Ex- 
plorer combines TI’s Explorer artificial 
intelligence microprocessor with Apple’s 
Macintosh II. 

According to Cindy Smith, media rela- 
tions manager of Texas Instruments’ data 
systems group, CBOT approached TI late 
last year because of the company’s use of 
artificial intelligence in the gate assign- 
ment and display system for United Air- 
lines. 


Ala dynamic environment 

“The AI environment also lets us proto- 
type quickly,” said Smith, who reported 
that the prototyping of Aurora, begun in 
January, took two months. Another ad- 
vantage of the AI environment, she said, 


“We've got a warehouse the size of a football field. Everyday there are as 
many as 5000 new aircraft parts coming in or moving out. And they could 
be in any one of twenty different places. 
With a situation like that, finding the one our customer was calling 
for took some time. But then the bar codes we put on our parts gave us an 
idea. By running a scanner wand over the code at each station in the route 
through our warehouse, the part’s exact location could be recorded in our 


mainframe. 


Now when customers call we can find what they need in seconds. It 
was a big change for everybody, from management to loading dock people. 
But we all wanted it to work—so it has.” — pis wat Pct Saport, Branch Manger ight 


Lou Wade, Product Support, Systems Analyst (left), 
John Gibson, Customer Support, Manager (center) 


MCDONNELL DOUGLAS 


A company of leaders. 
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is that it is dynamic and allows a true repli- 
cation of the open-outcry system used by 
traders. “Traders will see a graphic of a 
trading pit on the screen and be able to 
know who they’re trading with,” Smith 
said. 

CBOT, which has more than 3,000 
members, believes that the old-fashioned, 
open-outcry auction market found in the 
trading pits is still the “‘best market possi- 
ble.” Therefore, CBOT plans to restrict 
the use of Aurora during U.S. trading 
hours. 

The CBOT has not decided on the 
number of Micro Explorer terminals to be 
deployed, but a decision on the type of 
network for those workstations is immi- 
nent, according to a spokesman from 
CBOT. 


US. vs. Japan 


CONTINUED FROM PAGE 21 


heard reports that the Japanese firms 
were slashing their prices to gain the 
prestigious account. Smart warned school 
officials that such moves could be subject 
to antidumping proceedings. 

MIT Provost John Deutch, who con- 
ceded that the federal government would 
bear much of the cost of the machines 
through research grants to MIT, quickly 
backed down. “It became clear that im- 
portant elements of the federal govern- 
ment would prefer to see MIT acquire a 
supercomputer based on U.S. technol- 
ogy,” he said. 

This protectionist attitude has left 
some vendors smarting. ‘“We’re not two- 
headed monsters; we’re technically com- 
petent professional people who'd just like 
a chance to play on a level playing field,” 
said Samuel Adams, a vice-president at 
HNSX Supercomputers, Inc., a joint ven- 
ture of NEC and Honeywell, Inc. in Min- 
neapolis. 

A key reason for the sparring is that a 
supercomputer sale makes a big splash — 
some cost upward of $20 million. “If we 
were talking about Toyotas, I don’t think 
it would be such a big deal,” said John Sell, 
president of the Minnesota Supercom- 
puter Center in Minneapolis. 

Some charge that this thinly veiled jin- 
goism has obscured what are essentially 
technological issues. ‘Supercomputers 
are only tools, and the important thing is 
how we use these tools,” said Gary 
Smaby, an analyst at Needham & Co., a 
New York-based research firm. “It’s the 
carpenter we should worry about, not the 
hammer.” 


But critics contend that the concerns 
are real, with Japan intentionally hobbling 
U.S. firms by selling them chips that are a 
generation behind its own. Cray has tried 
to alleviate this and is experimenting with 
building faster chips around gallium arse- 
nide instead of silicon. 

The Japanese, however, may have hurt 
themselves by lagging behind in several 
critical areas, including a chronic short- 
age of application software. Sell said his 
decision to buy a Cray-2 was not colored 
by politics but was based on the machine’s 
performance capabilities. 

If the battle continues, analysts warn, 
only losers will result. “It’s the U.S. re- 
searchers and scientists who will be de- 
prived,” said Lana Kartasheva, program 
chairwoman at the International Super- 
computing Institute in St. Petersburg, 
Fla. “Ultimately, we will hurt no one but 
ourselves.” 
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NEW 


Processors 


McDonnell Douglas Information Systems 
Co. has introduced an entry-level version 
of its Series 18 family of superminicom- 
puters. 

Designated the 18/600-11, the system 
comes with 4M bytes of main memory, 
2M bytes of cache memory, two 150M- 
byte disk drives, a tape drive and 32 serial 
device ports, the vendor said. The prod- 
uct is reportedly upgradable to two levels 
of additional CPU power and expandable 


to 16M bytes of memory, four tape drives © 


and 300 ports. 

The system utilizes the company’s Re- 
ality relational database operating i es © Fo FF Ft es es 
and is available for less than $100,000. 
McDonnell Douglas 
Information Systems 
1801 St. Andrews Place 
Santa Ana, Calif. 92705 
714-566-4000 


A family of computers based on reduced 
instruction set computing (RISC) technol- 
ogy has been unveiled by Motorola, Inc. 

Dubbed the Delta Series 8000, the 
multiuser, multiprocessor systems are 
based on the Motorola 88000 RISC pro- 
cessor and offer system performance 
ranging from 17 million to 60 million in- 
structions per second, the vendor said. 
The series will reportedly utilize the Sys- 
tem V/88 operating system, which is Mo- 
torola’s AT&T Unix System V, Release 3 
derivative. 

The computers are available in several 
configurations, with prices ranging from 
$52,940 for a Model 8864SP single-pro- 
cessor to $80,190 for the Model 8864AP 
quad-processor. Deliveries are scheduled 
for the third quarter. 

Motorola 

10200 DeAnza Bivd. 
Cupertino, Calif. 95014 
800-556-1234 


Motorola’s Delta Series 
departmental computer Model 8864 


An array processor developed specifically 
for Digital Equipment Corp.’s Vaxeln 
real-time operating system has been in- 
troduced by Sky Computers, Inc. 

The latest version of the Sky Warrior- 
Q/20 array processor provides 20 million 
floating-point operations per second and 
comes with extensive software support, 
according to the vendor. The unit report- 
edly includes a library of more than 575 
vector subroutine functions that can be 
executed directly from Fortran or C lan- 
guage programs. The system costs 


APRIL 17, 1989 


PRODUCTS — SYSTEMS 





$10,900, and quantity discounts are avail- 
able. 

Sky Computers 

Foot of St. John Street 

Lowell, Mass. 01852 
508-454-6200 


Fujitsu Microsystems of America, Inc. 
has strengthened its top-of-the line Series 
2000 computers, which are based on Pick 
Systems’ Pick operating system, by in- 
creasing the number of users supported, 
disk capacity and execution speed. 
According to the company, Release 
6.0 of Fujitsu’s version of Pick enables the 
System 2600 to support 256 users; the 


ae you want me 
to invest in 
computer training, 


System 2500/Model 80 to support as 
many as 160 users; and the System 
2400/60XP to accommodate 128 users. 
Storage capacities have also been in- 
creased for all Series 2000 systems. 

The options are scheduled for avail- 
ability this summer, and the systems will 
be priced from $32,500 to $132,000, de- 
pending on configuration, the company 
said. 


Fujitsu 

3055 Orchard Drive 
San Jose, Calif. 95134 
408-434-1160 


NCR Corp. has announced a Unix-based 
business computer system, the Tower 
32/835. 

The company said the 32-bit multipro- 


you'd better be good!” 


cessor system was designed to function in 
one of several capacities: as part of a dis- 
tributed processing network, as a depart- 
mental system serving many users or as 
the primary computer system in a small to 
medium-size business or organization. 
The computer is reported to support 
as many as 256 users and can accommo- 
date up to 128M bytes of memory. Sever- 
al communications options are supported, 
including Ethernet, asynchronous, bi- 
synchronous, IBM Systems Network Ar- 
chitecture and CCITT X.25 protocols. An 
entry-level configuration of the NCR 
32/835 costs $98,160. 
NCR 
1700 S. Patterson Blvd. 
Dayton, Ohio 45479 
513-445-5000 


Definitive computer training from the 
experts who created the UNIX® System. 


At AT&T, we’re more than 
good. We're the best. 

We created the UNIX 
System. But UNIX System train- 
ing isn’t all we offer. In fact, we 
have over 135 courses in five 
curriculums: 

@ UNIX System and C Language 
# Data Communications and 
Networking 
@ Database Management 
® Business Applications and 
Personal Computers 
@ AT&T Computers 
Our AT&T instructors aver- 


age over a decade of experience. 


And classes are small, with only 
one student per terminal. 
AT&T training centers are 


UNIX is a registered trademark of AT&T. 


MS-DOS is a registered trademark of Microsoft Corporation. 


located throughout the country. 
Or our instructors will come 
right to you. Plus, there’s the 
AT&T Videotape Library—a series 
of tapes that lets you study at your 
own pace, in your own office. 

At a surprisingly low price. 


T Registrar, AT&T Training, P.O. Box 1000, Dept. KD, Hopewell, NJ 08525-9988 
| YES! I'd like to come right to the source for computer training. Please rush me more information about | 
Videotape training in: | 
C) UNIX System, C Language, and Shell Command Language 
0) MS-DOS® Software, Word Processing and Database Management | 
Or classroom training course descriptions and schedules for: | 
}] UNIX System and C Language 
©) Data Communications and Networking 
D Business Applications and Personal Computers 


Name (Please print 


Tithe 


W 
2 
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So come to the people who 
are more than good. Call AT&T 
now for course details. 

AT&T COMPUTER TRAINING. 
Come right to the source. 

1 800 554-6400, ext. 7112. 
Or send in the coupon below. 


Database Management 
0 AT&T 3B Computers | 


© 1989 AT&T 
| 
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Data storage 


A series of mass storage peripherals de- 
signed for Digital Equipment Corp.’s Mi- 
crovax 2000 has been announced by Tri- 
marchi, Inc. 

The Equalizer series offers large-ca- 
pacity magnetic disk drives, erasable opti- 
cal disk drives and tape drives to Micro- 


. vax 2000 users, the vendor said. The 


series’ Datakeg disk drives reportedly 
range from 300M to 600M bytes in ca- 
pacity and are priced at $5,500 and 
$8,500, respectively. Both devices fea- 
ture an 18 msec seek time. 

The Las-er-ase, Trimarchi’s erasable 
optical disk, has a 600M-byte capacity 
and an average seek time of 45 msec, ac- 


cording to the company. It has a price tag 
of $6,200. 

Trimarchi 

P.O. Box 560 

State College, Pa. 16804 
814-234-5659 


MDB Systems, Inc. has announced a se- 
ries of removable media canisters for its 
Data Shuttle family of shock-isolated re- 
movable mass storage subsystems. 

The Data Shuttle canister series was 
designed to allow the use of optical disks 
and tape units in both full and half-height 
form factors, the vendor said. The canis- 
ter reportedly provides shock protection 
for the media device and allows easy ac- 
cess to the removable media. The compa- 
ny will also supply the canisters in an emp- 


ty configuration so that customers may 
integrate their own device. The product is 
priced from $600. 

MDB Systems 

1110 W. Taft Ave. 

Orange, Calif. 92665 
714-998-6900 


Decision Data Computer Corp. has an- 
nounced the 7400 Series Tape Subsys- 
tems, a! \e of high-capacity storage prod- 
ucts for IBM midrange computer 
systems. 

The 7460 8mm cartridge drives re- 
portedly hold up to 2.3G bytes of data, 
which is the equivalent of 12 or more 
reels of ¥2-in. tape. The product is priced 
at $18,895 for a single cartridge unit/ 
tabletop version. 


REALIA OFFERS A 
RADICAL APPROACH 
SOFTWARE 


TO 


When you call with questions on Realia COBOL, RealCICS, RealDL/I, 
or any other Realia PC programming product, you talk to an experienced 
programmer. Our technical support staff knows the mainframe, the PC, 
and the Realia products. If your question stumps them, they have direct 
access to the system designers. So you get the answers you need. Even 
more startling: If you leave a message, we call you back. 

If you encounter a problem, we'll help you analyze and fix it, even if it 
requires an interim version of our product. 

Even our upgrade policy is user-oriented. We send each upgrade 
automatically to all first-year users and al! others who continue under 
maintenance for an annual fee. So you don't have to fill in forms and send 
money every time we announce a new release. 

You don't have to send money to try 


a Realia product, either. Just call us 
for a 30-day free evaluation. 


REALIA 


10 South Riverside Plaza, Chicago, IL 60606, 312/346-0642 
34 North End Road, Hammersmith, London W14 0SH, England, 01/602-8066 
1284 Wellington Street, Ottawa ONT K1Y 3A9, Canada, 613/725-9212 
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For ¥-in. reel-to-reel tape users, the 
rack-mounted 7420 reportedly offers 
dual-density formats (1.6K/6.25K bit/in.) 
and a data transfer rate of 625K byte/sec. 
It is priced at $27,495. 

All tape drives in the 7400 series oper- 
ate off 120V or 220V power supplies, ac- 
cording to the vendor. 

Decision Data 

100 Witmer Road 
Horsham, Pa. 19044 
800-523-5357 


Decision Data’s high-capacity tape 
subsystem for IBM midrange systems 


1/0 devices 


Digital Equipment Corp. has reportedly 
extended its tiered pricing program to in- 
clude the company’s entire VT300 termi- 
nal line and desktop printers. 

According to the vendor, the new or- 
dering methods allow customers to save 
directly from DEC through Decdirect, the 
company’s toll-free ordering number for 
small systems, add-ons, upgrades and 
supplies and DEC’s Electronic Store, 
which allows customers to access and or- 
der items electronically through a prod- 
uct catalog. Complete pricing and order- 
ing information is available from the 
company. 

The Decdirect toll-free ordering num- 
ber is 1-800-344-4825; the DEC Elec- 
tronic Store ordering number is 1-800- 
332-3366. 

DEC 

129 Parker St. 
Maynard, Mass. 01754 
508-493-4297 


Applied Digital Data Systems, Inc. 
(ADDS) and Human Interface Technol- 
ogies in Richmond, Va., have jointly an- 
nounced a touch-screen terminal de- 
signed for use with the ADDS Mentor 
Pick Systems’ Pick-based computer se- 
ries. 
The ADDS Touch 2020 70Hz video 
display terminal reportedly includes a re- 
sistive overlay membrane and special con- 
troller. It is offered with Human Interface 
Technologies’ Tool Kit, which includes 
software code and documentation for con- 
verting existing applications or creating 
new ones for touch technology, the ven- 
dor said. Training and telephone support 
are included. 

The terminal is scheduled for delivery 
in May and will be priced at $1,595 per 
single unit. 

ADDS 

100 Marcus Blvd. 
Hauppauge, N.Y. 11788 
516-231-5400 
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PRIME HAS CREATED A 
NEW POSITION OF POWER. 


Now you can turn any desktop into 
a seat of power. With the UNIX” based 
PRIME EXL Series and SCORE: 
Solutions for the Coordinated Resource 
Environment. 


It's Prime's commitment to putting 
all your computer resources right at 
your fingertips. 

So — can get information from the 


mainframe. Develop applications. 
Send data. Share information and 
software. And do your job from 
one position of power. 

Consider SCORE and the PRIME 
EXL Series—multi-user, multi- 
tasking systems based on AT&T's 
UNIX V. 3.1 and Intel386° tech- 
nology. Powerful enough to tie 
PCs, printers, peripherals, and other 


oon 


users together in a multi-vendor 
environment. It can also manage 
everyone's files. Connect to other 
departments with industry standard 
communications like Ethernet’ 
TCP/IP, and SNA. And handle your 
UNIX, DOS* or PICK” applications 
simultaneously. 

SCORE and the PRIME EXL Series. 
The best way yet to merge desk- 
top capabilities with the corpo- 
rate computing environment. 

Find out more about SCORE 
and the PRIME EXL Series by 
calling us at 1-800-343-2540 {In 
Canada, 1-800-268-4700). 

Prime. Once we put you in a 

sition of power, there's no Pa a eee 

imit to what you can do. cine ra poner meng yg eed 


regstered 
of the Xerox Corp. 


SCORE-a total solution for integrating corporate 
computing resources at the desktop and departmental 
level. By providing a shared computing resource pool, 
productivity is increased. 


—__ Prime. 


Prime Computer, Inc. 





NEW PRODUCT 


Database management 
systems 


Systems Center, Inc. (formerly VM Soft- 
ware, Inc.) in Reston, Va., has announced 
Release 1.0 of DB/Auditor for IBM’s 
DB/2 software system. 

According to the company, the product 
is a complete auditing tool for DB/2 that 
aids database administrators, security an- 
alysts and auditors in producing compre- 
hensive audit reports. The audit reports 
are said to feature unauthorized access at- 
tempts; attempted read/writes; create, 
alter and drop activities; and authoriza- 
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tion-change activity. Other functions are 
also provided. 
ACPU license for DB/Auditor is priced 
from $10,000 to $16,000. 
Systems Center 
1800 Alexander Bell Drive 
Reston, Va. 22091 
703-264-8000 


A relational database management sys- 
tem targeted at stock and bond traders as 
well as automated teller machine network 
operators has been released by Concur- 
rent Computer Corp. 

Reliance Plus runs on Concurrent’s 
Series 3200 family of real-time computer 


systems and reportedly can provide sup- 
port for thousands of local or remote ter- 
minals in real-time transaction processing 
applications. The software is priced from 
$6,900 to $38,870, depending on proces- 
sor performance range. 

Concurrent 

106 Apple St. 

Tinton Falls, N.J.07724 
201-758-7000 


Development tools 


A full-screen editor for APL has been in- 
troduced by Interprocess Systems. 

The Interactive APL2 Editor report- 
edly incorporates both full-screen editing 
interaction with APL and an interactive 
debugging facility into one package. It is 


Contact the Printer 
Professionais at: 

Siemens information Systems, inc. 
Peripheral Systems Division 
240 East Palais Road 
Anaheim, CA 92805 

(714) 991-9700 


COMPUTERWORLD 





targeted at applications developers who 
build multiuser systems that need to 
share files and have a full-screen manag- 
er, the vendor said. 

One-time license fees range from 
$3,000 to $5,000, depending on the cus- 
tomer’s CPU group. It is supported for 
most IBM display terminals under IBM’s 
VM/CMS or MVS/TSO with IBM’s APL2 
Program product. 

Interprocess Systems 
Suite 690 

9040 Roswell Road 
Atlanta, Ga. 30350 
404-992-8400 


Graphael, Inc. has released an enhanced 
version of its object-oriented program- 
ming language. 

G-Logis 3.0 was developed specifically 
for use on Digital Equipment Corp.’s Vax- 
station, the vendor said. The program- 
ming language reportedly belongs to a 
class of Prolog systems implemented in 
LISP, and G-Logis applications can be 
composed of pure Prolog, pure LISP or a 
mixture of both. G-Logis requires VAX 
Common LISP 2.2 and VMS Release 4.6 
and is priced at $10,000. 

Graphael 

255 Bear Hill Road 
Waltham, Mass. 02154 
617-890-7055 


Digital Equipment Corp. has introduced 
three prepackaged development kits spe- 
cifically developed for independent soft- 
ware vendors. 

The products include the Vaxstation 
3100 Entry ISV Developer Kit and the 
Vaxstation 3100 Expandable ISV Devel- 
oper Kit, both of which support DEC’s 
VMS and Ultrix, and the Decstation 3100 
ISV Developer Kit, configured for Ultrix 
application developers. Pricing is depen- 
dent on hardware and memory configura- 
tions supplied with the kits and ranges 
from $11,900 to $24,900. 

DEC 

146 Main St. 

Maynard, Mass. 01754 
800-332-4786 


Applications packages 


Britz Publishing, Inc. has released an en- 
hanced version of its word processing 
software system for the IBM System/36 
environment. 

According to the company, Release 
6.0 of Bword provides simultaneous data- 
and mail-merge capabilities, access to the 
spelling dictionary while editing text anda 
revised directory system. Additional 
prompt screens and Help text have also 
been incorporated into the program. 
Bword 6.0 costs $99. 

Britz Publishing 
1814 Capital Towers 
Jackson, Miss. 39201 
601-354-8882 


H&M Systems Software, Inc. has re- 
leased an enhanced version of its direct 
data entry system software. 

Keyfast/De4 reportedly now permits 
on-line update of user files. It is for use 
with IBM’s VSE/SP, MVS/SP, MVS/XA, 
MVS/ESA and VM/HPO operating sys- 
tems and is priced between $29,000 and 
$38,000. Those who upgrade pay the dif- 
ference of the original and current prices. 
H&M 
25 E. Spring Valley Ave. 

Maywood, N.J. 07607 
800-367-3366 
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MAC 
NUGGETS 


Julie Pitta 


On Apple’s 
summer crop 


Along with ris- 
ing tempera- 
tures, summer- 
time should 
bring products 
that have been 
the subject of 
heated speculation among Apple 
watchers. 

The Macintosh portable is 
expected to make its debut at 
August’s Macworld Expo in 
Boston. Users have been eager 
to get their hands on one, and 
their excitement over the possi- 
bility of a portable Mac has fu- 
eled a lot of the rumors about the 
machine. 

Apple has faced a couple of 
significant obstacles in its efforts 
to repackage the Mac. It need- 
ed to find a display technology 
with resolution sharp enough to 
project the Mac’s graphics legi- 
bly. Users briefed about the 
machine said that Apple has opt- 
ed for a new technology called 
“active matrix.” 

Also, Apple had hoped to 
standardize on Motorola’s 
68030 microprocessor because 
it offers a better platform for an 
as-yet-unreleased multitasking 
version of the Mac operating 
system. However, because 
there is no version of the 68030 
yet available that is based on 
CMOS — alow-power consump- 

Continued on page 38 


How much for your services? 


End userscan win with information centers run on chargeback basis 


BY MICHAEL ALEXANDER 
CW STAFF 


Whether an information center 
should be run as a profit center 
or as a budgeted operation has 
been a long-running controversy 
among MIS personnel, but from 
the point of view of end users, 
chargeback systems may be 
more beneficial. 

“Tt is surprising that more 
companies are not into charge- 
out systems in a big way as it per- 
tains to computing,” said Brandt 
Allen, a professor at the Univer- 
sity of Virginia’s Colgate Darden 
Graduate School of Business Ad- 
ministration in Charlottesville, 
Va. 

He noted there are several 
compelling reasons for operating 
an information center as a profit 
center, especially in organiza- 
tions in which end-user comput- 
ing is rapidly maturing. 

“We're seeing a big move 
away from centralized comput- 
ing centers out to the operating 
managers,” Allen said. “From 
this decentralization comes a 
partnership relation between 
the providers of the service and 
business users.” This link helps 
to keep costs in line because op- 
erating managers are more in- 
volved with their projects and 
work to keep costs down. 

An information center oper- 
ated as a profit center is also 
more likely to provide better 
service to end users and respond 
more quickly to demands of indi- 
vidual departments, said John 
Dubiel, a systems assurance divi- 
sion leader at Boston Edison Co. 


in Boston. 

The problem of establishing a 
yearly budget shifts from the in- 
formation center’s personnel to 
end users because the demand of 
end users on the center ultimate- 
ly determines what the budget 
will be, Allen said. “If the de- 
mand is there and customers are 
willing to pay to get more help, 
then computer services can ex- 
pand to meet the demand,” he 
said. “If demand is up and people 
are seeing a payoff, there is an 
automatic budget adjustment be- 
cause it is flexible and adaptive. 
The reverse is also true: If de- 
mand falls off, then computer 
services has to cut back.” 

The information center often 
determines its charges based on 
prices set by local providers of 


training and support services, 
leaving it to users to decide what 
services are valuable and where 
they should purchase them. 

“‘What happens is that end us- 
ers become more informed con- 
sumers of technology and com- 
puter services benefits,” Allen 
said. “In smart organizations, 
they may not want to be in the 
business of supporting end us- 
ers.”” Consequently, some cen- 
ters set prices fairly high to drive 
end users to use local services or 
to filter out the routine types of 
demands that can be resolved 
within the end user’s depart- 
ment. 

The same philosophy can be 
used to steer the company’s 
adoption of new technology. If 
end users insist on sticking with 


Users cool to MS-DOS 4.0, 
see little reason to switch 


ANALYSIS 


BY PATRICK WAURZYNIAK 
CW STAFF 


REDMOND, Wash. — Despite 
Microsoft Corp.’s redress of ear- 
ly problems with its graphically 
oriented MS-DOS Version 4.0, 
Microsoft users appear reluctant 
to migrate their applications to 
the operating system. 

In addition, Microsoft, which 
advised systems vendors last fall 
not to ship MS-DOS 4.0 until an 
update was released, last week 


disclosed that an OEM had found 
yet another bug in the program. 

While some users may be run- 
ning the initial IBM PC-DOS 
Version 4.0 or an early MS-DOS 
Version 4.0, most users report- 
edly now have the updated MS- 
DOS Version 4.01. 

The latest bug, although ad- 
mittedly a minor one that would 
occur only during a sequence of 
obscure commands and with 
storage partitions of more than 
32M bytes, can potentially cause 
a “significant” loss of data, al- 
though no users have thus far 


outmoded technology, the cen- 
ter can set high support prices to 
motivate end users to move over 
to newer technology. 
“We're getting to be func- 
tionally more like consultants, 
Continued on page 44 


lost data, Microsoft said. 

Microsoft DOS product man- 
ager Mark Chestnut said the 
company is releasing a patch di- 
rectly to its major OEMs and to 
users via Compuserve. 

The most recent vendor to 
announce shipments of DOS 
4.01, Compaq Computer Corp., 
will make necessary changes 

Continued on page 46 
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Micro Focus Users Conference 


May Ist Thru May 4th, 1989 


Below are some of the workshop and presentation topics: 


The Micro Focus Users Conference will be held in the San 
Francisco Bay Area during the first week of May. If you’re 
a Micro Focus customer, consider what your company 
might gain from attending this conference. 


It will be a program of educational sessions, workshops and 

demonstrations to help Micro Focus users gain more benefit 
from the program development technology offered by Micro 
Focus gn today’s PC platforms. 


For more information call: 


1-800-872-6265 


And ask for the Users Conference Desk. 


MICRO FOCUS 
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A Better Way of Programming™ 


COMPUTERWORLD 


Round Table Discussions with the Micro Focus 
Development and Product Support Teams 


Screen Handling Alternatives in the Micro Focus 
Environment 


HLLAPI Programming 
Workbench 


Implementing Workbench in Large MIS Shops 
Developing DB2 Applications on PCs 


Using Workbench for Software Testing and 
Maintenance 


CICS Development and Testing on PCs 

Using Concurrency in Your DOS Applications 
Using System 370 Assembler Code on the PC 
IMS Systems Development for the Host 
Migrating Mainframe Applications to OS/2 


with COBOL/2 


Building Commercial COBOL Systems for 
UNIX Platforms 


Building Applications for International Markets 
Organizing the Micro Focus Users Group 


izing Your Programs Using ANSI’ 85 
COBOL Features 


Making the Financial Case for Mainframe 
Development on the PC 


How to Revive Your RM/COBOL Applications 
by Migrating to COBOL/2 


Testing With Workbench Session Recorder 
Building Cooperative Processing Applications 
with Dialog System 

Micro Focus COBOL/2, Toolset and Workbench 
Directions 





Get a free IBM 
OS/2-based version 
of Sidekick for 
Presentation Manager. 


When you order IBM O0S/2™ 
youll receive Borland’s Sidekick® free 
(while supplies last). Sidekick for 
Presentation Manager™ includes an easy- 
to-use planner, phonebook, calculator and 
notepad using the graphical interface. 
It gets you off and running with IBM 
OS/2 today. 


Improved word 
processing software 
based on OS/2 is intro- 
duced by WordPerfect. 


WordPerfect® has announced that 
a version of its best-selling word processor 
is now available for OS/2. The 0S/2 
version offers all the features of their 
popular MS/DOS® version while taking 
advantage of OS/2's capabilites, includ- 
ing multitasking. For additional informa- 
tion please call 1 801 225-5000. 


Accountants get 
true multitasking via 
ACCPAC Plus and 
OS/2. 


ACCPAC® Plus System Manager/2 
is an accounting software package from 
Computer Associates International. It 
allows simultaneous execution of multiple 
accounting functions by using the pro- 
tected mode of 0S/2. This enables users 
to enter sales orders while concurrently 
performing payroll calculations and print- 
ing financial statements. In addition, 
thanks to the Virtual Memory Feature of 
OS/2, users can toggle between a number 
of applications without having to exit one 
program and load another. For additional 
information please call 1 800 531-5236. 


Microsoft: 


Create exciting 
three-dimensional, 
dynamically developed 
maps using OS/2. 
Mapmaking is easier than ever 
with MapViewer from Golden Software 
Inc. MapViewer uses OS/2 and 
Presentation Manager window screens 
to display two- and three-dimensional 
thematic maps. These maps can show 


population density or physical contours, 
and include shading. For additional infor- 
mation please call gl 

1 303 279-1021. 


A continuing report on advanced 
software for personal computers. 


Retailer begins use of 
OS/2 to monitor 
remote retail sales. 


Host International has begun to 
use OS/2 to give computing capabilities 
to their individual concessions and to 
network shops with regional offices for 
daily downloading of sales and employee 
data. The intermally developed system 
also provides for remote data entry, 
collection and reporting. 


Developing 

graphics for 

OS/2 applications 

is made easy 

with Toolkit 

from Graphic Software 
Systems. 


High-performance graphics on 
microcomputers are made possible with 
0S/2 Graphics Development Toolkit from 
Graphic Software Systems. This package 
supports all 0S/2 features while maintain- 
ing source code compatibility with the 
DOS Graphics Development Toolkit. It 
allows dynamic loading plus workstation 


control. Functions for lines, arcs, polygons, 
circles, bars and advanced graphics are all 


part of the package. For additional infor- 
mation please call 1 503 644-6746. 


Micrografx announces 
an easy way to port 
Windows applications 
to OS/2 Presentation 
Manager. 

Micrografx® has introduced 
Micrografx Mirrors. This software devel- 
opment tool makes it easy to port any 
Microsoft Windows® application to the 
OS/2 Presentation Manager. It's currently 
being used successfully to port Micrografx 
Designer, Graph Plus, Draw Plus and Clip 
Art to 0S/2. For additional information 
please call 1 800 272-3729. 


Free OS/2 Application 
Guide available. 

You can receive a 700-page 0S/2 
Application Guide that lists and describes 
over 800 identified applications for the 
OS/2 operating system. For a free copy of 
this guide call 1 800 IBM-2468, ext. 120. 


Operating System/2, OS/2 and Presentation Manager are trademarks, and the IBM logo is a registered trademark, of international Business Machines Corporation. Sidekick, WordPerfect, 
ACCPAC and Micrografx are registered trademarks of Borland Corporation, WordPerfect Corporation, Computer Associates International and Micrografx Corporation respectively. Microsoft, 
the Microsoft Logo, MS/DOS and MS/Windows are registered trademarks of Microsoft Corporation. © 1989 IBM Corp. © 1989 Microsoft Corp. 





SMALL 


TAL K 
Douglas Barney 


Keeping the 
1-2-3 clones 
at bay 


Status quo or 
no? Ever since 
Lotus climbed 
to the top of the 
spreadsheet 
charts, competi- 
tors have tried 
in vain to knock it off. 

The blind confidence of 
these vendors ironically comes 
from the Lotus example. When 
1-2-3 hit the streets in 1983, the 
spreadsheet leader was Soft- 
ware Arts. The debut of the Lo- 
tus product was like a killer 
chest wound to Software Arts, 
which was messily sapped of all 
life. 

For would-be Lotus killers, 
every strategy in the book has 
brought little success. Some 
clones tried to duplicate Lotus 
exactly but sold for a fraction of 
the cost. 

Others tried to jam in more 
features with products such as 
Surpass, Supercalc and Day- 
break Technologies’ Silk. 

Firms like Javelin Software 
tried to sell a new way of doing 
financial modeling, one that 
many believe is theoretically 
better than 1-2-3’s simple rows 
and columns. 

Now Microsoft is zealously 
trying to sell ease of use and 
graphics. 

But the clones have stagnat- 
ed; products such as Surpass 
Software Systems’ Surpass 
have been sold off, and Comput- 
er Associates’ Supercalc, de- 
spite packing more power, con- 
tinues to struggle. Javelin had 
cut its price and was hanging by 
its fingernails until a buyer was 
found. 

Even Microsoft, the biggest 
challenger yet, is having a tough 
time cracking the market de- 
spite a money-back guarantee. 
Just recently, Microsoft did 
something that no strong com- 
petitor ever does in the soft- 
ware market. Through dealer in- 
centives, it cut its effective 
street price to $200. You can 
probably get it for less if you 
really try. 

Nobody is going to argue ra- 
tionally that in terms of features, 
1-2-3 is still the best spread- 
sheet — although in terms of 
speed and worksheet size, it 
still reigns supreme after some 
three upgradeless years. 

And few will dispute that, for 
many chores, spreadsheets are 
an awful way to go. Maybe a 

Continued on page 46 
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An irresistible oppor-tune-ity 


MIT researcher conducts computerized symphony via networks, workstations 


ON SITE 


BY JULIE PITTA 
CW STAFF 


CAMBRIDGE, Mass. — A med- 
ley of workstations are making 
beautiful music together at 
MIT’s Media Laboratory. 

Michael Hawley, an MIT re- 
searcher, has created an elec- 
tronic orchestra using worksta- 
tions from Sun Microsystems, 
Inc., Apple Computer, Inc. and 
IBM. “It’s a rat’s nest of com- 
puters,” Hawley said. The net- 
work was put together from 
equipment that was “lying 
around,” he continued. The Sun 
workstation was donated by Sun 
Vice-President of Research and 
Development Bill Joy, and the 
Macintosh was also a donation. 
Hawley discovered the two 
grand pianos — the only real in- 
struments in this computerized 
symphony — getting dusty in 
MIT’s artificial intelligence lab- 
oratory. An IBM Personal Com- 
puter AT also had been unused. 

Some of the melodies emanat- 
ing from this computer combo 
bear little resemblance to what a 
classical music lover might hear 
from the New York Philharmon- 
ic. “I’m not worried about repli- 
cating the sound of the Boston 
Symphony Orchestra,” Hawley 
said. ‘Some of the voices sound 
like real instruments, but some 
don’t.” 


A Sun-3/260, a workstation 
powered by a Motorola, Inc. 
68020 microprocessor running 
at 25 MHz, acts as the conduc- 
tor. The Sun workstation is con- 
nected to an external box con- 


boasts 128 voices or sounds. 
Hawley said the number of syn- 
thesizers on the rack can vary, 
depending on the kind of compo- 
sition the user wishes to gener- 
ate. An MIDI processor also in- 


STELLA JOHNSON 


MIT’s Hawley fiddles with PCs, pianos 


taining a VME interface board, 
which is in turn connected to 
four real-time Musical Instru- 
ment Digital Interface (MIDI) 
processors. 

A rack of synthesizers that is 
hooked up to the MIDI proces- 
sors is the source of the actual 
“voices.” A single synthesizer 


Ashton-Tate pitching 
a tent in mini market 


BY PATRICK WAURZYNIAK 
CW STAFF 


TORRANCE, Calif. — During 
the next year, Ashton-Tate 
Corp. will diversify from its tra- 
ditional personal computer soft- 
ware base with a strategy that 
calls for the organization to 
branch out toward larger hard- 
ware platforms in the worksta- 
tion and minicomputer environ- 
ments. 

Ashton-Tate, which recently 
disclosed plans to increase an in- 
vestment in Bedford, Mass- 
based Interbase Software Corp. 
toa majority share, is positioning 
to stake its claim in the minicom- 
puter database market with its 
upcoming shipment of OS/2 SQL 
Server, a product jointly devel- 
oped with Microsoft Corp. and 
Sybase, Inc. that is scheduled for 
delivery later this month. 

Ashton-Tate Chairman and 
Chief Executive Officer Edward 
M. Esber Jr. said in a recent in- 
terview that if Ashton-Tate en- 
ters the minicomputer database 


market, it will do so with an en- 
try from Interbase, which is a de- 
veloper of an SQL-based data- 
base management system for 
midrange computers. 

Esber, who claimed Inter- 
base’s relational database man- 
agement system is “very high- 
performance and state-of-the- 
art,” said Ashton-Tate has been 
working with Interbase on using 
some of its RDBMS engine tech- 
nology in workstation versions 
of Ashton-Tate’s curreit PC da- 
tabase, Dbase IV. 


Going back for more 
Ashton-Tate, which bought 
about 20% of Interbase a year 
ago, last month announced its in- 
tentions to acquire more than 
50% of the firm. Esber said the 
“increased ownership is an affir- 
mation or confirmation that both 
companies are happy with the 
relationship.” 

Ashton-Tate, which is also an 
investor in Interbase’s rival Sy- 
base, sees the investment as a 
potential entry into the minicom- 
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terfaces with one of the two 
grand pianos. 

A Macintosh IIX is hooked up 
to the MIDI processors in the 
same fashion as the Sun worksta- 
tion. The Mac provides the net- 
work with more storage capacity 
and system memory. “Every- 
thing Scott Joplin wrote is at 


puter market in which Interbase 
currently sells database prod- 
ucts for the Digital Equipment 
Corp. VAX and other minicom- 
puters. 

“At some point in time, 


Ashton-Tate’s Esber says 
Interbase can open some doors 


should we increase our owner- 
ship [in Interbase] further, you 
will see a complete product line 
from Ashton-Tate — whether 
some of it’s Interbase technol- 
ogy or Ashton-Tate technology 
or current Dbase technology — 
that spans a broad range of ma- 
chines,” Esber said. 
Ashton-Tate’s strategy for 
migration hinges on what Esber 
calls an “ultimate plan [for] maxi- 
mum market share in the PC, 


least 1M byte, and everything 
Brahms wrote is 5M bytes,” 
Hawley explained. “There are 
real bandwidth problems.” 

The workstations are con- 
nected using Ethernet and Ap- 
ple’s Appletalk. 

To conduct the orchestra, the 
user moves between a silent Ya- 
maha keyboard and the Sun 
workstation. Among the applica- 
tions created by the researchers 
is a scoring program that allows 
the user to create arrangements 
and play them back. “You play 
stuff on the [musical] keyboard, 
store it and have it played back,” 
Hawley said. ‘“That way, you can 
scrape away the clunkers and 
add new notes.” 


Sitting on pedestals 

What the audience sees are two 
majestic black grand pianos ac- 
companied by two workstations 
— painted black by laboratory 
staff — sitting on pedestals, all 
shown to their best advantage 
with dramatic track lighting. 
What it cannot see is the IBM PC 
AT sitting behind a curtain and 
controlling one of the pianos. 

The AT is equipped with a 
custom Zilog, Inc. Z80 processor 
that sits in a multibus card cage. 
A cable connects it to the digital 
piano on the stage. 

“The piano is like a printer,” 
Hawley said. ‘It works like the 
best player piano in the world.” 

Hawley and his group are 
testing the limitations of this or- 
chestra. “‘We’ve got some very 
complex pieces that we’ve creat- 
ed,” he said. “‘We’ve been able to 
create pieces that play 150 notes 
per second on the grand piano.” 


server and minicomputer data- 
base worlds. 

“Ultimately, we’re working 
right now on a version of the In- 
terbase engine for a future re- 
lease of Dbase,’”’ Esber said, “‘but 
[with] this type of stuff, the end 
user at the PC level does not feel 
the engine as much as they feel 
the front end. What we have to- 
day is a Dbase engine in a Dbase 
product, and people want SQL 
engines that efficiently run 
Dbase, as opposed to Dbase en- 
gines that alsorun SQL.” 

Ashton-Tate, however, is not 
interested in attempting to ex- 
tend its successful Dbase tech- 
nology from the PC all the way to 
mainframes as others such as 
Oracle Corp. have accomplished 
via a reverse route from the high 
end down to the PC level. 

“T will state categorically for 
the record again that I am not in- 
terested in building a mainframe 
database,” he said. 

Meanwhile, Ashton-Tate and 
DEC are developing time-shar- 
ing versions of VAX databases 
and optimized Dbase versions 
for DEC workstations. 

That alliance, announced last 
year, should bear fruit later this 
year and through next year, al- 
though Esber declined to be 
more specific. 
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CHICAGO — Tandy Corp. and Grid Sys- 
tems Corp. took the wraps off their first 
personal computers based on the Intel 
Corp. 80386SX microprocessor at Com- 
dex/Spring ’89 last week. The two mod- 
els, each available in three configurations, 
are virtually identical aside from cosmetic 
differences. 

Grid, long noted as a marketer of lap- 
top computers, has been trying to cash in 
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Grid, Tandy toss similar 386-based 
PCs into desktop arena at Comdex 


on the desktop business since its acquisi- 
tion by Tandy last July. In the past month, 
the company has introduced several 
Tandy-made Intel 80286- and 80386- 
based machines, including a model based 
on IBM’s Micro Channel. 

The basic machine from each manufac- 
turer — the Grid-Desk 386ISX Model 1 
and the Tandy 4000 SX — is built around 
a 386SX microprocessor with a clock 
speed of 16 MHz and comes equipped 
with 1M byte of random-access memory; 
IBM Video Graphics Array graphics; a 


3.5-in. 1.44M-byte floppy disk drive; one 
8-bit and four 16-bit expansion slots; two 
dedicated memory slots; parallel and seri- 
al ports; and a 200-watt power supply. 
The machines also support industry-stan- 
dard integrated drive electronics ‘‘smart 
drives.”’ The integrated drive frees up the 
card slot normally used by a hard disk 
drive controller card by integrating the 
controller on the motherboard. Last, both 
companies are touting their machines’ 
small footprints in public relations and 
promotional materials. 

The new Grid and Tandy machines are 
also available in 40M- and 80M-byte hard 
disk drive configurations. 

Tandy’s machines are priced at $2,599 
for the base system without a hard disk 
drive, $3,248 for a 40M-byte system and 


Beat those multi-vendor 


technophobia blues 


The symptoms are easy to spot. 

You approach your exec VP with an 
information proposal. I’s dotted, T’s crossed. 
Everything's buttoned up, right down to the 
last byte. 

He’s impressed, but maybe a little over- 
whelmed by all those vendors. 

NYNEX can chase those technophobia 
blues away. For good! 

Our Single Source Solutions quickly 
answer your company needs. 

Teams of professionals from the NYNEX 
family of companies help you create cost- 


effective, customized solutions. In the process, 


we use the finest, most reliable products 
and services from a variety of major 
manufacturers. 


If your company needs a private commu- 


nications network, NYNEX will work with 


you to evaluate, design, install, and maintain 
a leading-edge system. 

NYNEX can implement advanced infor- 
mation systems for banking, brokerage, 
manufacturing and insurance. We work side 
by side to create management systems, field 
service systems, even integrated systems 
overseas. 

See why the answer is NYNEX. 
Visit ICA, May 2-4 in Dallas. 
Booth 1376. 

The search for your NYNEX value-added 
information answer begins at ICA. 

Just look for the booth with Single Source 
Solutions. 


Need to communicate? Need to compute? The answer is 


NYNE= 
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$3,498 for an 80M-byte system. 

Grid’s machines are priced at $2,795 
for the base system, $3,995 for a 40M- 
byte system and $4,495 for an 80M-byte 
system. Grid’s prices, which are consider- 
ably higher than Tandy’s for the 40M- 
and 80M-byte hard disk drives, reflect the 
fact that the drives are small computer 
systems interface (SCSI) models. Tandy 
does not include SCSI drives as standard, 
although they are available. 
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tion semiconductor technology — any 
68030-based portable would have the po- 
tential to overheat and would consume 
an unreasonable number of batteries. 

There’s also the problem of the 
mouse. How would a portable Mac user 
enter data? Apple will offer a number of 
alternatives, say users familiar with the 
machine, including input devices such as 
a tracking ball and a wand-like feelix tool. 

The Mac portable won’t be cheap; 
speculation has it priced in the $3,000 
range. What may be an even bigger chal- 
lenge than any technical issues Apple has 
to resolve will be the competition it gets 
from MS-DOS-based portables. 

While Apple is pushing its portable 
out the door, MS-DOS-based portables 
are in their third incarnation. Last De- 
cember, NEC Home Electronics, Inc. be- 
gan shipping its Ultralight, an 8'- by 2- 
by 11-in. laptop weighing 4 pounds and 
costing $2,999. The portable Mac isn’t 
expected to be light enough to be classi- 
fied as a laptop; users who have seen it 
say it’s about 16 pounds. 

Larger and heavier MS-DOS porta- 
bles are a good deal cheaper than a ma- 
chine like the Ultralight. A Toshiba por- 
table can be purchased for less than 
$1,000. 

Don’t expect the Mac portable to be a 
flop, though. Mac fans are used to spend- 
ing a bit more for its user-friendly tech- 
nology, and a number of corporate users 
have verbally committed to the machine. 

A product that is likely to have more 
impact for corporate users and to Apple 
strategically is the Apple Token-Ring, 
another product that has been a subject of 
the gossip mills for several months. Ap- 
ple itself is responsible for much of the 
speculation. Last fall, a product market- 
ing manager promised that the Token- 
Ring/3270 card would be out before the 
end of the year. Gerald Malec, vice-presi- 
dent of business marketing, has said on 
the record that the Mac cannot be consid- 
ered a standard within large corpora- 
tions until it has this product. 

Users didn’t find the Token-Ring un- 
der their Christmas trees. It is now four 
months into 1989, and there still has not 
been an announcement. The latest rumor 
is that Apple will introduce the Token- 
Ring/3270 card in June. Again, Apple is 
playing catch-up. The Apple Token-Ring 
will run at 10M bit/sec., sources have 
said. IBM has already pushed its Token- 
Ring’s performance to 16M bit/sec. 

The Mac portable is nifty, but the To- 
ken-Ring/3270 product is essential. The 
relationship with DEC is nice, but if Ap- 
ple is sericus about playing in multivendor 
environments, it must offer full connec- 
tivity to IBM. 


Pitta is Computerworld’s West Coast senior cor- 
respondent. 
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INTRODUCING SPARCSTATION 1. 
THE WORLD’S MOST POWERFUL DESKTOP 
FOR THE PRICE OF A PC. 
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Introducing the new generation of 


desktop computers from Sun Microsystems. 


The SPARCstation"1. 

A miracle of miniaturization, inte- 
gration and innovation, the SPARCstation 
1 sets a new benchmark of price, perfor- 
mance and functionality by which all 
others must be judged. 

Simply put: for less than $9,000* 
the SPARCstation 1 gives you more power 
integrated with more features than any 
other desktop computer in the world. It’s 
the world’s most powerful desktop. Yet 
it’s smaller than an IBM PC. 
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The RISC-based &% 
SPARCstation 1 gives you 
12.5 Dhrystone MIPS and 14 Mflops of 
double precision performance. 


i pare 


The SPARCstation 1. It may look 

small but when you compare its power 

and features to anything else on the market, 
it’s clearly the world’s most powerful desktop. 


* The US list price for one SPARCstation | with a 17-inch monochrome/grayscale display and eight megabytes of main memory. Possibly the best desktop computer deal in history. Of course, SPARCstations are 
available in a variety of configurations to satisfy the needs of different users. 
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OPEN LOOK gives you all the power of UNIX with an interface that’s as 
easy-to-use as the easiest-to-use personal computer. Point at an icon, click the 
mouse button and your SPARCstation I goes to work at blinding speeds. 


That translates into three times the 
power of the most fully loaded and hotly 
accelerated PC or traditional workstation. 

And with our high-performance 
GX< Series, the performance curve goes 
right off the chart. 

A major technological break- 
through in computer graphics, our 
SPARCstation 1 GX produces up to 
400,000 vectors a second. Giving you two 
times the graphic performance of any 
machine twice its price. 

And it doesn’t just speed up 2D 
and 3D wire frame applications, it speeds 
up the overall performance of your 
system. Including windowing and 

scrolling 
through text. 
And the 
list of firsts goes 
on and on. 
The SPARC- 
station 1 has anew 
very high-speed bus that delivers 
A many times the performance 
~~ of a Micro Channel bus. Which 
~“\ makes it very easy for your 
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SPARCstation 1 to expand, 
connect and communicate 
with other devices. From Laser 
Printers to Ethernet gateways. 

Right out of the box, 
the SPARCstation 1 comes 
packed with a full eight mega- 
bytes of RAM expandable up 
to 16 megabytes. With your 
choice of a high resolution 
monochrome/grayscale or 
color display. 

The SPARCstation 1 
integrates up to 208 megabytes 
of hard disk storage and a 3.5 
inch disk drive that reads IBM 
compatible DOS floppy disks, 

_ Which travel well in a button- 
down or Hawaiian shirt pocket. 

And still there’s more. 

Like built-in 32-bit 
Ethernet. A blindingly fast SCSI connec- 
tion. Four serial I/O ports. Expansion 
boxes for more than a gigabyte of disk or 
tape storage. An operating system 
that’s already 
installed so 
you can start 
work right 
away. All 
enclosed in a 
16-inch square 
box that con- 
sumes less 
energy than 
a 100 watt 
light bulb. 

If you 

still need more, 
there is. The SPARCstation 1 will 
provide you with companionship. It'll 
talk to you. It has its own built-in speaker 
and microphone jack to record and play- 
back music, voice or any other sound you 
like to hear. Which makes it the ideal 
machine for voice mail and multi-media 
applications. 

And still there’s more. 


For 3D applications, the 
SPARCstation I GX lets you 
interactively manipulate 3D objects 
at speeds that make ordinary 
workstations seem down 

right sluggish. 





If you work at a desk, there's a SPARCstation and a SPARCware application to help you do what you do better, faster and 


PRESENTING OPEN LOOK. 
UNIX FOR 
THE REST OF US. 

A simple, intuitive, point-and-click 
interface, OPEN LOOK™ uses graphic 
icons and a mouse to navigate through 
the entire SPARCstation 1 system. 

Which makes your SPARCstation 1 
as easy-to-use as the easiest-to-use 
personal computer. 

Printing a document, sending a fax 
or transferring a file is as simple as point- 
ing at an icon and clicking a mouse. 

Working with different applications 
simultaneously is as easy as moving 
a mouse. 

And the time you spend learning 
one OPEN LOOK SPARCware” program 
won't be wasted when you want to learn 
another. Which means lower training 
costs, increased productivity and the ability 
to accomplish great things from the 
moment you tear the cellophane off your 
software package. 


THERE’S A SPARCWARE 
APPLICATION FOR EVERY JOB 
UNDER THE SUN. 


No matter what job you do, there’s 


a SPARCware application to help you do it. 


The hottest software in the industry 
runs on SPARC" In fact, more UNIX® 
software applications run on SPARC than 
all other RISC processors combined. 


There are over 450 third-party 
SPARCware applications available right 
now that you can unwrap and put to 
use today. 

In addition, with DOS Windows;" 
a SPARCstation 1 can easily satisfy the 
needs of the casual DOS user who 
occasionally needs to access DOS appli- 
cations and files. You can even cut and 
paste between your DOS and SPARCware 
applications. 


THERE’S A SPARCSTATION 
TO SATISFY EVEN THE MOST 
POWER HUNGRY USER. 


For the truly power hungry among 
you, working in scientific research, artifi- 
cial intelligence or high-end engineering 
design, we offer an even more powerful 
SPARCstation configuration specifically 
designed to satisfy the needs of the 
power user. 

The SPARCstation 300 Series. 

Another SPARC first. 

With 16 Dhrystone MIPS and 2.6 
Mflops double precision performance. 

Up to 56 megabytes of RAM and 
over a gigabyte of internal storage. 

Real time, interactive 2D and 3D 
solids modeling. 24-bit color. 

And virtually unlimited expansion 
potential with up to 12 slots that can 
accommodate everything from video to 
visualization. 





with more control than ever before. All for less than the price of a fully loaded PC. 


INTRODUCING SPARCSERVERS. 
AT THE SERVICE OF EVERYONE IN 
YOUR ORGANIZATION. 

The power of SPARC doesn’t stop 
at the desktop. 

Your whole workgroup can share 
files, data, applications and power through 
our new SPARCserver" Series. 

With up to 32 =n of eesti 
standard IPI high p= 
speed drives, 

SPARCservers 
can accommo- 
date more than 

60 users while 
providing a high- © 
speed gateway to © 
IBM,DEC and © 
other networks. 
The SPARCsystem 
family can grow as 


your needs do. From 
desktop to file server. 
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WE'RE OPEN FOR ANYTHING. 


In addition to their own staggering 
technological credentials, SPARCsystems 
offer you one other gigantic advantage 
over any other computer system. 

Open Computing. 

It’s the philosophy that’s made Sun 
the fastest growing computer company in 
the Fortune 500. 

And it gives you the ability to dis- 
tribute computing power throughout 
your entire company. 

Which means you’re not tied into 
one proprietary operating system, instruc- 
tion set or user interface. Nor are you 
tied down to one proprietary vendor. You 
can choose the hardware, software appli- 
cations and network solutions that are 
best for you. Whatever they may be. And 


whoever may supply them. 


So before you purchase 
another desktop, get all the 
| details on Open Computing 
_ and our new SPARC family. 
| Call 1-800-223-6736. Or in 
California, 1-800-322-6736. 
ped Then get ready to set off 
| afew sparks of your own. 


sun 


microsystems 


Systems for Open Computing" 


Copyright © 1989 Sun Microsystems, Inc. SPARC, SPARCstation, SPARCserver, SPARCware, DOS Windows and Systems for Open Computing are trademarks, and Sun and the Sun logo are registered trademarks of 
Sun Microsystems, Inc. UNIX is a registered trademark and OPEN LOOK is a trademark of AT&T. All other products or services mentioned are identified by the trademarks of their respective organizations 
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and that is probably healthy,”’ Boston Edi- 
son’s Dubiel said. “Tt was a no-win situa- 
tion when we administered the budget for 
the whole corporation. Now each depart- 
ment sets its own budgets.” 

Not all IC managers are convinced that 
charging fees for their services is an alter- 


Our PC WorkCenter™ accommo- 
dates all PC components while supplying 
an adjustable, comfortable workstation. 
Locks for tight security when off-line. 

To find out how to slim down costs, 
write or call 1-800-225-7348. Wright Line 
| Inc., 160 Gold Star Boulevard, Worcester, 





MA 01606. 


| Wright Line 
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native to justifying their budgets, howev- 
er. 

In many instances, individual depart- 
ments in some corporations simply refuse 
to take on the added burden of projecting 
what their costs for IC services will be 
each year. Also, some managers fear that 
the IC will become complacent because it 
has a captive audience and little competi- 
tion. Finally, the organization simply may 
not be ready for such a setup. 


Fit itor. , printer, 
the chair you're sitting in. 


XEDIT COMPATIBLE PC EDITOR 


KEDIT™ is a text editor for DOS and 
OS/2 that supports most com- 
mands and features of XEDIT, 
IBM's editor for VM/CMS. But KEDIT 
goes beyond XEDIT compatibility 
with special PC-based fea- 
tures for a first-rate combina- 
tion of mainframe power 
and PC flexibility. 


@ More than 100 XEDIT com- 
patible commands and SET 
options, including the ALL 
command. 


@ XEDIT prefix commands, 
targets, and fullscreen 
layout. 


@ Multiple files, multiple 
windows. 


@ Built-in subset of the REXX 
macro language included. 


@ interfaces to Personal REXX, 
our complete implementation 
of REXX 


@ Enhanced biock operations. 
@ And much, much more. 


P.O. Box 532, Storrs CT 06268 
(203) 429-8402 


USER'S 
GUIDE 
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Er Ta 


“While KEDIT remains true to its 
heritage in retaining compatibility 
with the mainframe XEDIT, it is also 
one of the most feature-packed 
PC text editors around” 
PC Magazine, 10/31/88 


KEDIT Version 4.0 is available at 
$150; OS/2 version is $175. Add 
$3 shipping. MC, VISA, American 
Express. Demo version available. 


KEDIT is c trademark of the Mansfield Software Group. inc 
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It figures 


here are essentially three 

levels of chargeback that 

companies can use to allo- 

cate the costs of running 

its information center to 
end users, according to Brandt Al- 
len, a business professor at the Uni- 
versity of Virginia. 

“The first is no chargeout, 
where management considers com- 
puter costs as part of the corporate 
overhead,” he explained. End users 
are not charged for their share of 
computer services. 

The second level is cost charge- 
out, where the cost of running the 
IC is pushed down to the operating 
units. The company allocates costs 
according to the number of employ- 
ees, the division size or some other 
measure but not according to their 
use of the IC’s services, Brandt 
said. 

The third level is the profit cen- 
ter, “where computer services 
loses money, breaks even or makes 
a profit,” Allen said. Costs are set 
according to local competition for 
certain services, perhaps with a 
markup or based on negotiation 
with end users. 

MICHAEL ALEXANDER 


Developers build 
on Framework 


TORRANCE, Calif. — Ashton-Tate 
Corp. has long sold runtime versions of its 
Dbase database management and devel- 
opment language, but now the firm is 
branching out and offering a special ver- 
sion of its Framework integrated soft- 
ware for developers. 

Framework III Runtime trades Frame- 
work’s pull-down menus for a tighter fo- 
cus on the product’s Fred programming 
language. However, developers can use 
the systems spreadsheet, database, word 
processing, graphics and electronic mail 
capabilities and distribute customized ap- 
plications free of charge. 

According to Ashton-Tate, many of 
the 300,000 Framework customers actu- 
ally develop applications. Previously, 
however, application distribution re- 
quired that each user have a full copy of 
the package. 

Framework Runtime can also allow de- 
velopers of database applications to add 
other functions such as graphics or 
spreadsheet views of data, said Dave Mc- 
Loughlin, product manager for Frame- 
work III Runtime. In actuality, it is possi- 
ble to link Framework Runtime to a 
Dbase runtime program, McLoughlin 
said. 

The runtime package costs $995 and 
will ship by the end of this month, accord- 
ing to the company. 


Unlocking maintrame resources: word processing. 


Why are so many 


end user 


Timeliness is critical for 


reports outdated 


many end user reports. But DP 
can't always drop ongoing work 
to respond quickly to report 
requests. 

Now there’s a way out of the 
report support bind: mainframe 
word processing for end users. 

EdWord?’ is the key. With 
EdWord software, your end 
users will enjoy benefits like == == 
mail merge, menus, spelling cor- a 
— easy formatting, and online print preview, among 
others. 

Anyone with a 3270 can use EdWord. For real flexibility, 
use EdWord with ESS? the Trax spreadsheet package, to inte- 
grate text with financial data. 

Trax is the key. Join the more than 500 companies using 
Trax software around the world. Contact Tom Cox, 10801 
National Blvd., Los Angeles, CA 90064. FAX: (213) 470-2487. 
Telex: 350048. Telephone: (213) 475-TRAX. 


2 Trax 
Unlocking end user 
4 rex productivity on 


Softworks, inc. your IBM mainframe. 


EdWord and ESS are registered 
trademarks of Trax Softworks, Inc. 
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MS-DOS 4.0 


CONTINUED FROM PAGE 35 


prior to shipping the product this month, 
confirmed Compaq director of product 
marketing Lorie Strong. 

Strong said Compaq has met resis- 
tance from users because the 4.01 update 
is larger than earlier MS-DOS versions. 
“A lot of our large accounts have said they 
have written their own interface for the 
DOS 3.3 level, so they’re not anxious to 
introduce another user interface,” Strong 
added. Compaq projects about 20% to 
40% of its users will opt for 4.01 over 
DOS 3.31 by the end of 1989. 

In spite of Microsoft’s efforts, users 
who want an operating system with a 
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graphical interface may skip MS-DOS 
4.01 and choose from operating environ- 
ments such as Microsoft’s Windows with 
earlier MS-DOS versions or even migrate 
to OS/2 Presentation Manager. 

“The real major issue is an interface is- 
sue,” said Jack Dreiss, a partner at Chica- 
go-based Arthur Andersen & Co., who ad- 
vocates using Windows/386. “‘We’ve got 
as much interface as we need. We are no 
real hurry [to upgrade DOS]. It’s much 
more of a Windows question. If Windows 
turns out to take some particular advan- 
tage of DOS 4.0, then maybe we would.” 

Microsoft’s early versions of MS-DOS 
4.0 were delayed after initial bugs showed 
up in IBM’s PC-DOS 4.0. Among the ear- 
ly problems was a difficulty using the buff- 
ers and fastopen/x files for file caching in 


expanded memory. 

Edwin Sund, a senior systems engi- 
neer in the personal computer support 
group of Weyerhaeuser Co.’s Information 
Systems division in Federal Way, Wash., 
did early evaluations of both PC-DOS 4.0 
and MS-DOS 4.01 and continues to sup- 
port the updates, although he said he does 
not push his firm’s 7,000-plus PC users to 
upgrade. 

“Tt really depends on what the user is 
looking for,” said Sund, who estimated 
that several hundred users have DOS 4.0 
at Weyerhaeuser. “‘We pretty much ad- 
dressed the need for menus some time 
ago by creating our own, so we don’t have 
a burning need for the [4.0] DOS Shell, al- 
though it’s nice to have a standard menu- 
ing system in your package.” 


No other application development software 
is quite this fast. 


Sure, you expect speed. But not this 
much speed. Truth is, anyone who has ever 


developed applications is surprised by 
PROGRESS. Like the developers who 
gave it the highest satisfaction rating 
among the 4GL DBMSs surveyed by 
DATAPRO* 


PROGRESS is a high-performance 4GL 
designed specifically for building, modify- 


NOW PROGRESS APPLICATION 
DEVELOPMENT IS EVEN 
FASTER WITH PROGRESS 
FAST TRACK? 

PROGRESS FAST TRACK is a menu- 
driven application builder that allows devel- 
opers and users to paint screens, create 
menus, generate reports and perform 
queries. Unlike other application builders, 


r 


Send $95 for your PROGRESS Test Drive. 
Or call: Progress Software Corporation 


| 5Oak Park 
| Bedford, MA 01730 


| 1-800-FAST 4GL 


(In Massachusetts, 


| call 617-275-4500) 


FAX: 617-275-4595 


| Telex: 509965 


ing, and customizing database applications. 
It requires less code than other 4GLs, 
it’s crash-proof, has SQL, and it’s trans- 
parently portable across UNIX, XENIX, 
ULTRIX, AIX, MS-DOS, VAX/VMS, 
and CTOS/BTOS, as well as LANs. 

Well, hold your horses. 


PROGRESS FAST TRACK provides you | ae 
greater flexibility and control by generating 
AGL code. | 

For only $957, you can test drive a copy of | 
PROGRESS. And ifit’s not as fast as we say 
it is, we'll refund your money. So call today. | 

And hang on tight. 


Offices in: Atlanta, Boston, New York, San Diego, Washington, D.C., Amsterdam, Brussels, Cologne, Copenhagen, Helsinki, London, Melbourne, Montreal, Munich, Oslo, Paris, 


*DATAPRO Reports on Software, DATAPRO 70 © 1986, 1987, DAT .”RO RESEARCH CORPORATION 
and PROGRESS FAST TRACK are regustered trademarks of Progress Softw: 


PROGRESS 


Reykjavik, Stockholm, Sydney, Toronto, Vienna, and Zurich. 
+ For international orders please call for stappang and handling indormation 
are Corporation, developers of advanced software technology for business and industry. The following are trademarks of the following companies. VAX, VMS and ULTRIX of 


Dngital Equipment Corporation; UNIX of AT&T, MS-DOS and XENIX of Microsoft Corp.: CTOS of Convergent Technologies, Inc. ; BTOS of Unmeys Corporation. 


COMPUTERWORLD 


Barney 


CONTINUED FROM PAGE 37 


Javelin package, a database or account- 
ing or forecasting software is better. But 
people still use 1-2-3. In fact, only a boob 
would argue that 1-2-3 is a good word 
processor, but people still use it for just 
that purpose. 

It all boils down to the Yugo syn- 
drome. People know Yugo cars are cheap 
and handle superbly, but they are afraid 
that they will break down and that parts 
from Yugoslavia will be next to impossi- 
ble to find. 

As with General Motors, there is 
comfort in 1-2-3. The exact same thing 
happened with Excel on the Macintosh, 
and there is no way that Lotus — or any- 
thing else — will displace it. 

As one IS manager put it, “If you 
meet someone a little better than your 
wife, it is not really worth it, with attor- 
ney’s fees and dividing up the house. If I 
were to meet Bo Derek, I would consider 
it. Excel is not quite Bo Derek.” 

Unfortunately for Lotus competitors, 
spreadsheets aren’t like word processors. 
You can’t just swap over documents in 


EVER PUT 1-2-3 

down or say you are 

going to blow it out of 
the water. That is asking for 
an instant and painful wound. 


ASCII and start writing again. People in- 
vest a great deal of time developing mod- 
els, writing macros and just plain learning 
how to use the program. 

So how long will the status quo re- 
main? Probably for a pretty long time. 
The 1-2-3 interface has become truly 
ubiquitous. To push out 1-2-3, a new in- 
terface has to emerge. 

That interface will probably be Mi- 
crosoft’s Windows and OS/2 Presentation 
Manager. Once the majority of people 
use this interface, a program such as Ex- 
cel then has a good chance at capturing 
some of the market. 

The problem still is getting people to 
switch from Lotus. If you have ever com- 
pared the two products, you find some 
interesting differences. Excel is easier 
and prettier to look at. But when you 
know what you are doing, 1-2-3 responds 
much more quickly. 

Lotus understands that. In fact, 1-2- 
3/G, its graphical version of 1-2-3, really 
isn’t that graphical. 

What 1-2-3/G mainly adds is mouse 
control for painting ranges and changing 
the size of columns. But in essence, it is 
going to look and act a heck of a lot like 
today’s 1-2-3. 

Advice to potential competitors? 
Never put 1-2-3 down or say you are go- 
ing to blow it out of the water. That is 
asking for an instant and painful wound. 

Instead, competitors need to pro- 
mote co-existence. Talk about compati- 
bility, talk about what your product adds 
to 1-2-3 or how easy it is to migrate. But 
more than anything, wait a couple of 
years for that graphical interface to take 
over the market. Then you’ ve at least 
got a shot. 


Barney is a Computerworld senior editor, PCs & 
workstations. 
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At 3Com,we network more types of 
systems to more types of systems than 
anyone else. 

At last count, that amounted to over 
390 different mainframes and minis. 
And over 400 different PCs, terminals 
and workstations. 

Any or all of which we can combine 
into a single, integrated network. That's 
because we make more modular 
networking products than anyone else. 

Over 350 different products to be 
more exact. Everything from adapter 


boards to network operating systems 
to mainframe connections. Each one 
built upon a platform of established 
industry standards. And each one 
built with the flexibility to change as 
your needs change. 

It’s also reassuring to know that we 
back these products with a variety of 
comprehensive service and support 
options. So if you need to connect 
a lot of different systems or just a few, 
call 1-800-NET-3Com, Dept. EF. 

And get us on the line. 


3Com 


We network more types of systems 
to more types of systems. 
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NEW AT COMDEX/SPRING ‘89 


The following products were an- 


nounced last week at Com- 
dex/Spring ’89: 

e Relisys, traditionally known as 
a computer peripherals manu- 
facturer, formally entered the 
IBM Personal Computer AT- 
compatible systems market- 
place. 

The Milpitas, Calif.-based 
company’s RX series reportedly 
includes two Intel Corp. 80386- 
based tower models and five In- 
tel 80286-based computers. The 
tower units are available in 
speeds of 20 and 25 MHz and in- 
clude on-board cache memory up 
to 64K bytes, the vendor said. 
They are priced from $4,195 to 
$4,895 and come standard with 
1M byte of expandable dynamic 
random-access memory. 

The five 286-based comput- 
ers were designed for desktop 
use and feature an on-board flop- 
py disk drive controller for op- 
tional 32- and 5%-in. drives, the 
vendor said. 

Each model reportedly offers 
support for the Lotus/Intel/ 
Microsoft Expanded Memory 
Specification Version 4.0. Pric- 
ing ranges from $1,695 to 
$2,495, depending on amount of 
memory and configuration. 


The systems will initially be | 


marketed to private labelers and 
OEMs, with volume shipments 
slated to be available through 
distribution channels at midyear, 
the company said. 

e Output Technology Corp. in 
Spokane, Wash., introduced a 
560 char./sec. dot matrix print- 


er. 

Designated the 560DL, the 
unit is targeted at both single 
and multiuser personal comput- 
er applications, the company 
said. 

Features reportedly include 

front-panel menu ing, 
built-in bar codes and front and 
bottom paper-feed capabilities. 
The printer can accommodate 
both 80- and 136-column print- 
ing and is especially suited for 
spreadsheet applications, ac- 
cording to the vendor. The 
560DL costs $1,995. 
@ Several color and monochrome 
monitors for use with IBM Per- 
sonal Computers and compati- 
bles as well as Apple Computer, 
Inc. systems were unveiled by 
Sampo Corporation of America. 

The product line reportedly 
includes a general-purpose 14- 
in. color monitor, two 20-in. 
and two 20-in. high-resolution 
monochrome units. 

The monitors are reportedly 

scheduled to ship early in May; 
pricing will range from $789 to 
$2,695. Sampo is based in Nor- 
cross, 
e Acombination portable PC and 
organizer was introduced by La- 
ser Computer, Inc. in Lake Zu- 
rich, Ill. 

According to the company, 
the Laser PC3 incorporates 


48 


word processing capabilities and 


includes an interface feature that 
permits users to transfer infor- 
imation from a desktop computer 
to the PC3. 

Features reportedly include a 
spelling checker and 32K bytes 
of user memory. Available in 
both IBM PC-compatible and 
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Apple Macintosh versions, the 
unit is scheduled to ship in May 
and will carry a price tag of 
$279. 

eA portable tape backup unit 
was announced by Interpreter, 
Inc. in Denver. 

The Tapexchange 60TX re- 
portedly plugs directly into the 
parallel printer port of an IBM 
PC or compatible system and has 
a 60M-byte storage capacity. 


The unit can back up and restore 
approximately 20M bytes in six 
or seven minutes, the vendor 
said. . 

The 60TX is priced at $989, 
which includes cable, built-in 
power supply, one tape and doc- 
umentation. 
eThe Xtree Co. in San Luis 
Obispo, Calif., unveiled a reconfi- 
gured version of its disk manage- 
ment software, Xtreemac, de- 


veloped specifically to run in the 
Apple Macintosh environment. 
The software reportedly dis- 
plays a visual work surface that 
allows the user to gather and ma- 
nipulate folders and also en- 
hances the Macintosh’s Finder 
features, according to the com- 
pany. Xtreemac costs $99. 

The company also introduced 
an upgraded release of Hot, a 
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menu development package for 
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E’RE HELPING 
GROW INTOA 


Ten years ago, WearGuard was 
a small store selling work clothes 
and uniforms in Cambridge, 
Massachusetts. 

But then they had a big idea 
Grow aggressively by applying 
high-tech solutions to their 
low-tech industry. 

Of course, this meant major 
alterations. And for that, they 


needed the right computer system. 

After trying a few on for size, they 
chose Prime. 

It was a perfect fit. 

We gave WearGuard the ca 
to develop new applications fast. 
Applications like the one that 
enabled them to respond quickly 
to more than 1.6 million catalog 
customers last year alone. 


ty 
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IBM PCs, Personal System/2s 
and compatibles. Release 4.1 in- 
cludes a tutorial, Help screens 
and a license to distribute as 
many as 100 menu sets, the ven- 
dor said. 

Hot is priced at $395. 
e Alps America, a division of Alps 
Electric U.S.A., Inc., announced 
a faster version of its Allegro 24 
dot matrix printer. 

Introduced last year, the de- 
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vice reportedly printed 150 
char./sec. in draft mode and 50 
char./sec. in letter-quality mode. 
The vendor said the enhanced 
version offers 27% faster 
throughput over the original 
model with an 11% increase in 
letter-quality throughput speed. 
The Allegro is availabie at its 
original price of $499. The firm 
is headquartered in San Jose, 
Calif. 


NEW 


Systems 


A 12-MHz Intel Corp. 80286- 
based personal computer is now 
available from DTK Computer, 
Inc. 

Called the Tech-1260, the 
zero-wait state IBM Personal 


PRODUCTS 


Computer AT-compatible sys- 
tem reportedly includes five ex- 
pansion slots, one parallel and 
two serial ports. The vendor said 
on-board space is provided for 
1M byte of dynamic random-ac- 
cess memory, which can be con- 
figured with a base memory of 
384K to 640K bytes. The com- 


PRIME and the Prime logo are registered trademarks of Prime Computer, Inc., Natick, MA. WearGuard is a registered trademark of WearGuard Corporation, Norwell, MA. 
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And as WearGuard | grew, we grew with them. 
Today, their Prime® system is perfectly tailored 


to manage er every phase of the business. 


Inventory. Direct mail. Customer service. The list 
is almost endless. 

With projected sales of $500 million by 1993, 
WearGuard shows every sign of growing into an 
extra-large player in their market. 

And Prime is a Fortune 500 company with 
yearly revenues of over $1.5 billion. If you’d like 
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to know more about how Prime could help your 
outfit, call us at 1-800-343-2540 (In Canada, 
1-800-268-4700). 

Prime. The computer company you won't 
outgrow. 


—_ Prime’ 


Prime Computer, Inc. 
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puter also comes equipped witha 
hard disk and a floppy disk con- 
troller and is priced at $749. 
DTK Computer 

15711 E. Valley Blvd. 

City of Industry, Calif. 
91744 

818-333-7533 


Heath/Zenith Computer Based 
Instruments has expanded its 
line of industrial products with 
the addition of the SWS-4386 In- 
dustrial Computer. 

The Intel Corp. 80386-based 
system was designed for high- 
speed processing in rugged in- 
dustrial environments, the com- 
pany said. It reportedly offers 
1M byte of standard random-ac- 
cess memory, which is expand- 
able to 16M bytes and runs at 16 
MHz with zero-wait states. 

The unit’s shock-mounted 
disk drives were developed to 
withstand shock and vibration, 
and four fans are included to cir- 
culate cool air around system 
components, according to the 
vendor. 

The SWS-4386 costs $7,500. 
Heath/Zenith Computer 
Based Instruments 
P.O. Box 21 
St. Joseph, Mich. 49805 
800-331-0277 


Data storage 


RMT Systems, Inc. has expand- 
ed its product line with the addi- 
tion of the RMT2001-F2H2 disk 
controller for IBM Personal 
Computer XT and compatible 8- 
bit computers. 

The company said the prod- 
uct will control any combination 
of two of the following floppy 
disk drives: 360K-byte 5%-in. 
drives; 1.2M-byte 5%-in. drives; 
720K-byte 3'2-in. drives; or 
1.44M-byte 3¥-in. drives. The 
controller reportedly occupies 
one expansion slot and supports 
drives from several manufactur- 
ers, such as Sony Corp., Toshiba 
America, Inc. and Fujitsu Amer- 
ica, Inc. It is priced at $195. 
RMT Systems 
Suite E 
18226 McDurmott W. 
Irvine, Calif. 92714 
714-863-1092 


CMS Enhancements, Inc. has in- 
troduced three external 5%-in. 
360K-byte floppy drives for use 
with laptop computers. 
According to the vendor, the 


Transporter series of floppy disk 


drive subsystems is available in 
versions for Toshiba America, 
Inc., Tandy Corp., Zenith Data 
Systems and Sharp Electronic 
Corp. laptop systems. 

The drives allow compact 
portable computers to install 
software programs from 5%-in. 
disks onto their hard drives or 
onto 3%-in. disks, according to 
the vendor. 

The units are priced at $345. 
CMS Enhancements 
1372 Valencia Ave. 

Tustin, Calif. 92680 
714-259-5834 








a major highway with only two lanes. 


Now you know why you need Micro Channel from IBM. 


Picture it. 

Rush hour traffic. Two narrow lanes. 
All backed up and no place to go. 

If you're lucky, this isn’t the situation 
you face on the road every day. But it does 
describe what’ going on inside most personal 
computers. 

Thats why IBM developed the 
Personal System/2° with Micro Channel™ 
Micro Channel gives the PS/2° more “lanes” 
to handle the flow of information. Within 
your system. And between systems. Its a 
veritable superhighway. With an impressive 
combination of speed and reliability that 
leaves ordinary computers far behind. 

Best of all, the IBM Micro Channel 
delivers data faster and makes the most of 
your expansion card performance, all with 
improved reliability. And when you're ready 


to add new cards, including the latest “intelligent” ones, Micro Channel 
gives you an easy, switchless way to do it. More proof that when youre 
thinking ahead, you're 
thinking IBM. 
Ask your IBM Authorized 
Dealer or IBM marketing 
representative about the 
IBM Personal System/2 with 
Micro Channel. For a dealer 
near you, call 1 800 IBM-2468, 
ext. 121. 
Just make sure you fasten 
your seat belt. 


IBM, Personal System/2 and PS/2 are registered trademarks of International Business Machines Corporation. Micro Channel and OS/2 are trademarks of International Business Machines Corporation. © 1989 IBM Corp. 





Tallgrass Technologies Corp. has an- 
nounced a 40M-byte tape backup unit re- 
ported to be compatible with most popu- 
lar laptop computers. 

Called Laptape, the product offers 
40M to 60M bytes of archived data stor- 
age and comes in a small-footprint exter- 
nal cabinet, according to the company. 

Features reportedly include menu- 
driven screens and a selective file backup 
and modified file backup option. 

Laptape costs $795, according to the 
vendor. 

Taligrass Technologies 
11100 W. 82nd St. 

Overland Park, Kansas 6621 4 
800-825-4727 


A disk copying machine for 5%- and 3%- 
in. disks has been introduced by Alf Prod- 
ucts, Inc. 

Dubbed Quick Copy, the disk duplica- 
tor reportedly weighs 12 pounds and is 
enclosed in a self-contained unit. The 
product can accommodate disks from 
IBM, Apple Computer, Inc., Digital 
Equipment Corp. and several other hard- 
ware environments, the company said. 

Quick Copy is priced from $1,495, the 
vendor said. 

Alf Products 

3940 Youngfield St. 
Wheat Ridge, Colo. 80033 
800-321-4668 


Training 


Quires Corp. has released a product de- 
signed for business professionals requir- 
ing desktop publishing capabilities. 

“How to Spec Success and Win Proj- 
ects” consists of a handbook and set of in- 
teractive disks that reportedly offer prac- 
tical examples of form formatting and 
editing, cutting and pasting and working 
with templates and forms. The software is 
based on Lotus Development Corp.’s 
Manuscript word processing package. 

The product is priced at $25. 

Quires 

P.O. Box 940 
Niwot, Colo. 80544 
303-530-2744 


American Training International (ATI) 
has introduced a skill-based training pro- 
gram for OS/2 Standard Edition. 


Teach Yourself OS/2 permits students 


to self-teach their way through the oper- 
ating system and begin using it within a 
matter of hours, according to the vendor. 
The package requires an IBM Personal 
Computer or compatible with DOS 2.0 or 
higher and a minimum of 256K bytes of 
random-access memory. The program is 
priced at $59.95. 

ATI 

12638 Beatrice St. 

Los Angeles, Calif. 90066 
213-823-1129 


DSI Micro, Inc. has announced a comput- 
er-based training program for users of 
Ashton-Tate Corp.’s Dbase IV software. 
Called Dbase IV: The New Features, 
the program was designed to give experi- 
enced users a quick, illustrated, interac- 
tive guide to Dbase IV, the company said. 
The product reportedly simulates the 
functions and commands of the software 
and is priced at $75 per unit. It is available 
for hard-disk installation only. 
DSI Micro 
770 Broadway 
New York, N.Y. 10003 
800-443-7432 
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Software utilities 


Shannon Associates, Inc. has introduced a 
generic utility program that allows the 
transformation of any syntactically reduc- 
ible character-oriented file to any other 
form while retaining the similarity be- 
tween both, the company said. 

Called Metamorphosis, the product re- 
portedly functions as a custom compiler, 
assembler, macro processor, query lan- 
guage processor, command language pro- 
cessor, graphics language processor and 
report generator. 

Generic Metamorphosis, Fortran IV 
to C, PL/I (Subset G) to C and CMS-2M to 
Ada sell for $387, $87, $87 and $134 
each, respectively. 





Every DP/MIS manager is concerned 
with PC productivity and about getting the 
most out of the systems and software your 
company already has. But as more data gets 
stored in PCs, how efficient can users be if 


‘Applications supported in Speed View include Lotus 1-2-3, Symphony®, Manuscript®, Agenda®, WordPerfect, dBase® , MultiMate® , Microsoft® Word, WordStar®, Display Write, all ASCII files, plus many more 
©1989 Lotus Development Corporation. Lotus, 1-2-3, Symphony, Manuscript, Magellan and Agenda are registered trademarks of Lotus Development Corporation. WordPerfect is a registered trademark of Satellite Software 


The product requires an IBM Personal 
Computer, PC XT, AT.or compatible with 
a minimum of 416K bytes of random-ac- 
cess memory, the vendor said. 

Shannon Associates 
P.O. Box 597 

Chapel Hill, N.C. 27514 
919-929-6863 


A software management tool that enables 
unsophisticated IBM Personal Computer 
and compatibles to bypass difficult DOS 
commands has been introduced by Soft- 
shell Systems, Inc. 

Called Softbreeze, the character- 
based program incorporates five utilities 
and a programming language into a single 
product, according to the vendor. The 
software reportedly utilizes 30K bytes of 
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random-access memory. 

A hard drive or network and MS- or 
PC-DOS Version 3.0 are required. Single- 
user versions will cost $129, and network 
versions will cost $295, effective through 
June 30. Pricing will be set at $169 and 
$495, respectively, after that date. 
Softshell Systems 
1163 Triton Drive 
Foster City, Calif. 94404 
415-571-9000 


An add-in utility designed to enhance the 
printing capabilities of desktop publishing 
applications has been released by Atech 
Software, a division of Ancier Technol- 
ogies, Inc. 

Called Publisher’s Powerpak, the pro- 
gram reportedly includes a high-definition 
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they spend most of their time looking for 
information, rather than using it? 

Which is why you should know about 
Magellan®. The first utility that helps you 
find and organize your files by letting you 
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font engine and three outline typefaces 
for producing scalable fonts from six 
points to 250 points in Helvetica, Times 
Roman and Courier-like families. The 
product runs in conjunction with Xerox 
Corp.’s Ventura Publisher and is priced at 
$199.95. 

Atech Software 

629 S. Rancho Santa Fe Road 

San Marcos, Calif. 92069 
619-438-6883 


EZX Publishing, a unit of EZX Corp., has 
announced Version 2.2 of its Ez-Forms 
Executive business forms processing and 
filing software for IBM Personal Comput- 
ers, PC XTs, ATs, Personal System/2s 
and compatible machines. 

The latest release features more than 
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100 user-modifiable form templates for 
business and personal applications, the 
vendor said. It requires 640K bytes of 
random-access memory and a 10M-byte 
hard disk drive and is priced at $119. 

EZX Publishing 

P.O. Box 58177 

Webster, Texas 77598 
713-280-9900 


Macintosh products 


Aseries of 342-in. hard disk drives for Ap- 
ple Computer, Inc. Macintosh computers 
has been introduced by Rodime, Inc. 

The Cobra series offers a reported 18 


- msec of speed and is available in 45M-, 


70M-, 100M- and 215M-byte configura- 
tions. 


All Cobra drives have dual small com- 
puter systems interface (SCSI) ports that 
allow daisy-chaining of as many as seven 
SCSI peripherals, according to the com- 
pany. 

The series can be ordered in both in- 
ternal and external versions, the vendor 
said. 

The external units range in price from 
$1,399 for a 45M-byte configuration to 
$2,549 for the 215M-byte model. Inter- 
nal device pricing starts at $1,299 for the 
45M-byte model and a 215M-byte inter- 
nal unit is available for $2,449, the vendor 
said. 

Rodime 

851 Broken Sound Pkwy. N.W. 
Boca Raton, Fla. 33487 
407-994-5585 


ard disk because 
at youre looking foi’? 


see their contents as they appear in your favor- 
ite applications. Without even having to load 
the specific applications that created the file. 

Unlike most utilities, Magellan is designed 
for every level of PC user. Everything you need 
torun the program is on the screen right in 
front of you.Which means that there is virtually 
no learning curve. And from a DP/MIS manag- 
er’s point of view, Magellan saves you time in 
end user support. 

To find specific information with Magellan, 
all you need  guyeeepeeepp 
is a general 
idea of what 
you re look- 
ing for. The 
Magellan 
Explore func- 
tion can per- 
form a search 
across your 
hard disk or net- 
work on a phrase, a topic, an idea or even an 
entire file. Not just key words. 

Then it lists your ‘‘found”’ files on the left 
of your screen in order of how relevant the con- 
tents are to the search topic. 

As fast as you can scroll down this list, the 
Magellan SpeedView function instantly shows 
the entire contents of each file on the right of 
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The Magellan Explore and Speed View functions 
let you locate everything related to a particular topic and see 
itas it would appear in its native application. 


Ce [co [ee [net [erie | sot] teen | a [ese 


your screen, highlighting relevant text for you. 

Using the information is easiest of all. 
Because all it takes is one keystroke to launch 
into the application that created the file, and 
it will be loaded and ready to go. 

Or you could 
use Magellan 
to gather the 
information 
you choose 
from several 
different 
applications 
(like a 1-2-3® 
spreadsheet 
and a Word- 
Perfect® memo)! and put it into a single file so 
you can start using it right away. 

Call 1-800-345-1043 for your free 
Magellan Demo kit. Ask for ALO-3593 to 
learn more on why Magellan is the quickest, 
easiest way to access all the information o 
your hard disk. — a 

Remember, 

PCs were sup- 
posed to make 
users a lot more 
productive. With 
Lotus Magellan, 
they can be. 
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With one keystroke, Magellan loads 
the selected file and application, in this case 1-2-3, 
so you're ready to go to work. 


Introducing Lotus Magellan 


International. dBase and MultiMate are registered trademarks of Ashton-Tate Corporation. WordStar is a registered trademark of Micropro International Corporation. Microsoft is a registered trademark of Microsoft Corporation 
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Software applications 
packages 


A portfolio management software pack- 

age is now available from Savant Corp. 
According to the company, The Inves- 

tor’s Portfolio was designed to keep track 

of investment holdings while calculating 

items such as current market value, unre- 

alized gain or loss and rate of return. The 

program runs on IBM Personal Comput- 

ers, Personal System/2s or compatibles 

and requires a fixed disk and 640K bytes 

of random-access memory. The product 

is priced at $495. 

Savant 

Suite 250 

11211 Katy Freeway 

Houston, Texas 77079 

800-231-9900 


Three microcomputer software packages 
designed for contingency and disaster re- 
covery planning have been released by 
Profile Analysis Corp. 

Recoverypac was developed for orga- 
nizations with mainframes and complex 
data networks, Recoverypac II is target- 
ed at minicomputer sites, and Riskpac is 
reported to be an expert system that col- 
lects and analyzes data. The products are 
priced at $9,600, $1,450 and $4,000, re- 
spectively. 

Profile Analysis 

454 Main St. 

Ridgefield, Conn. 06877 
203-431-8720 


Pil Enterprises has enhanced its com- 
puter animation software program, P11. 

According to the vendor, Version 4.80 
offers proportional fonts, pixel-based text 
crawl, image compression and movable 
picture windows. 

The package provides both vector and 
raster animation and operates on IBM 
Personal Computers and compatibles. It 
is priced at $79.95 plus $3.50 for shipping 
and handling. 

P11 Enterprises 

P.O. Box 5185 
Bridgeport, Conn. 06610 
203-366-0258 


Suntex National Corp. has annnounced 
Version 2 of Monte Carlo Plus, a software 
package designed to work with Lotus De- 
velopment Corp.’s 1-2-3 spreadsheet as 
well as 1-2-3 clones. 

Monte Carlo simulation is a statistical 
method used to find the uncertainty in a 
model’s result. The latest release pro- 
vides more input variables for manipula- 
tion, and the representation of results has 
been expanded to more than 60 tables and 
graphs, the vendor said. It costs $89. 
Suntex National 
P.O. Box 772868 
Houston, Texas 77215 
713-783-9059 


DISOSS 


ONLINE HUP UPDATE 
* Add, Update, Delete, List users 
¢ Works while DISOSS is active 
* CICS transaction and PS/CICS exit 
¢ Free 30-day trial 


TBS Software inc. 
249 Tempo Avenue 
North York, Ontario 
Canada M2H 2A9 

(416) 221-5140 
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Why you should buy computers 
from a company called Fujitsu. 


Because their quality is uncom- 
promising. And it shows in all the 
ways that make a difference to your 
business: Performance. Reliability. 
Service. Value. 


That’s not just our opinion. It’s the 
opinion of companies and individuals 
who have placed us among the four 
leading computer makers in the 
world, with annual computer sales of 
over $10 billion. 


They know we make some of the 
fastest and most powerful scientific 
and business computers on earth. And 
that all Fujitsu computers have a repu- 
tation for quality and high reliability. 


In America, Fujitsu’s Series 2000™ 
PICK®-based family of products offers 
business professionals cost-effective 
solutions to their business needs. 
Ranging in capacity from the 18-user 
System 2100™ to the 160-user System 
2600™, the Series 2000 family of busi- 
ness computers lets you choose the 
proper system for your current needs, 
with a clear growth path for future 
expansion. 


Computers are our No. 1 business. 
But they’re not our only business. You 
may already know us for our fiber 
optic communication systems. Or PBX 
systems. Or facsimiles. Or cellular 
telephones. Or even for advanced 
semiconductors and electronic 
devices. 


They're among the thousands of 
Fujitsu products that make us a $16 
billion high technology leader, with 
almost 100,000 employees and pro- 
jects in over 100 countries worldwide. 


So if you’re considering a computer 
system, we'll show you some very 
good reasons to consider Fujitsu. Write 
Fujitsu Microsystems of America, Inc., 
3025 Orchard Parkway, San Jose, CA 
95134. Or call 1-800-874-9927. 


System 2600 are trademarks 

of Fujitsu Microsystems of FUJITSU 
America, Inc. PICK is a 

registered trademark of PICK 

Systems, Inc 


Japan’s No. 1 computer maker 
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Cooperation, 
Unix styl 
,. ¢ First of two 
i) parts. 
At the February 
Uniforum show 
in San Francisco, 

.Y;, five vendors — 
ee ee Apollo, DEC, 
Hewlett-Packard, IBM and Nix- 
dorf — demonstrated how re- 
mote procedure calls (RPC) can 
serve as a means of distributing 
applications among computers 
while still retaining Unix’s fabled 
independence. 

At the show, a computational 
application and an interactive 
game were simultaneously run 
on computers from all five ven- 
dors, using software that is ei- 
ther available now or soon to be. 

RPCs benefit programmers 
by insulating them from the re- 
quirement of developing a com- 
munications connection. It’s nice 
to have a common programming 
interface for communications, 
such as the one IBM is develop- 
ing within Systems Application 
Architecture (SAA) for LU6.2 
— and Open Systems Intercon- 
nect as well, the vendors claim. 
Even nicer is not to have any vis- 
ible communications interaction 
at all. 

The RPC’s service-oriented 
structure suits most distributed 
applications because access to 
remote databases or other spe- 
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Shearson weighs ISDN display 


ON SITE 


BY ELISABETH HORWITT 
CW STAFF 


NEW YORK — Shearson Leh- 
man Hutton, Inc. is evaluating 
ICL North America’s recently 
announced OS/2-based Integrat- 
ed Services Digital Network 
workstation as a key component 
of the investment company’s 
ISDN network. 

Shearson, which currently 
has a voice ISDN network, is 
planning to extend the technol- 
ogy to data applications some- 
time this spring, according to 
Shearson Assistant Vice-Presi- 
dent David Isherwood. 

ICL’s ISDN Information Inte- 
grator, which is being tested at 
Shearson right now, has piqued 
the company’s interest in that it 


“facilitates communications be- 
tween users. When you’re on the 
phone and want to show some- 
one something, you can dosoina 
real-time manner,” as opposed 
to getting off the phone in order 
to send a facsimile or file, Isher- 
wood said. 

Shearson has already thought 
up several applications based on 
the workstation’s ability to sup- 
port interactive user sessions, 
including the following: 

e Two users structuring a deal 
can share a spreadsheet, making 
changes interactively. 

e One programmer can show an- 
other what happens when a but- 
ton is pushed, instead of having 
to describe it over the telephone. 
e Support staff can hook up with 
a user’s system to find out what 
is happening on the screen. 

One advantage of using ISDN 


links for those applications is 
that the connections can be 
made “without worrying about 
physical location or time zone,” 
Isherwood said. 

The OS/2 support is not cru- 
cial, Isherwood said. “Frankly, 
we don’t care what operating 
system is used, as long as it pro- 
vides the functions we want,”’ he 
said. 

Indeed, the system’s hefty 
memory and hardware require- 
ments could become a drawback 
if Shearson ever decides on wide 
implementation of the system, 
Isherwood said. ‘Having to buy 
an extra 4M bytes of storage per 
workstation contradicts the way 
people look at PCs.” 

Right now, the investment 
firm is testing four Information 
Integrators and a competing 
product for implementation 


within conference facilities. 
Shearson has the potential to use 
several thousand workstations. 

While interested in the sys- 
tem’s reported ability to handle 
multiple simultaneous interac- 
tive sessions, Isherwood pointed 
out that ISDN service providers 
do not as yet offer the routing ca- 
pabilities to connect multiple 
user connections to one screen. 

ICL spokesman Ronald 
Aitchison said Northern Tele- 
com, Inc. is working on this capa- 
bility for its DMS 100 central of- 
fice switches and that several 
private ISDN equipment ven- 
dors now support it. 


Inside 


e FCC’s Patrick steps down 
amid criticism. Page 59. 

e HP, Codex center on X.25. 
Page 63. 

e A Comdex bouquet. Page 





Developers forging 
‘network for everyone’ 


BY J. A. SAVAGE 
CW STAFF 


BERKELEY, Calif. — This idea 
could turn the entire nation into 
couch potatoes. By supporting 
multicity, multimedia conferenc- 
ing, it may make travel a leisure 
option instead of a business re- 
quirement. 

Two faculty members at the 
University of California at 
Berkeley are designing an oper- 
ating system, which they have 


Continued on page 62 \ called Dash, that will operate 


across a variety of networks. 

Dash will be scalable to differ- 
ent architectures to link every- 
one in the world. Its developers, 
aiming for the year 2010, admit- 
ted that their concept is futuris- 
tic. 

Each personal computer 
could access movies and music 
from a central library. Dash will 
allow the PC to answer the 
phone, display mail and send fac- 
similes. 

In a corporate environment, 

Continued on page 61 


Globalization spins on telecom axis 


BY ALAN J. RYAN 
CW STAFF 


NEW YORK — As corporations 
continue to see greater competi- 
tion coming from abroad, they 
should look to telecommunica- 
tions as a tool in their globaliza- 
tion efforts. 

“Technology is paving the 
way for globalization to take 
place, and telecommunications 
provides the infrastructure for it 
all,” explained William C. 
McGowan, chairman of MCI 
Communications Corp. 

McGowan made his com- 
ments while keynoting the Infor- 
mation Industry Association’s 
recent “Art of Marketing with 
Information” conference in New 
York. 

Increased globalization also 
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means increased competition 
and an economic challenge, 
McGowan said. “‘There are no 
domestic markets anymore,” he 
said. 


Transformations 

McGowan predicted that the 
way in which telecommunica- 
tions has transformed banking 
— more than $1 trillion is trans- 
ferred electronically around the 
world daily — will begin to 
transform other industries as 
well. 

Successful end-user compa- 
nies in the years ahead will be 
those that are able to combine 
“business and telecommunica- 
tion imagination and knowledge 
with technical realism,” Mc- 
Gowan said. 

He cited two companies that 


MCI’s McGowan: “There are 
no domestic markets anymore” 


have seen this vision turn to suc- 
cess: American Airlines, when it 
introduced the Sabre computer 
reservation system that enabled 


COMPUTERWORLD 


it to become an industry giant; 
and the Home Shopping Net- 
work, which created an informa- 
tion-intensive industry where 
none existed before. 

McGowan also predicted that 
prices on telecommunications 
equipment will continue to drop 
for at least the next two to three 
years, making it easier for users 
to adopt these tools. 

He pointed to a drop of more 
than 40% in pure long-distance 
rate pricing and a reduction in 
communications costs in general 
over the last five years. 

As these costs begin to level 
off, customers will continue to 
see increases in value for their 
dollar, he predicted. 

The added value will come in 
the form of a greater number of 
customized services as well as 
faster service due to increased 
bandwidth and improved digiti- 
zation. 


Other trends to watch, ac- 
cording to McGowan, include 
the following: 

e Nonvoice communications 
such as electronic mail and elec- 
tronic data interchange services 
will grow faster than voice com- 
munications. 

e International communications 
will continue to grow rapidly, 
outpacing U.S. communications 
growth. 

@ Today, 15% of corporate exec- 
utives get their information elec- 
tronically. By the year 2,000, 
nearly all will. 

e Telecommunications rates will 
become more standardized, sim- 
ilar to the rate system of the U.S. 
Postal Service. 

e End users will continue to de- 
mand greater control over their 
corporate networks, and tele- 
communications services to such 
customers will grow more rapid- 
ly than services to executives. 
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Project Planning 


MANTIS 


Environment: the integrated solution to your 
CASE needs. 
Use it as a complete set. Or choose individual 


Interactive Design Features 
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Advanced Development Languages 


Graphic Design Features 


Interactive Documentation Management 


Project Evaluation 


Solution. 


components. THE CASE ENVIRONMENT 

is your superior all-purpose CASE tool kit: 
because it’s the flexible way to make application 
design, development, and maintenance faster. 
Easier. And more cost-effective: whether you use 
PCs, minis, or mainframes. On IBM? Digital” or 
other platforms. With IMS, DB2, another DBMS 
or no DBMS at all. _ ; 

Using advanced software engineering principles, 
THE CASE ENVIRONMENT combines MANTIS? our 
proven development system, with a complete set 
of the best CASE technology tools. Together, they 
create a development environment for the entire 
application life cycle: from requirements planning 
through implementation and maintenance- 
including documentation and project management. 
Individually, their flexible modularity lets you 


build your own environment over time, using only 
the tools you need. 

And because of its open architecture, THE CASE 
ENVIRONMENT integrates with tools you already 
have-like CASE workstations, word processors, 
and desktop publishers. Plus, every application you 
develop is portable, without change, across a wide 
range of platforms. 

The best CASE tools: integrated. Modular Flexible. 
For application development in a variety of environ- 
ments, welcome to THE CASE ENVIRONMENT. 


Callustoday  1£.800-543-3010 


In Obio, 513-661-6000 In Canada, 1-800-387-5914 


<2. CINCOM. 


The Better The Solution, The Better The Value” 


Digital is a trademark of Digital Equipment Corporation; IBM ts a registered trademark of International Business Machines. © 1988 Cincom Systems, Inc. 
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Critics pan Patrick’s FCC reign 


BY MITCH BETTS 
CW STAFF 


WASHINGTON, D.C. — Busi- 
ness network managers view the 
two-year reign of Dennis R. Pat- 
rick as chairman of the Federal 
Communications Commission as 
one filled with misplaced priori- 
ties, according to the Interna- 
tional Communications Associa- 
tion. 

Commenting on Patrick’s re- 
cent announcement that he will 
resign, ICA Washington Counsel 
Brian R. Moir said business us- 
ers found it frustrating that Pat- 
rick focused on creating the 
price caps regulatory scheme for 
dominant carriers instead of fix- 
ing tariffs that users believe are 
grossly inflated. 

“Rather than dealing with 
present and real concerns — 


FCC's 


such as the ‘strategic pricing’ 
rates paid by business users ev- 
ery day — the commission lead- 
ership devoted its limited re- 
sources to reinventing the 
wheel,” Moir said. 

Patrick, a 37-year-old Repub- 
lican lawyer from Los Angeles, 
said his major accomplishments 
as chairman included approval of 
the price caps regulation for 
AT&T’s long-distance rates and 
the Open Network Architecture 
(ONA) plans for regional holding 


companies. 

The ICA and other business 
network associations have ar- 
gued that both regulations are 
flawed. For example, they 
claimed the price caps order al- 
lows AT&T to engage in strate- 
gic pricing of private-line rates 
[CW, March 20] and that the 
ONA order fails to unbundle 
transport and switched services. 

Patrick, who says he is anx- 
ious to return to the private sec- 
tor after more than five years at 
the FCC, stressed that the resig- 
nation was ‘‘my decision and my 
decision alone.” 

However, FCC watcher Alan 
Pearce, president of Information 
Age Economics, Inc. in Bethes- 
da, Md., said Patrick stepped 
down because he was aware that 
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the Bush administration wants to 
improve the FCC’s battered re- 
lations with Congress. 

Patrick’s work at the FCC 
was sharply criticized by key leg- 
islators such as Sen. Ernest F. 
Hollings (D-S.C.) over bread- 
casting issues and price caps. 


Last year, Hollings was so an- 
gered by Patrick’s efforts at de- 
regulation that the committee 
chairman refused to consider 
nominations for two open seats 
on the commission. 

“Dennis Patrick realizes he 
can’t stay because of his poor re- 


lations with Capitol Hill,” Pearce 
said. The resignation leaves 
three vacancies on the five-seat 
commission. Industry analysts 
said the leading candidates for 
nomination to the FCC are 
Washington attorneys James 
Smith, Sherrie Marshall and Su- 
san Wing, as well as Andrew C. 
Barrett, a member of the Illinois 
Commerce Commission. 
Meanwhile, Alfred C. Sikes, 


the outgoing administrator of 
the National Telecommunica- 
tions and Information Adminis- 
tration, is actively campaigning 
for the job of FCC chairman. 

George R. Dellinger, a tele- 
communications analyst at 
Washington Analysis Corp., not- 
ed that all of the candidates 
“thave some background in com- 
munications and are not simply 
political cronies.” 


Imagine working 
26000 hours 
without a break. 


COMPUTERWORLD 





NETWORKING 


OSI stacks to ease migration 


BY PATRICIA KEEFE 
CW STAFF 


Recent product debuts from two 
major suppliers of Open Systems 
Interconnect (OSI) software — 
Retix Corp. and Touch Commu- 
nications, Inc. — are said to 


bring their protocol stacks in line 


with MAP/TOP Version 3.0. 


While both vendors claim to | 


offer the full seven-layer Manu- 
facturing Automation Protocol/ 


Technical and Office Protocol | 


(MAP/TOP) suite, the two intro- 
ductions took different tacks. 
Santa Monica, Calif.-based 


Retix unwrapped a feature that | 


one might expect from OSI soft- 
ware — the ability to access a 
variety of host computers, re- 


gardless of the type or location, 


6 


VERY SYS- 


TEMS integra- | 


tor and com- 
puter vendor in the 
world will need [Re- 


tix’s] products in order | 


to bid in major proj- 
ects.” 


BRUCE RICHARDSON 
ADVANCED 
MANUFACTURING 
RESEARCH 


without the aid of multiple proto- 
col emulations. 

Virtual Terminal Protocol 
(VTP) provides a common proto- 
col for remote terminal access. 
This would enable a user to edit 
programs on a local personal 
computer, transfer the program 
to a mini using FTAM and then 
run the program on a remote 
host using VTP. 

Industry observers cited one 
other VTP supplier — 3Com 
Corp.’s Enterprise Systems Di- 
vision (ESD). During its time as 
Bridge Communications, Inc., 
ESD introduced two OSI servers 
that support VTP. Although Re- 
tix is an OEM supplier, the an- 
nouncement whetted the appe- 
tite of at least one OSI user, who 
said much of his software con- 
tains Retix protocols. 

“T’m ready to receive it,”’ said 
David Judson, technical director 
of the Integration Technical Di- 
vision within the Manufacturing 


MAP/TOP protocols, including 
FTAM, network management, 
X.400 messaging services and 
X.500 directory service. 
According to Bruce Richard- 
son, an analyst at Boston-based 
Advanced Manufacturing Re- 
search, Inc., if VTP is included in 


the Government OSI Profile 
(GOSIP) specifications, Retix 
will then be sitting pretty given 
that GOSIP procurements start 
soon. 

“They'll be in an extremely 
hot position. Every systems inte- 
grator and computer vendor in 
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A major engineering company 
bought an HP LaserJet printer 


the world will need [Retix’s] 
products in order to bid on major 
projects,” he explained. 

Touch, located in Campbell, 
Calif., also hopes to catch OEM 
attention. Its Fastport-OSI is 
billed as a ready-to-use GOSIP- 
and MAP/TOP 3.0-compliant 
tool that eases and speeds imple- 
mentation of the OSI protocols. 

In addition to the seven lay- 
ers, Fastport-OSI reportedly 


supports network functions such 
as filing, printing, terminal ac- 
cess, security and programming 
interfaces. Touchexec insulates 
the OSI stack from the target op- 
erating system, easing integra- 
tion. Initial product support is 
extended to AT&T’s Unix Sys- 
tem V, Release 3; Intel Corp.’s 
80386 processor; Motorola, 
Inc.’s 68000 processor; and the 
TLI Transport mechanism. 


printer. Along with advanced 
paper-handling features 


in April, 1986. Since then, it’s 


such as an optional envelope 


Technologies Directorate of the feeder and duplexing. 


U.S. Air Force’s Wright Re- | 
search Center. “T’ll get it 
through my vendor and cause [it] 
to do the job. I can’t afford to 
wait” for the results of a general 
port. Judson said he is looking 
forward to having a virtual ter- 
minal in the presentation layer, 
which will help provide a better 
interface to user applications. 
Retix is positioning itself as a 
single-source supplier for all 


been working seven days a 
week, 24-hours a day, printing 
up to 8000 pages a month. 
And it’s still going strong. 


HP's intensive quality pro- 
gram pushes our products 
harder than you ever will. 
You'll find the same HP relia- Both our DeskJet printer 


bility in our LaserJet IID 
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it might obviate much business 
travel with multimedia confer- 
encing — the Picturephone of 
cartoon character George Jet- 
son’s generation on a conference 
call. In financial services, stock 
traders would pay a premium on 
the network for a guaranteed 


maximum millisecond delay of 
information reception no matter 
what the traffic on the network 
may be. 

Professors David Anderson 
and Domenico Ferrari said Dash 
is a very large distributed sys- 
tem with particular attention to 
low-level mechanisms such as 
naming, virtual memory, pro- 
cess controi and network com- 
munication. 


NETWORKING 





E’RE NOT TRYING to produce a replacement for Unix, 
although that might happen as a by-product of the project.” 


DOMENICO FERRARI 
UNIVERSITY OF CALIFORNIA 





“Instead of transferring files, 
it will transfer digitized video and 
voice,” Anderson said. ‘TCP/IP 


is no good for this. Internet is no 
good. Dash is our suggestion of 
how it may work.” 





The idea is not just to down- 
load information and entertain- 
ment but to be able to interact 
with it in real time. “When 
you're watching the news on 
TV, you can have feedback,” An- 
derson said, although, he added, 
this technology will eliminate the 
need for a television. 

Ferrari does not see Dash, as 
it currently exists, being used 
across the board in 2010. 
“We're not trying to produce a 
replacement for Unix, although 
that might happen as a by-prod- 
uct of the project. I think there 
will be machines running some- 
thing called Unix that will be to- 
tally different [from Unix today] 
which will incorporate some 
ideas from Dash,” Ferrari said. 
“The same probably holds for 
Mach [The Unix-based Carne- 
gie-Mellon University project] 
and OS/2.” 

Unlike Unix, which has to be 
licensed from AT&T, Ferrari in- 
tends Dash software to be totally 
in the public domain, engender- 
ing a truly “open” system. 

Several companies, including 
Japanese firms, have shown an 
interest in the project through 


their monetary support. “They 


don’t think about 2010. They 
think about the next quarter, but 
they are intent on keeping in 
touch with the future,” Ferrari 
said. AT&T and its Japanese 
counterpart NTT are interested 
in Dash’s real-time networks, ac- 
cording to Ferrari. 

The researchers expect to 
have a working Dash system by 
1993 for an everyday environ- 
ment. “T’ll throw away my 
phone,” Anderson said. But a 
necessary preliminary is a high- 
speed network for the applica- 
tions, he added. Broadband Inte- 
grated Services Digital 
Network, a still-embryonic ver- 
sion of the telecommunications 
standard that could support up to 
100M bit/sec., is one possibility, 
but it will probably not be the 
first implementation, he said. 

Dash technology will not 
usurp another emerging tech- 
nology, high-definition television 
(HDTV). In fact, Anderson said 


and our high-speed dot 
matrix RuggedWriter printer 
have 20,000-hour MTBF 
ratings. Our large and small 
format plotters are guaran- 
teed four times longer than 
the competition. 


on the spot. The HP support 
line, 1-800-835-4747, has 
been set up to help you get 
answers about repairs, war- 
ranties, and service contracts. 


That way, we can be pretty 
sure you'll keep us on your 
short list of suppliers. 


that HDTV technology will be 
necessary for interactive video: 
“HDTV's raw bits would need a 
vast bandwidth. We’re now 
working on [digitized video] com- 
pression.” 

The tough part of the project 
will be getting a society of poten- 
tial users to throw out equip- 
ment and acquire new hardware 
that can be integrated into the 
network. One might not need a 
television, but another invest- 
ment will have to be made in 
compatible video, sound and ter- 
minal products. 


There is a better way. 


i 


We want to do everything we 
can to take printers off your 
long list of concerns. 





HEWLETT 


And if something does need PACKARD 


attention, youre not the one 
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cial resources is often the criti- 
cal requirement in such systems. 

This trend away from cen- 
tralized host computing to dis- 
tributed applications has over- 
taken even IBM. The vendor is 
now working on specifications 
within SAA for distributing ap- 
plications across a network of 
computer systems. 

The classical view of distrib- 
uted processing is that users 
write programs containing ex- 
plicit communications com- 
mands that link their programs 
into broad distributed applica- 
tions. 

Each program element may | 
be able to run in one or more sys- | 
tems, but the boundaries of the 
elements are relatively fixed be- | 


OR THOSE 

accustomed to 

looking at 
SAA’s planning 
horizons out into the 
middle 1990s, RPC 
almost seems a quiet 
revolution. 


cause the programs must be de- 
signed with explicit commands 
to “establish a session” or 
“send data.” 

In the Unix world, a differ- 
ent strategy has evolved. Having 
grown up inanetworkedenvi- | 
ronment, Unix demanded porta- 
bility from applications from 
the start. 

Hence the Unix solution in- 
cludes peer communications fa- 
cilities similar to those of IBM’s 
SAA platform while adding an- 
other dimension with the RPC 
concept. For those accustomed 
to looking at SAA’s planning 
horizons out into the middle 
1990s, RPC almost seems a 
quiet revolution. 

Actually, RPCs have been 
around for years, and the under- 
lying concept is simple. Unix 
programs are often written in C, 
and these are divided into 
smaller modules called “‘proce- 
dures.” 

These procedures are often 
used to supply some kind of ser- 
vice to the rest of the program 
such as “read a file” or “‘perform | 
a calculation.” When discus- 
sions arose at several vendor de- 
velopment locations on how to 
distribute services such as file 
access through a network of 
Unix systems, RPC was the nat- 
ural strategy. 


Normaicy 

In a normal C program, a proce- 
dure is executed by “‘calling”’ it 
and passing parameters to it 
that represent data and provide 
instructions on what to do. 
RPCs simply link the procedure ' 
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call and the point at which it ex- 
ecutes through a communica- 
tions facility. 

The user of the service, or 
“caller” of the RPC, executes 
what appears to be a normal C 
procedure, but the information 
that would normally pass to an- 
other module in the same pro- 
gram is instead sent over a 
communications circuit (typical- 
ly, but not necessarily, a local- 
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area network) to the server sys- 
tem where the RPC actually 
resides. 

There, the RPC is executed, 
and its results are returned via 
the same circuit to the caller. 
The returned results can be a 
record, a computation, a credit 
authorization or any other infor- 
mation element. 

RPCs developed primarily in 
a Unix environment, where the 


C language still dominates, but 
the concept is not limited to C or 
even to a single language. 

RPC strategies can be em- 
ployed with nearly any language 
in which modular procedures 
and parameter-passing are em- 
ployed such as Modula-2, Pas- 
cal and Ada, as well as object-ori- 
ented languages such as 
Smalltalk. 

A vendor with a completely 


full suite of RPC-supporting lan- 
guages can provide a platform 
for development of nearly all 
commercial and scientific appli- 
cations in distributed mode with- 
out requiring communications 
training for application program- 
mers. 


Nolle is president of CIMI Corp., a com- 
munications consulting company based in 
Haddonfield, N J. 


The networking Ti from the 
#1 name in network solutions. 


Meet Omnimuxe 8000. The newest addition to 
the most complete Ti product line in the 
industry...a range of solutions that covers every- 
thing from channel banks and DACS to the 
most sophisticated, multi-nodal, networking 

Ti muxes. 


Built with over 30 years of networking know- 
ledge, the mid-range 8000 puts our experience 
to work for you. To make T1 more like 
you'd like it to be. More affordable. 
More reliable. More manageable. 


More affordable, because modular 
architecture lets you buy only 
the features you need. The result: 
a customized T1 solution just 

right for your network. And for 
your budget. 
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More reliable, because redundant integral CSUs — 
both primary and hot back-up spare for every T1 
line — ensure maximum uptime. You don’t waste 
time and money replacing CSUs. You won’t lose 
your diagnostic database either. And you can tell 
the difference between T1 line and CSU problems 
faster and easier, too. 


More manageable, because instead of the risk of 
a single point of failure, you get single point 
control of both CSUs and Tl muxes. One menu- 
driven, integral network management system gives 
you comprehensive tools to ensure maximum 
network availability. 


Want more? How about bandwidth contention. 
Bypass, automatic alternate routing, and drop/ 
insert. Versatile data and voice support. And still 
more. All at a price you’re sure to like. 
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Hewlett-Packard, Codex 
announce X.25 products 


BY ELISABETH HORWITT _ 
CW STAFF 


Aiming to better their strategic 
positions for selling turnkey 
global network backbones, Hew- 


lett-Packard Co. and Codex 
Corp. both made major an- 
nouncements in the X.25 pack- 
et-switch arena recently. 

Codex, a Motorola, Inc. sub- 
sidiary, announced high-end and 


We stand on our record, 
but never rest on our laurels. 


We're working to add leadership in T1 to our 
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low-end X.25 products that can 
interoperate with existing cir- 
cuit-switching equipment and 
with the vendor’s network man- 
agement system. 

HP announced a bevy of pack- 
et-switching products as well as 
programs to support T1 switch- 
es from Network Equipment 
Technologies, Inc., Digital Com- 
munications Associates, Inc. and 
Timeplex, Inc. 


Both companies stand to 
boost their presence in the in- 
creasingly strategic global back- 
bone networking market 
through their announcements, 
said Jeremy Frank, a program di- 
rector of enterprise network 
strategies at Gartner Group, 
Inc., in Stamford, Conn. Major 
firms such as IBM, AT&T, GE 
Information Services and Com- 
puter Sciences Corp. are “all 


©1989 Racal-Milgo 


You don’t have to take our word for it. For 





history of achievement. And if our track record is 
any guide, we're the networking company you 
can count on for quality, reliability, and stability. 


Our full T1 line is just part of a comprehensive 
range of network components that encompasses 
modems, DSUs, fiberoptic products, statistical 
multiplexers, data encryption products, X.25 
systems, and network management systems. 


What’s more, we go far beyond hardware and 

software to provide total customer support in 

Building betternetwors 82 Countries...before, during, 

and after the sale. We can 
help you plan, design, 
implement, manage, and 
maintain any size net- 
work, anywhere in the world. 
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example, Datapro* said, “‘..a full-service systems 
supplier...solid products that perform as prom- 
ised.” And IDC** found Racal-Milgo holds the 
largest share of both domestic and international 
markets for network management systems. You 
can expect the same commitment and long-term 
performance from Omnimux 8000. 

For more information, call toll-free 1-800-327-4440 
(in Florida, 1-305-476-4811). Federal Government 
users, 1-800-327-7909 (in Florida, 1-305-476-4452). 
Omnimux 8000. Now, that’s more like it. But then, 
that’s Racal-Milgo. Reaching beyond today’s standards. 
*Datapro, User Ratings of Network Management Systems, September, 1988. 


**International Data Corporation (IDC), Quantitative Analysis of the Network 
Management Market, October, 1988. 
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used to playing the turnkey glob- 
al networking game,” Frank 
said. To join in, HP and Codex 
will have to further integrate cir- 
cuit- and packet-switched solu- 
tions in terms of both technology 
and support organizations, he in- 
dicated. 

HP has agreed to support oth- 
er vendors’ T1 switches but has 
not yet announced intentions to 
sell those products as an inte- 
grated part of its product line. 
Despite some success selling 
turnkey networks overseas, HP 
has not made comparable in- 
roads among the U.S. Fortune 
500, Frank added. 


Time to reorganize 

Codex, which offers both packet- 
and circuit-switched products, 
needs to reorganize to market 
and support integrated circuit- 
and packet-switched systems ef- 
fectively, Frank said. The ven- 
dor has announced U.S. avail- 
ability for its high-end 6600 
Series Packet Network. Prod- 
ucts range from eight ports to 
more than 500 ports per switch, 
with a capacity of up to 2,000 
packet/sec. Pricing ranges from 
$100,000 to $250,000. 

Codex also announced the 
6525 X.25 Packet Switch and 
6506 Packet Assembler/Disas- 
sembler (PAD), both aimed at 
the entry-level market. The 
switch supports up to 48 ports, 
with prices ranging from $4,345 
to $37,000. PAD pricing begins 
at $1,995. 

New and old X.25 products 
will interoperate with each other 
and with Codex’s Muxport sta- 
tistical multiplexers, the vendor 
said. The new X.25 products re- 
portedly can be managed by Co- 
dex’s 9300 and 9800 Network 
Management Systems. 

HP announced several addi- 
tions and enhancements to its 
Private Packet Network family 
of X.25 products, including the 
following: 

e The ability for HP X.25 net- 
works to be managed by an MS- 
DOS workstation using the HP 
Openview user interface. Open- 
view is HP’s network manage- 
ment platform, which is said to 
be based on Open Systems Inter- 
connect protocols. 

e A low-end switch based on the 
IBM Personal Computer that is 
designed to act as a cost-effec- 
tive “feeder” device connecting 
smaller sites into the X.25 back- 
bone network. Prices range 
from $8,000 to $17,000. Avail- 
ability is scheduled for the sec- 
ond half of this year. 

eThe HP 2335A, which re- 
places the existing HP2344A 
X.25 multiplexer, is said to offer 
a hardware reliability improve- 
ment of 66% at 19% less cost. 

e Remote device control soft- 
ware for developing customized 
screens for managing non-HP 
devices on an HP X.25 network. 
Using the software, HP’s sup- 
port center reportedly can de- 
velop an application for one type 
of device in six to eight weeks. 
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Unflappable: another word for cool under fire. 

Capable of jobs like automating Europe's largest 
carmaker. Running a network through the Australian 
Outback. Computerizing the health records of every 
schoolchild in England. 

The pressure cookers. 


The jobs they said couldn't be done. By anyone else. 


We're Bull. A computer company for a business 


environment that’s faster, harder, and more 
punishing every year. An environment in which 
traditional ideas no longer work. 

To succeed today, you need a different kind of 
computer company. A new one. 

Know Bull. 

1-800-543-6699. Phone for a copy of our 
corporate brochure. 





NEW AT COMDEX/SPRING 


The following products were announced 
last week at Comdex/Spring ’89: 

e Gateway Communications, Inc. in Ir- 
vine, Calif., introduced a 64K bit/sec. 
bridge said to combine Novell, Inc.’s 
Netware IPX protocol with the CCITT 
X.25 protocol to provide transparent 
bridging between Netware-based local- 
area networks. 

According to the company, the 
G/Remote Bridge 64 consists of a WNIM- 
186 hardware adapter and X.25 bridging 
software program. 

The product will allow users to bridge 
over an RS-232 or V.35 interface with as 
many as 128 virtual circuits per port. The 
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G/Remote Bridge 64 starter kit is priced 
at $4,495, and the Link version is avail- 
able for $2,495. 

e The Pocket Ethernet Adapter for laptop 
personal computer users was announced 
by Xircom in Los Angeles. 

The adapter connects to the parallel 
printer port of a PC to facilitate connec- 
tivity to an Ethernet LAN, the vendor 
said. 

Two models are reportedly available 
— one for thin Ethernet applications and 
one for external applications such as thick 
and twisted-pair Ethernet. Both models 
mount externally and are priced at $695 
each. 


NEW 


Links 


Data General Corp. recently announced 
software products designed to increase 
the viability of its hosts as network serv- 
ers for IBM Personal Computers and Per- 
sonal System/2s. 

DG/Infact is said to be a cooperative 
processing package that allows PC users 
to access host data without needing to 
know query languages, target database 
structure or location. Co-developed with 
Apple Computer, Inc. subsidiary Network 
Innovations Corp., the package provides a 
menu-driven interface similar to Lotus 





Why more companies choose 
high-speed channel interfaces from 
KMW Systems’ Auscom line. 


The Auscom line of channel interfaces 
from KMW Systems has been outselling 
the competition for more than 12 years. In 
fact, we now have an installed base of more 
than 4,000 units. And for good reason: 
KMW Systems offers the broadest range 
of IBM and compatible mainframe channel 
connections available anywhere, backed 
by a dedication to service and support 
that’s unsurpassed. 


An unlimited variety of 
applications. 

KMW board-level and system-level 
channel interfaces can connect your IBM 
or compatible mainframe to Ethernet, 
X.25, T-1, IEEE-488, high-speed printers, 
non-IBM computers, custom networks, 
other mainframes, high-resolution graphics 
devices, and optical disks. 


Multibus is a registered trademark of corte aed ony gaan taal 
Business Machines, Inc. 


Our interfaces appear to the main- 
frame as standard control units, so no 
modification to host software is required. 
And our channel interfaces can emulate 
multiple controllers and support different 
devices and protocols simultaneously for 
maximum productivity. 


Channel connections for 


virtually any configuration. 


KMwW Systems’ channel interfaces are 
offered on popular, industry-standard bus 
structures — VME, Multibus, and Q-bus. 
Additionally, KMW Systems offers a 
board-level channel interface that uses a 
programmable parallel interface instead 
of a bus connection. This product depth 
ensures that OEMs can find the board- 
level product that best suits their system 
integration needs. Every Auscom channel 
interface allows attachment to an IBM or 


compatible channel, with data transfer 
rates of up to two megabytes per second. 


Reliability no one else 
can match. 


KMW Systems’ channel interfaces have 
a history of reliability, with field-tested 
MTBFs as high as 19 years. 

Our engineers are ready to work with 
you to ensure proper installation and 
operation of your channel interface. We 
also offer training classes, consulting 
services, and a free technical support 
hotline. That’s the kind of service that’s 
made us number one. 

For complete information on KMW 
channel interfaces, protocol converters 
and graphics processors, call the toll-free 
number below. Or write KMW Systems, 
6034 W. Courtyard Drive, Austin, TX 78730. 


KMW 
SYSTEMS 
CORPORATION 


(800) 531-5167 
In Texas, (512) 338-3000 
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Development Corp.’s 1-2-3. 

The product supports DG’s Infos II, In- 
teractive Cobol ISAM, DG/SQL and 
AOS/VS sequential files residing on MV 
hosts, DG said. 

Users can combine up to six DG/SQL 
tables or join up to six files from different 
database environments, DG said. Avail- 
able now, pricing for the package ranges 
from $3,875 to $35,000, depending on 
CPU. 

DG also announced controllers that 
are said to integrate IBM PS/2 Models 
50, 60, 70 and 80 on a DG/Personal Com- 
puter Integration (PCI) Starlan or Ether- 
net network, the company said. 

In addition, DG announced PS/2 sup- 
port and improved memory management 
for the DG/PCI software family, which is 
said to provide MS-DOS workstations 
with connections to other PCs and to DG 
hosts running the Comprehensive Office 
Executive office automation package. 

DG also said that it would support the 
IEEE 802.5 Token-Ring standard at an 
undisclosed future date. 

Data General 

3400 Computer Drive 
Westboro, Mass. 
508-898-4051 


Local-area networking 
hardware 


A high-performance Token-Ring network 
adapter has been announced by Western 
Digital Corp. 

The Western Digital Tokencard atta- 
ches IBM Personal Computers and com- 
patibles to Token-Ring local-area net- 
works and is fully interoperable with 
IBM’s Token-Ring network products, the 
company said. The product can link up to 
260 stations in a single ring and operates 
at 4M bit/sec. 

The adapter comes in two versions: 
the Tokencard WS for use in Token-Ring 
workstations and Tokencard for use in 
Token-Ring network servers. The prod- 
ucts are priced at $499 and $599, respec- 
tively. 

Western Digital 
2445 McCabe Way 
Irvine, Calif. 92714 
714-863-0102 


Modems/multiplexers 


Telematics International, Inc. has intro- 
duced fractional T1 networking software 
for its Digital Wideband Exchange (Dx) 
product line of time division multiplexers. 
According to the company, the software 
program will support as many as seven 
fractional bundles within a T1 access line. 

The fractional T1 service capabilities 
of the Dx products were designed to allow 
network users to take advantage of new 
partial T1 (1.54M bit/sec.) or European 
El (2.05M bit/sec.) tariffs, the vendor 
said. 


The fractional T1 upgrade for existing 
Dx users sells for $3,300 and is scheduled 
for delivery this month. The Dx-50 is 
priced from $16,000 to $75,000, and the 
Dx-500 ranges from $20,000 to 
$150,000. Pricing is dependent on sys- 
tem configuration and includes the frac- 
tional T1 software package. 

Telematics International 
1201 Cypress Creek Road 
Ft. Lauderdale, Fla. 33309 
305-772-3070 
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EXECUTIVE 


TRACK 


John T. Blank 

has been ap- 

pointed director 

of the Internal 

Revenue Ser- 

vice’s newly 
created telecommunications 
division in Washington, D.C. 
He will develop and execute 
the IRS’ telecom program 
comprising voice, video, fac- 
simile and data. 

The 53-year-old Blank had 
been director of the IRS facili- 
ties management division 
since 1985. Before that, he 
was director of the planning 
and analysis division for three 
years. 

Blank’s 30-year IRS ca- 
reer includes positions in 
Washington, Philadelphia, At- 
lanta and Toledo, Ohio. He 
holds a bachelor’s degree 
from the University of Akron 
in Ohio. 


Bill Sanscrainte has joined 
Pepper Construction Co. 
in Chicago as director of infor- 
mation systems. He will be 
responsible for the company’s 
computer operations and de- 
velopment. 

Sanscrainte came to The 
Pepper Companies, Inc. sub- 
sidiary from Kraft, Inc., 
where he served in several 
key information systems posi- 
tions, including business sys- 
tems manager and senior 
manager of strategic support 


Scott Gross has been ap- 
pointed director of central op- 
erations at Thrifty Car 
Rental’s Welcome Corp. 
in Alexandria, Va. Gross is re- 
sponsible for computer and 
telephone systems and Wel- 
come’s new reservations cen- 
ter. His residence is in Ster- 
ling, Va. 


have your public relations de- 
partment write to Clinton 
Wilder, Senior Editor-Man- 
agement, Computerworld, 
Box 9171, 375 Cochituate 
Road, Frami , Mass. 
01701-9171. 
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Setting an IS standard 


Biddle, a quiet aggressor at American Standard, takes an active technology stance 


BY CLINTON WILDER 
CW STAFF 


ary Biddle is one of the deep 

thinkers of the IS profession. 

His quiet midtown Manhattan 

office has the feel of a small li- 

brary, and the writings of Pe- 
ter Drucker, Michael Porter and Alvin 
Toffler occupy both his coffee table and 
his conversation. 

But things have been far from placid 
at American Standard, Inc., where Bid- 
dle is corporate vice-president of man- 
agement information services. Last 
year, the $3.7 billion manufacturing 
conglomerate successfully fought off a 
hostile takeover attempt by Black & 
Decker, Inc. by taking itself private in 
a leveraged buyout. In a few turbulent 


months, Biddle, a career American: 


Standard employee, went from con- 
templating a potential departure to be- 
coming a management owner of a debt- 
saddled company. 

He is able to philosophize about 
that, too. “Most people will not make 
change occur when things are going 
well,” he says. “‘There’s a question 
whether you need a threat to trans- 
form a company. How many have done 
it without being forced to by a crisis?” 

According to colleagues and consul- 
tants, Biddle is one who has done so, at 
least within his IS group. “‘He’s suc- 
ceeded in elevating himself and the [IS] 
function within American Standard,” 
says John Severson, vice-president of 
IS for U.S. sales and distribution at St. 
Louis-based Trane Co., which Ameri- 
can Standard acquired in 1984. 

“In a lot of organizations,’ Sever- 
son continues, “IS still reports through 


: Position: Corporate vice-president of MIS, American Standard, Inc. 





JOE BERGER 


* Mission: To run IS in such a way to help reduce debt incurred from takeover defense 


a financial structure and is not given 
the kind of strategic emphasis that’s 
important to the business. Gary has in 
his mind visions of how you can use IS 
to help the business. He tends to look 


at things fairly strategically and relate 
that vision upwards to the executive 

ranks.” 
Like an increasing number of lead 
Continued on page 68 


Seasoning restaurants, hotels with PCs 


BY ALAN J. RYAN 
CW STAFF 


ITHACA, N.Y. — Gourmet food and 
hotel suites: The terms might not con- 
jure up images of computers, but in 
time they will at Cornell University’s 
School of Hotel Administration. 
Late last month, the school and 
IBM’s University 
and College Sys- 
tems organization 
announced a joint 
research project to 
study new ways to 
use computer tech- 
nology in the hotel 
and restaurant 
management _in- 
dustry and in the 
education of stu- 
dents who are plan- 
ning to enter the 
hospitality indus- 
try. 


The three-year research partner- 
ship will focus on developing new 
teaching technologies and operational 
applications, as well as on strategic 
planning and research. IBM’s contri- 
bution to the project consists of $1 mil- 
lion in IBM Personal System/2 hard- 
ware and software. 

The agreement provides for the in- 

stallation of 58 
PS/2 Model 50, 70 
and 80 computers 

5 ata variety of loca- 
tions throughout 
the School of Hotel 
Administration and 
in the on-campus 
Statler Hotel and J. 
Willard Marriott 
Executive Educa- 
tion Center. 

Many of the 
computers will be 
linked together us- 
ing a Token-Ring 
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local-area network and IBM midrange 
systems. 

Associate Professor Richard G. 
Moore, Cornell’s project coordinator, 
said the students and faculty will use 
the hardware to “explore ways to 
automate all parts of this industry.” 
That will include evaluating how the 
computers can be used to integrate all 
departments of a hotel operation 
through the use of a computer net- 
work, 

The research will also concentrate 
on collecting hotel information from 
both front- and back-office operations, 
guest services and food and beverage 
service. 

It will focus on integrating informa- 
tion from the on-campus hotel’s opera- 
tional areas into one database for com- 
mon analysis and simulating the 
operation of different areas of the hos- 
pitality industry — including shelters, 
institutions and health care facilities 
— for teaching and analysis. 
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ing IS executives, Biddle’s elevation with- 
in the company has physically removed 
him from most of the computing. Biddle’s 
IS staff at corporate headquarters in New 
York numbers only eight. Virtually all ap- 
plications except basic financial programs 
are developed and run at American Stan- 
dard’s business units, which manufacture 
building fixtures, transportation systems 
and air-conditioning products around the 
world. 

Biddle’s role “‘is more as an educator 
or consulting service, someone you might 
draw on for assistance,” Severson says. 
“Quite frankly, our executives use him 
that way, too.” 


Biddle’s understanding of the business | 
side of American Standard makes sense | 


because that is where he started when he 
was 18 years old. He spent six years in 
manufacturing in his native Ohio and in 
New York, where in 1973, he faced the 
choice of moving to marketing or data 
processing. 

“I decided on DP because I figured I 
could always go back to marketing,” he 


DECIDED on DP 
because I figured I could 


always go back to 
marketing. I’m glad I did.” 


GARY BIDDLE 
AMERICAN STANDARD 


says with a twinkle in the eyes behind his 
wire-rimmed glasses. “I’m glad I did.” 
Biddle, 50, never did go back to market- 
ing but says he feels closer than ever to 
the business side since the takeover bat- 
tle. 

“Now we're all in this for the same 
thing — to pay off the debt,” he says. 
“And we all have a stake in it. We have to 
decide between spending $1 million for a 
computer or a five-axle machine on the 
shop floor. You look at things you never 
did before. Life is different.” 

Biddle’s hard look at IS costs has re- 
sulted in outsourcing of CPU cycles to 
third-party service bureaus. American 
Standard closed a New Jersey data center 
late last year to use the processing capaci- 
ty of Pittsburgh-based Genix Corp. Some 
of American Standard’s business units, in- 
cluding Trane, have followed a similar 
path with other vendors. With the num- 


ber of corporate takeovers and manage- | 


ment buyouts, Biddle says this will be a 
growing trend. 

“There’s a tremendous amount of debt 
out there, and something will have to give 
somewhere,” he says. 

Black & Decker’s hostile bid for Amer- 
ican Standard created more uncertainty 
than fear for Biddle. He was confident that 
the decentralized IS infrastructure he 
built for 15 years would not be disman- 
tled, even if he had elected to move on af- 
ter a successful takeover. 

“T felt we had put IS on the leading 
edge,” he says. “If the new company 
didn’t view it that way, then it wasn’t the 
right company to work for anyway. Most 
CIOs who left their companies after an ac- 
quisition did so because the management 
style of the company was different.” 

Biddle admits that he fits the part of se- 
nior executive out of the office, where he 
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says “95% of what I do is work-related.” 
He enjoys promoting the IS function out- 
side the company and is in demand as a 
conference speaker. But he still finds 
room in his schedule for skiing, golf and 
time with his family at his suburban New 
Jersey home. 

Biddle’s high profile has not gone un- 
noticed outside American Standard. 
“He’s one of the foremost IS executives 
who have really grasped the idea that they 
have to be more politically astute and 
communicate with senior line manage- 
ment on a peer level,” says Anthony 
DiRomualdo, associate director at man- 
agement consultancy The Diebold Group, 
Inc. in New York. “You have to take a 
proactive approach to frame the technol- 
ogy in business terms, and he has.” 
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O F SPECIAL INTEREST 


“Information Systems in Transition’”’ will be the topic of a full-day conference to 
be held at Babson College in Wellesley, Mass., May 11. 

The conference is targeted at information systems management and corpo- 
rate line managers involved in the use of information technology in their respec- 
tive areas. Those attending the conference will be able to compare their views on 
future trends and the challenges in information technology management with 
those of systems executives from 40 leading European corporations. 

Speakers will include Chris Demos at Federal Express Corp., Diane Wilson at 
the Sloan School of Management at MIT and J. Anthony Brewer at the Butler 
Cox Foundation in the UK. Topics include “‘Megatrends for the ’90s,” ‘““The Fu- 
ture for Strategic or Competitive Advantage Systems,” “The Impact of Global- 
ization on Systems Management” and ‘What Companies must do to Exploit In- 
vestments in Information Technology in the ’90s.”” 

For more information, contact Jerry Kanter, the Center for Information Stud- 
ies, Babson College, Wellesley, Mass. 02157. 
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CALENDAR 





APRIL 23-29 


Second Annual SUPER! (Supercomputing by Uni- 
versity People for Education and Research) Con- 
ference. Lexington, Ky., April 23-26 — Contact: John 
Connolly, Center for Computational Sciences, University of 
Kentucky, Lexington, Ky. 40506. 


Common's Spring 'G9 Conference. New Orleans, 
April 23-27 — Contact: Common Headquarters, 111 E. 
Wacker Drive, Chicago, Ill. 60601. 


Computer-Aided Software Engineering Sympo- 
slum. Boston, April 24-26 — Contact: Digital Consulting, 
6 Windsor St., Andover, Mass. 01810. 


Manufacturing 3 & Practices Seminar. 
Chicago, April 24-26 — Contact: American Production and 
Inventory Control Society, 500 West Annandale Rd., Falls 


“Our college needed to 
enter the Information Age. 
But we weren't sure W 
afford the price of admission? 


— y ay) ao Pe ee 
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Church, Va. 22046-4274. 


9th Annual Spring Conference, Disaster Recov- 
ery and Computer Security. Marco Island, Fia., April 
24-26 — Contact: Pat Watkins, Suite 100, 94 N. High St., 
Dublin, Ohio 43017. 


AMS '89. Chicago, April 24-27 — Contact: Cahners Ex- 
position Group, Cahners Plaza, P.O. Box 5060, 1350 East 
Touhy Ave., Des Plaines, Ill. 60017-5060. 


Spring National Design Engineering Show and 
Conference. Chicago, April 24-27 — Contact: Show 
Manager, Spring National Design Engineering Show, 999 
Summer St., Stamford, Conn. 06905. 

EEE Infocom '89: The Conference on Computer 


Cemmunications. Ottawa, April 24-27 — Contact: Ce- 
lia Desmond, Telecom Canada, 5th floor, South Tower, 438 





Bay St., Toronto, Ont., Canada M5G 2E1. 


CITEX, the Computer industry Trade Exposition. 
Atlanta, April 25-27 — Contact: Citex, P.O. Box 1422, En- 
glewood Cliffs, NJ. 07632. 


Federal Computer Conference West. Defense 
and Government Computer Graphics Conference 
West. Anaheim, Calif., April 25-28 — Contact: National 
Council for Education on Information Strategies, P.O. Box 
41045, 901 West, 7315 Wisconsin Ave., Bethesda, Md. 
20814. 


Mobile information System Standards. Atlanta, 
April 26 — Contact: Geostar Corporation, Suite 500, 1001 
22nd St., N.W., Washington, D.C. 20037. 


April 26-27 — Contact: Financial Times Conference Orga- 
nization, 126 Jermyn St., London SW1Y 4UJ. 


Decision Support and Executive information Sys- 
tems: A Managerial Perspective. Cambridge, Mass., 


For an educational institution, nothing is more impor- 
tant than the smooth exchange of information. That's why 
many colleges are making information networking a top 


could 


priority. 

The toughest challenge is 
connectivity. Colleges and 
universities, like most places, 
acquire computers and tele- 
communications hardware 
in patchwork fashion, end- 
ing up with little or no 
compatibility. 

For one northeast college, 


AT&T Network Systems, working with the local telephone 
company, demonstrated that ISDN was the solution. Their 
information services manager explained: “ISDN gave us 
the best capabilities for the least cost. And we didn’t have 
* * to trash our existing systems.” 
With central office-based ISDN, ordinary phone lines 
s become the links in a fully interactive network. This trans- 
lates into many applications and benefits. Voice and data 
can be transmitted simultaneously. For example, students 
and professors can confer with the Dean, who has on-line 
access to student records. Electronic mail streamlines 
internal communication, so course enrollment changes 
can be posted immediately. PC/terminal access to host 
computers and electronic file transfer extend every user's 
access to sophisticated software and multiple databases. 
As the college's IS manager puts it: “ISDN can revolu- 
tionize the education experience. It's going to make us 


ra SY ” 
§ college: 


j 


a better college. And, bottom line, a more competitive 


sees 


The Future's on the Line. 


This college is just beginning to tap ISDN’s potential. At 
AT&I, we believe this potential goes beyond today’s need 
for improved communications to pave the way to a larger 
vision—Universal Information Services—a world of ser- 
vices on demand. 

For more information, call the AT&T Futureline, 
1-800-638-7978, ext. 0310. 
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April 26-27 — Contact: Decision Support Technology, 51 
Church St., Boston, Mass. 02116. 


IBM MVS I/O Configuration Management Semi- 
ner. Washington, D.C., April 26-28 — Contact: Technol- 
ogy Transfer Institute, 741 Tenth St., Santa Monica, Calif. 
90402. 


Novell System Manager Workshop. Boston, April 
26-28 — Contact: Computer Tutor Corp., One Newton Ex- 
ecutive Park, Newton Lower Falls, Mass. 02162. 


Storage Track '89, Computer Storage Industry 
Conference. Santa Ciara, Calif., April 26-28 — Contact: 
Dataquest, Conference Department, 1290 Ridder Park 
Drive, San Jose, Calif. 95131-2398. 


Costing and Chargeback Workshop. Washington, 
D.C., April 26-28 — Contact: The Institute for Information 
Management, P.O. Box 361556, Milpitas, Calif. 95035. 


Macworld Exposition. Washington D.C., April 26-28 
— Contact: Mitch Hall Associates, P.O. Box 155, 1200 
East St., Westwood, Mass. 62090. 


Executive Uniforum: Charting the Course of Unix 
into the Commercial Arena. Santa Barbara, Calif., 
April 26-28 — Contact: Patricia Seybold’s Office Comput- 
ing Group, Suite 612, 148 State St., Boston, Mass. 02109. 


interactive Forum on Customer Contact Systems. 
Scottsdale, Ariz., April 27-28 — Contact: Theresa Lina, 
133 Peachtree St., N.E., Atlanta, Ga. 30303. 


Software 3 for IBM Users. Hilton Head, 
S.C., April 27-28 — Contact: Digital Consulting, 6 Windsor 
St., Andover, Mass. 01810. 


APRIL 30-MAY 6 


CHI '89 Conference on Human Factors in Comput- 
ing Systems. Austin, Texas, April 30-May 4 — Contact: 
CHI ’89, Executive Administrator, Claudia Raun, P.O. Box 
200195, Austin, Texas 78720. 


Communications Association Conference and Ex- 
position international. Dallas, April 30-May 5 — Con- 
tact: International Communications Association, Suite 710, 
12750 Merit Drive, LB-89, Dallas, Texas 75251. 


and Third World Supercomputer Exhibition. Santa 
Clara, Calif. April 30-May 5 — Contact: International 
percomputing Institute, Suite B309, 3006 34th St. South, 
St. Petersburg, Fla. 33711. 


Internet Requirements Seminar. Monterey, Calif., 
May 1-2 — Contact: Advanced Computing Environments, 
Suite 100, 480 San Antonio Road, Mountain View, Calif. 
94040. 


Unix Transaction Processing Workshop. Pitts- 
burgh, May 1-2 — Contact: Usenix Conference Office, P.O. 
Box 385, 16951 Pacific Coast Hwy., Sunset Beach, Calif. 
90742. 


Computer Virus Conference & Exhibition. Chicago, 
May 1-3 — Contact: Ida Finazzolli, Computer Security In- 
stitute, 360 Church St., Northboro, Mass. 01532. 


The Executive Forum on information Systems 
Management. New York, May 1-3 — Contact: The 
American Management Association, 135 West 50th St., 
New York, N.Y. 10020. 


introduction to Expert Systems. San Francisco, 
Calif., May 1-3 — Contact: Technology Transfer Institute, 
741 Tenth St., Santa Monica, Calif. 90402. 


Teradyne User Group Meeting. Newport, R.I., May 
1-4 — Contact: Teradyne, 321 Harrison Avenue, Boston, 
Mass. 02118. 


Hambrecht & Quist Technology Conference. San 
Francisco, May 1-4 — Contact: Hambrecht & Quist, Re- 
search Department, 3rd Floor, One Bush St., San Francis- 
co, Calif. 94104. 


Interactive Videodisc Seminar. Pittsburgh, Pa., May 
4-5 — Contact: Industrial Training Corporation, 13515 
Dulles Technology Dr., Herndon, Va. 22071. 


Applefest. Boston, May 5-7 — Contact: Cambridge 
Marketing, One Forbes Road, Lexington, Mass. 02173. 


MAY 7-13. 


Association for Systems Managemert’s infor- 
mation Systems Conference. Dallas, May 7-10 — 
Contact: Association for Systems Management, 24587 
Bagley Road, Cleveland, Ohio 44138. 


Computers & Communications in the Health Care 


industry. Chicago, May 7-10 — Contact: Frost & Sulli- 
van, 106 Fulton St., New York, N.Y. 10038. 
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Marketing: Last bastion of info age 


More firms finding benefits of IS in marketing 


BY ALAN J. RYAN 
CW STAFF 


NEW YORK — No formal Web- 
ster’s definition is needed: Mar- 
keting, according to one Ameri- 
can Express Co. executive, is 


simply the art of connecting the 
unconnected. 


Marketing is also one of the 
last areas within corporate 
America to embrace the infor- 
mation age, said William R. Mor- 
rissey, president of Ogilvy & 


Mather Direct, a marketing and 
public relations firm. 

Speaking at the recent Infor- 
mation Industry Association 
“Art of Marketing with Informa- 
tion Conference II’ here, Mor- 
rissey said that in the 1980s, 
while most corporate areas have 
adopted the computer as a cost- 


saving measure, marketing has 
really never been under the 
same pressure as other corpo- 
rate departments to shave its 
budget. Rather, marketing has 
remained the area that spends 
money to bring in new custom- 
ers and thus makes money. 
Today, though, more and 
more companies are learning 
that using some of that fat mar- 
keting budget to create data- 


bases, develop computerized 
customer profiles and avoid du- 
plication and overlaps on mailing 
lists makes a lot of sense. They 
are also finding that there are 
cost savings that can be attached 
to the marketing area. 

One example is American Ex- 
press’ Soo-Jin Lee, senior vice- 
president of worldwide market- 
ing at American Express Travel 
Related Services. His marketing 
problem was his firm’s globalized 
focus and the need to refine that 
focus to make marketing ideas 
work on a more local level. 

American Express and Lee 
have used information in many 
ways during the last several 
years to work toward their 
goals. Information systems were 


ODAY, MORE 

and more 

companies are 
using some of that fat 
marketing budget to 
create databases and 
develop customer 
profiles. 


used to help build on American 
Express’ reputation, Lee said. 
One project enabled the turn- 
around time from customer ap- 
plication to credit card delivery 
to the customer to drop to just 
14 days from 30 days. 

“That brought in $17 million 
in increased revenue in the last 
10 years,” Lee said, simply be- 
cause 


At Merrill Lynch & Co., 
Amanda Sherwin, vice-president 
and manager of creative ser- 
vices, said that the firm spent 
several million dollars to create a 
marketing database and more to 
continuously update that infor- 
mation. 


grams related to current clients. 
While it may not always be easy 
to sell such an expensive project 
to management, she said, “‘we 
just defined a clear vision of the 
end result and gave them 
straightforward information.” 
To be realistic, management was 
also told of the potential pitfalls 
and ways that Sherwin’s group 
planned to overcome them. 
The American Express data- 
base is used to ensure that the 
corporation is targeting the right 
audience. For instance, Lee said,- 
it was helpful to know that card- 
holder B. Miller was actually 
Barbara Miller and that future 
mailings to that customer could 
be gender-specific. The database 
is also used to pare down and fo- 
cus mailing lists by customers, 
such as those with median in- 
comes higher than $45,000 or 
those who have done American 
Express shopping by mail. 
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‘To succeed today, Poet: 
you need powertul application 
development tools. 


None are more powertul 
PowerHouse. 


The numbers speak for themselves. 
More than 11,000 HP DEC and DG 
sites worldwide develop the vast 
majority of their applications entirely 
in a PowerHouse® 4GL environment. 

And over 300 existing vertical 
applications have been written by 
independent PowerHouse Partners. 

In fact, it’s fair to say that no other 
application development so 
does more to maximize the potential 
of hardware vendor databases than 


PowerHouse. 


‘gaa Va\~= 
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Security focus should be inward 


ANALYSIS 
BY MICHAEL ALEXANDER 
iniitateieain tet atid 
If there is a positive side to the 
upsurge of computer crime and 


abuse in recent years, it is that 
information systems managers 


and security professionals plan 
to increase their computer secu- 
rity budgets. But top manage- 
ment may be directing those re- 
sponsible for computer security 
to misdirect their dollars. 
According to a study pub- 
lished by the Los Angeles-based 
National Center for Computer 


Crime Data (NCCCD), expendi- 
tures for computer security as a 
percentage of the overall com- 
puter budget have risen about 
66% during the last two years, 
from 1.4% in 1986 to 2.3% in 
1988. 

A majority of the 3,500 com- 
puter security professionals sur- 


veyed reported that they plan to 
step up their purchases of com- 
puter security products, most 
notably antivirus software. Only 
22% planned to buy antivirus 
products in 1988, but 54% said 
they planned to purchase those 
products during the next two 
years. 

The respondents said their 
use of such technologies as 
smart cards, audit analysis aids, 


“Computerworld Response Card 
Decks really opened doors to 
the ‘heavy-hitter’ accounts...” 


Spectrum Concepts, Inc. is a 10-year-old software developer 
based in New York City. The company, which provides 
software and services to large corporations and financial 
institutions, recently developed XCOM 6.2, an LU 6.2- 
based software product that dramatically improves file 
transfer between different computing environments. 


XCOM 6.2 eliminates the need for extensive custom 
programming when transferring data from one computer to 
another, including PCs, mainframes and minis. And it 
significantly lessens the amount of time necessary to com- 
plete connectivity projects. 


Company president Alec Gindis 
was impressed with industry reac- 
tion after a news story announcing 
XCOM 6.2 appeared in Computer- 
world. So when Spectrum began 
implementing its marketing strate- 
gy for the new product, he consid- 
ered Computerworld a key re- 
source. 


“Our goal was to generate sales 

leads from major organizations — 

Fortune 500 and Fortune 1000-type 
companies — that need to transfer 

files. We decided to use response 

card decks, and, based on the reac- 

tion we got to that product an- 
nouncement, Computerworld’s , 
was the card deck we thought of first. ™ 


“And it’s paid off; the results have been terrific. We’ve 
received hundreds of high-quality leads so far, and they’re 
still coming in. In fact, Computerworld Response Card 
Decks really opened doors to the ‘heavy-hitter’ accounts — 
major organizations that learned about us through the 
cards. 


“Now we’ve gotten to where we are recruiting additional 
account executives to follow up on the volume of these 
leads. Computerworld Response Card Decks give us the 
best cost per lead of any medium. They also let us refine 
our marketing strategies through scientific ‘split testing’ — 


something other card decks don’t always offer. We consider 


that a valuable bonus.” 


Computerworld Response Card Decks give you a cost- 
effective way to reach a powerful buying audience of over 
127,000 computer professionals. They’re working for Spec- 
trum Concepts, Inc. — and they can work for you. Call 
Norma Tamburrino, Account Manager, Computerworld 
Response Card Decks, at (201) 967-1350 to reserve your 
space today. 


RESPONSE CARD DECKS 


Computerworld is an IDG Communications Newspaper 





re 


— Alec Gindis 
President 
Spectrum Concepts, Inc. 
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secure networks and encryption 
systems will rise dramatically. 

There is a lot of emphasis 
from management on buying an- 
tivirus software, said Ken Shau- 
rette, system security adminis- 
trator at Foremost Life 
Insurance Co. in Grand Rapids, 
Mich. “‘They’re seeing a lot of 
ballyhoo about virus attacks, and 
they want to make sure that 
they’re protected,” he said. “‘We 
spend a lot of time chasing virus- 
es, though there is a minimal 
chance of their getting in, espe- 
cially at the mainframe level.” 

Management has to be sold a 
multifaceted security plan that 
offers a range of strategies rath- 
er than one that stresses some 
methods over others, Shaurette 
said. “‘We need to relate it to the 
element of risk,” he explained. 
“In banking, for example, in five 
robberies, the robbers will get 
only $10,000. But in a case of 
computer fraud, a single robbery 
may net 20 times as much. The 
same thing applies to viruses: 
The damage is likely to be mini- 
mal compared to one instance of 
computer fraud.” 


Security drawbacks 

Survey respondents also said 
they intended to scale back their 
plans to purchase minicomputer 
and mainframe access control 
software and call-back modems. 
In 1988, nearly 86% of comput- 
er security professionals said 
they planned to access control 
products, but about 75% said 
they planned to purchase those 
products in 1991, the NCCCD 
report noted. 

Some of this decrease is indic- 
ative of the shift from mini and 
mainframe computers to local- 
area networks, researchers said. 

“It’s too bad that security for 
host computers is not going up,” 
said Gerald Grindler, systems 
consultant at Southwestern Bell 
Telephone Co. in St. Louis and 
newly elected president of the 
Information Systems Security 
Association, Inc. 

The media focus on hackers 
and viruses has led top manage- 
ment to believe that the nation’s 
communications networks are 
more at risk than a corporation’s 
host computers, Grindler said. 
Security managers are looking 
to secure their systems from 
outside intrusion — not from 
within, where the greatest risk 
lies — to alleviate top manage- 
ment concerns, he added. 

“No one wants to tell them 
that the people from the outside 
are not the true risk,” he said. 
“The employees are the great- 
est threat.” 

The survey’s respondents 
come from a variety of indus- 
tries, with banking, military and 
government aerospace repre- 
senting the greatest concentra- 
tions. Retail businesses were 
surprisingly underrepresented, 
suggesting a possible lack of 
computer security conscious- 
ness in this portion of the econo- 
my, the NCCCD reported. 
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The first PowerHouse 
plication you should 
evelop is this one. 


There’ no better way to gain 
a more thorough understanding 
of the PowerHouse solution than 
by attending a PowerHouse semi- 
nar. And we've made that very 
easy to do. Because we've sched- 
uled seminars in many metropoli- 
tan areas. We look forward to 
seeing you at one. 


Now youre thinking strategically. 
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Cognos Seminar Schedule 


April 4 
April 5 
| April 11 
April 12 
April 18 
April 18 
April 19 
April 25 
April 26 
April 27 
May 2 
May 3 
May 4 


For information on other U.S., Canadian or European 
Seminars, call 1-800-548-6750. (In Canada, 1-800-267-2777. 
In Europe, + 44-344-486668). 


Portland, OR 
Anchorage, AK 
Boston, MA 
Needham, MA 
Valley Forge, PA 
Las Vegas, NV 
Salt Lake City, UT 
New York, NY 
New York, NY 
Somerset, NJ 
San Diego, CA 
Phoenix, AZ 
Fresno, CA 


May 9 

May 10 
May 10 
May 11 
May 16 
May 17 
May 17 
May 18 
May 18 
May 23 
May 24 
May 25 
May 25 


Anaheim, CA 
Cleveland, OH 
Los Angeles, CA 
Pittsburgh, PA 
San Francisco, CA 
San Jose, CA 
Minneapolis, MN 
Seattle, WA 
Rochester, NY 
Chicago, IL 
Chicago, IL 
Cincinnati, OH 
Albany, NY 


May 25 
May 31 
June | 
June | 
June 6 
June 6 
June 6 
June 7 
June 8 
June 13 
June 15 
June 20 


June 22 


———_—— 


San Bernadino, CA 
Washington, D.C. 
Richmond, VA 
Hartford, CT 
Atlanta, GA 
White Plains, NY 
St. Louis, MO 
Detroit, MI 
Dallas, TX 
Houston, TX 
Denver, CO 
Orlando, FL 

Boca Raton, FL 








(] I'd like the software decision I make to be a strategic one. That's 
why I'd like to attend a Cognos seminar on the PowerHouse 
Distributed Data Management Solution. 

_} I’m unable to attend your seminar, but I'd like some literature that 
describes your products. 


Name 

















Title 





Company 





Address 





City 





Telephone 





Hardware Environment 








File/Database System(s) 


Development Tools 





The Seminar I'll Be Attending (City and Date) 





Names of People To Attend. 





Return to Cognos Seminar. Or phone our National Seminar 
Coordination Desk at 1-800-548-6750. 
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And no other SQL/RDBMS 


offers more 


distributed 


eee 


access than 


PowerHouse StarBase. 


The PowerHouse Distributed Data Management Approach. 
A powerful integrated environment that gives you freedom of choice. 


Introducing PowerHouse StarBase™ 
—a fully relational, SQL database 
specifically designed for high volume, 
multi-user transactions. 


PowerHouse StarBase does things 
other databases don’t do. It sets new 
standards for distributed processing. It 
features referential integrity, concur- 
rency controls and two-phase commit 
which guarantees data integrity. Trig- 
gers allow you to write business rules. 
What’s more, PowerHouse StarBase 
enables you to manage large, complex 
datatypes (BLOBs). 

PowerHouse StarGate™ will allow 
access to common 3rd party databases 
and PowerHouse StarNet™connects 
remote data sites, providing a level of 
distributed data management that is 
not available from other vendors. 


Best of all, PowerHouse StarBase 
integrates tightly with hardware 
architectures and works with the 
full PowerHouse development tool 
set—in concert with your existing file 
structures and applications. It’s an integral 
part of our distributed data 
management solution. 

Unlike common database ap- 
proaches, which chain you to a cap- 
tive environment, the PowerHouse 
solution acknowledges a simple, sali- 
ent business fact: you’ve spent time 
and money getting to where you are 
today. Far from expecting you to aban- 
don your current applications, our, 
solution preserves and enhances the 
investment you ve already made in. 

The PowerHouse solution also 


*In Canada, call 1-800-267-2777. In Europe, call +44 344 486668. 


acknowledges a simple, salient com- 
puting fact: environments today are as 
likely as not to be a heterogeneous 
mixture of different hardware plat- 
forms, different operating systems, 
different databases, different data 
sites. The beauty of PowerHouse is 
that it works with and, even more 
importantly, helps you integrate the 
disparate elements that make up your 
computing world. 

With the PowerHouse solution, 


you get powerful 4GL development 
tools with links to CASE products, ~ 


Fae canard ves 


spread-sheet programs, IBM main- 
fe sa PC LANs, 

With the PowerHouse solution, 
you get flexible database options— 
options that bring cohesiveness to 
native file structures and will en- 
hance the performance of 3rd party 
RDBMSs. And with PowerHouse 
StarBase, you get advanced distributed 
database performance that jar exceed 

The PowerHouse Distributed Data 
Management Environment. A strate- 
gic solution to the challenge of man- 
aging information in a world that 
can sometimes seem to border on 
the chaotic. 

If that’s the kind of world you 
need to manage, phone us at 
1-800-426-4667. For seminar infor- 
mation, 1-800-548-6750* 


Now you’re thinking strategically. 


PAC WIAC® 
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Cognos Corporation, 2 Corporate Place, I-95, Peabody, MA 01960. Cognos Incorporated, 3755 Riverside Drive, P.O. Box 9707, Ottawa, Ont. Canada, K1G3Z4 
Cognos and PowerHouse are registered trademarks of ae Incorporated. PowerHouse StarBase, PowerHouse StarGate and PowerHouse StarNet are trademarks of Cognos Incorporated. 


her trademarks are the property of the respective trademark holders. 





The SAS System. 


The Graphics Tool You Won’t Outgrow. 


hen you've got to 

turn those numbers 

into a presentation, 
turn to the SAS® System. The 
SAS System includes easy-to- 
use procedures for charts, 
plots, maps, and three-dimen- 
sional displays. At a glance, 
you can grasp detailed statistics, 
spot relationships among items, 
and trace emerging trends. 
And when your manager wants 
more, the SAS System lets you 
customize your graphs and 
present multiple displays on the 
same page for easy comparison. 
You can produce your graphs 
on terminals, plotters, trans- 
parencies, or slides. 


Telecommunications Division 


Weekly Sales Report ' 


North 
Central 


‘You can even use the SAS | 


System to analyze your data 
before you present them. We've 
got tools for every kind of 
analysis—from simple descrip- 
tive statistics to advanced 
regression, analysis of variance, 
discriminant analysis, cluster- 
ing, scoring, and more. 
And as your needs 
grow, the SAS System 
grows with you. All the 
tools you need for full 
screen data entry, model- 
ing, forecasting, “what if” 


analysis, project man- 


agement, optimiza- 


tion, and quality 


control are 


available in the SAS 
System. You choose 
the products you 
need, and enjoy the 
same easy-to-use lan- 
guage and syntax in 
each. Whether you 
license one product 
or several, you'll enjoy 
the same high-quality 
software, training, 
documentation, and 

support we've offered for more 

than ten years. 

For details, send us your 

name and address. Or call 

a Software Sales Representa- 

tive today. 


SAS/GRAPH 
Software Now on 
Your PC 


SAS Institute Inc. 
SAS Circle 1 Box 8000 
po Joe 


IM. i: 


19) 30 (a1) 400. 469-3737 


communications Division 


e of Revenue 
1986 


Network Services Group 


Local Service 451 


Use of Revenue 


in 1986 


Other 


Service 


The SAS System runs on these ; 

minicomputers: Digital Equipment ent Corp P 
VAX™ 8x>%x and 11/7xx series under 
VMS and MicroVAX II™ under MicroVMS™, 
Prime Computer, Inc. Prime 50 series under PRIMOS®; and Data Genera! 
Corp. ECLIPSE® MV series under AOS/VS. The SAS System also runs on 
IBM 370/30xx/43xx and compatible machines under OS, CMS, DOS/VSE, 
SSX, and ICCF; IBM XT/370 and AT/370 under VM/PC; and IBM PC XT 
and PC AT under PC DOS. Not all products are available for all systems. 


SAS and SAS/GRAPH are registered trademarks of SAS Institute Inc., 
Cary, NC, USA. 
Copyright © 1987 by SAS Institute Inc. 


Depreciation 147 


Networks PB 3 


) Me be 
Toll Service 283 


Benefits 
Financing 


Earnings 


Printed in the USA. 





APRIL 17, 1989 


EXECUTIVE REPORT 


COROOO OOOH OR OOOE OES ESOSOHTOSOOOSEOEESEEEES err) OOOO OOO SEOEOOE OEE E EEE ESESESEOSSOSSESE EEE EEEEESESS 


CEOs give credit for today 
but expect more tomorrow 


BY GLENN RIFKIN 


ruce Seaton speaks with 
the confidence and in- 
sight of a seasoned infor- 
mation systems execu- 
tive. He can tell you 
without hesitation the 
number of personal 
computers that are used 
by the firm and how 
many MIPS are devoted 
to electronic mail. He has pushed 
IS hard to help his company gain 
leadership in its industry. Infor- 
mation systems, he declares, “‘is 
fundamental to how we oper- 
ate.” 

Despite his insight, Seaton is 
not an IS executive. He is the 
chairman and chief executive of- 
ficer of American President 
Companies Ltd. (APC), a $2 bil- 
lion distribution and transporta- 
tion company in Oakland, Calif. 

Few CEOs carry personal in- 
volvement as far as Bruce Sea- 
ton does, but his focus on IS ex- 
emplifies the trend among top 
business executives. Corporate 
leaders are buying into the no- 
tion that IS is critical to the sur- 
vival and prosperity of their com- 
panies as the new decade looms. 

This is a mixed blessing for 
IS. Along with more attention, 
CEOs are now dispensing more 
criticism — they are just not 
getting the return they expect 
from their IS investment. 

According to an exclusive 
Computerworld survey of 
CEOs and other top business 
leaders (presidents, chief oper- 
ating officers and chief financial 
officers) in the Fortune 1,000, 
64% agreed with the statement: 
“T do not feel that my organiza- 
tion is getting the most for its in- 
formation systems investment.” 
And 68% said that IS was only 
“somewhat meeting expecta- 
tions” in their companies. 

At APC, Seaton echoes the 
frustration of many CEOs. His 
company devotes nearly 5% of 
sales — $100 million — to infor- 
mation resources, and though 
his IS department is highly visi- 
ble and state of the art, Seaton 
wants more. 


ifkin is a Computerworld Features 
co-editor. 


MARVIN COLLINS 


CEO Seaton says keeping up means falling behind 


“We’re far from where I'd 
like us to be in terms of produc- 
tivity,” he says. “In the 1990s, 
you can’t just tread water and 
stay competitive. You need con- 
stant improvement. If informa- 
tion resources simply stays with 
the pack, we will drop behind sig- 
nificantly.” 

At Allen-Bradley Co. in Mil- 
waukee, a subsidiary of Rock- 
well International Corp. that 
manufactures industrial automa- 
tion systems, CEO J. Tracy 
O’Rourke is also far from satis- 
fied, even though most people 
would say his company repre- 


sents the leading edge of infor- 
mation systems use. ‘We have 
an IS plan, but it’s not of the qual- 
ity of other parts of the busi- 
ness,” O’Rourke says. “We’re 
nowhere near where we need to 
be, and we’re among the better 
companies when it comes to IS.” 

Despite the apparent dissatis- 
faction with the return on invest- 
ment, business leaders are clear 
about the importance of IS to 
their organizations. 

According to the CW survey, 
85% agreed that IS holds the key 
to competitive advantage for 
their organizations in the 1990s. 


—— 


PC exposure may lead to more demands 
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A warning to IS: Start talking or else 
Aline to the top cuts a wider swath 
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Eighty-eight percent said they 
believe that information systems 
will significantly change the way 
their companies do business in 
the next decade. 

“MIS is the backbone of any 
company,” says Jack Twyman, 
CEO of Super Food Services, 
Inc. in Dayton, Ohio. “In the 
’90s, information and the speed 
with which you receive it will be 
extremely important to charting 
the course of any company.” 

Top executives have not sud- 
denly become computer addicts 
or technological visionaries. 
While 92% of the respondents in 
the survev agreed that IS is be- 
coming more important to their 
companies and 82% said they 
were personally paying more at- 
tention to IS now than they were 
several years ago, many are be- 
ing driven in that direction by a 
basic business tenet — keeping 
up with the competition. 

Twyman is a prime example. 
“We're not that unique in terms 
of what we have in technology,” 
he says. “Our competitors have 
the same equipment. So if you 
don’t stay on top of it, you'll be at 
a major disadvantage.” 


No surprises 

For the most part, says Mel 
Bergstein, a principal at Arthur 
Andersen Consulting in Chicago, 
CEOs are not necessarily inter- 
ested in breaking new ground. 
They just do not want to be sur- 
prised by information systems 
advances made by their competi- 
tors. 

For the moment, the percep- 
tions of technology by CEOs re- 
main mixed. Many have not 
moved beyond old concepts of 
data processing and the comput- 
er room. For example, when 
asked what the phrase “in- 
formation systems” conjures up 
in their minds, 57% of senior ex- 
ecutives indicated computers/ 
hardware/mainframe systems. 

Attitudes and viewpoints are 
definitely beginning to change, 
but not all at once and not with- 
out frustration. 

“CEOs are much more savvy 
about IS today,” reports Ray- 
mond Lane, head of the IS con- 
sulting group at Booz, Allen & 
Hamilton, Inc. in Dallas. “IS is so 
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important, they are being forced 
to come up the learning curve. 
Spending is so high in that area 
that they have to be in meetings 
they wouldn’t normally sit in on. 
But the frustration level is also 
high.” 

Peter Keen, author and exec- 
utive director of the Internation- 
al Center for Information Tech- 
nologies in Washington, D.C., 
consults regularly with CEOs 
and says he sees a variety of atti- 
tudes. Keen puts today’s CEOs 
in three categories: 

e Those who wish technology 
would go away. 

e Those who think the job should 
be upgraded and delegated to a 
“heavyweight” in the organiza- 
tion and who just want someone 
to “take charge and keep it away 
from me.” 

e Those who see IS as a part of 
everyday life and recognize that 
the IS chief now has to be part of 
top management. 

“Unfortunately, only about 
20% are in that third category,” 
Keen says. “Most companies are 
still struggling to figure out just 
what is meant by information 
technology.” 

Consultants who work with 
top-level executives agree that 
the appreciation and acceptance 
of technology varies dramatical- 
ly from company to company and 
industry to industry. 


The innovators 
Nevertheless, a small but highly 
visible cadre of aggressive and 
forward-looking CEOs is begin- 
ning to emerge. These execu- 
tives are asking their chief infor- 
mation officers to innovate, find 
new ways to compete and erect 
new barriers to competition. 
“They want to make technology 
systemic, part of the fabric of the 
company,” Bergstein says. 

Exemplifying the “new 
wave” of CEOs are leaders like 
Seaton and Vernon R. Loucks 
Jr., CEO at Baxter Healthcare 
Corp. in Deerfield, Ill. 

Loucks points out that IS is 
more important to his firm than 
to most because of an innovative 
customer-interactive database 
that ties most of the customer 
base directly into the corpora- 
tion. “This makes IS one of our 
primary marketing tools,” 
Loucks says. ““Two-thirds of our 
customers are on this automated 
database and that represents 
$5.5 billion of our business.” 

Loucks has kept a close eye 
on IS for the past nine years and 
even more so since Baxter ac- 
quired American Hospital Sup- 
ply in 1985. When he says that IS 
will be a major competitive fac- 
tor in the 1990s, he is not simply 
mouthing platitudes. 

“Tt will cost anyone at least 
$100 million to compete with us 
in terms of our IS capabilities,” 
he says. “And by the time they 
catch up, we'll be on to the next 
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iteration. IS is a major part of our 
strategy.” 

A critical question is how 
many CEOs are prepared to fol- 
low the lead of their more adven- 
turous peers. Although consul- 
tants hear CEOs talk more 
openly about the impact of IS, 
some say these executives are 
simply responding to the in- 
creased coverage that technol- 
ogy has received in the business 
press. 

Many of these executives 
may be parroting the conven- 
tional wisdom that IS is critical 


E HAVE an IS plan, 

but it’s not of the 

quality of other 
parts of the business. We’re 


nowhere near where we 
need to be.”’ 


J. TRACY O’ROURKE 
ALLEN-BRADLEY 


for competitive advantage, with- 
out knowing how to measure its 
value in their own companies. 

While 98% of the executives 
surveyed agreed that IS has a 
significant impact on the bottom 
line of their organizations, their 
answers also indicated that mea- 
suring that value is difficult. Al- 
though 76% of those polled 
claimed that the value of IS is 
quantifiable, when pressed as to 
how they measure that value, 
the majority were stymied or of- 
fered vague, general guidelines. 

“‘We measure the benefits by 
the impact it has on the custom- 
er,” one CEO said. Another 
talked of looking at the pluses 
and minuses but conceded that 
what it really comes down to is 
“a gut reaction.” Still another 
joked, “‘I said it can be done, not 
that Ican doit.” 

William A. Fickling Jr., CEO 
of Charter Medical Corp. in Ma- 
con, Ga., openly admits that the 
benefits of IS are not measurable 
in his company. 

The effect, he says, is deter- 
mined by how IS is perceived and 
by the relationship that group 
has with other departments. 
“We get better response than 
we used to, but the problem is 
there’s no good way to mea- 


sure,” Fickling says. 

Richard P. Wollenberg, CEO 
of Longview Fibre Co. in Long- 
view, Wash., calls attempts at 
measurement futile. ‘They’re 
moving in the right direction,” 
he says, “‘but it’s virtually impos- 
sible to quantify.” 

For CEOs, the lack of a clear 
yardstick is perhaps the most 
frustrating aspect of interacting 
with IS, according to Booz Al- 
len’s Lane. 

“Some of these companies 
are calling the shots on billion- 
dollar IS budgets, and it’s ex- 
tremely frustrating for 
CEOs to have that base 
and not be able to sec- 
ond-guess their MIS 
management,” Lane 
explains. “Most CEOs 
understand the busi- 
ness dynamics of their 
company and could run 
any area of the compa- 
ny, but not the comput- 
er area.” 

In his work at Booz 
Allen, Lane _inter- 
viewed 70 senior exec- 
utives in Fortune 500 
companies, including 
CEOs, senior IS execs 
and senior business ex- 
ecutives. He asked how 
they felt about the large 
amounts of money they 
have spent on IS over 
the past 10 years. 

The response Lane 
expected to hear was 
that they were tired of 
spending. Instead, he 
found that CEOs 
thought the money 
spent was worthwhile 
but still worried about 
the lack of conventional 
proof. “The return 
feels good,” Lane says. “But it’s 
getting to be a big line item in the 
budget, and there’s no way to 
measure the return.” 


Better measures 

There are those who believe sav- 
vy CEOs do not need quantifica- 
tion. According to Michael Ham- 
mer, president of Hammer & 
Co., a Cambridge, Mass.-based 
consulting group, some CEOs 
use financial measures as a sub- 
stitute for intuition and substan- 
tive understanding. ‘The morea 
CEO knows the substance of his 
business, the less he looks at 
numbers,” Hammer says. 

But, despite such arguments 
and the difficulty of obtaining 
quantifiable proof, top execu- 
tives are likely to continue ask- 
ing for better value measure- 
ments. “CEOs will _ start 
demanding more visible evi- 
dence of competitive advantage 
over the next four years,” Keen 
predicts. 

William B. Ellis, chairman and 
CEO of Northeast Utilities, a 
$2.3 billion electric and gas utili- 
ty based in Hartford, Conn., 
knows firsthand how difficult it is 
to assign a value to an informa- 
tion system. He once chaired a 
committee within the company 
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that reviewed cost benefits of 
computer services, and the ex- 
perience convinced him that true 
quantification just isn’t possible 
right now. But even so, Ellis is 
not about to stop asking for it. 
“The discipline of demanding 
quantification is very impor- 
tant,”’ Ellis says. “In fact, it’s 
tougher to stay disciplined about 
that now because peo- 
ple are saying how im- 
portant technology is 
and they marvel at the 
machines without de- 
manding cost benefits.” 


to the top office, consultants and 
CEOs agreed that this hardly 
represented a trend. 

Such examples, Lane says, 
are overblown. These individ- 
uals were exceptions to the rule, 
successful because of their per- 
sonality or business acumen, he 
explains. 

The survey did find a some- 


METHODOLOGY 


One hundred and three CEOs and 
top corporate executives from For- 


One expectation top 
executives do not have 
is the emergence of IS 
chiefs or CIOs as real 
contenders for the top 
job in their companies. 

Although 56% of 


tune 1,000 companies participat- 
ed in Computerworld’s telephone 
survey, discussed here. Inter- 
views were conducted for CW by 
Boston-based First Market Re- 
search, Inc. from February to 
March 1989. Major findings are 
summarized on the facing page. 


those polled in the 
Computerworld — sur- 

vey indicated that IS is a good or 
very good training ground for 
possible future CEOs, 72% of 
the same group said it was un- 
likely that an individual from IS 
would rise to take the helm at 
their firms. 

Though some CEOs said “‘tal- 
ent is where you find it,” there 
was general agreement that the 
technical focus of IS requires a 
different kind of mind-set than 
that of aCEO. 

According to the CW survey, 
top executives would be more in- 
clined to look for successors in fi- 
nance (37%), marketing (31%) 
or  operations/administration 
(27%). 

“CEOs have big egos, and 


WANT to be a $250 
million business in five 


am years. I can’t do it 
without computers.” 


LILLIAN VERNON KATZ 
LILLIAN VERNON 


they tend to believe that all 


CEOs are created in their own 
image,” says Arthur Andersen’s 
Bergstein. ‘And very few CEOs 
have technical backgrounds.” 
Despite the fact that the busi- 
ness and trade press has made 
much of a few IS executives — 
such as Robert Crandall at 
American Airlines — moving up 


what more encouraging picture 
when it examined the back- 
grounds of the respondents. 

While the largest single col- 
lection of all top executives — 
28% — came out of the finance 
area and 18% of the CEOs said 
that their background was in 
sales and marketing, information 
systems turned out to be a more 
common thread than might have 
been expected. Eighteen per- 
cent of the CEOs and 24% of the 
non-CEOs surveyed did, in fact, 
have an IS background. 

Acceptance is slow, however, 
and the road to the top may take 
several twists and turns for IS 
professionals. In many organiza- 
tions, IS continues to report toa 
high-level _vice-presi- 
dent of administration 
or the chief operating 
officer. 

“The computer 
room is our public utili- 
ty,” says Gerald E. 
Schultz, CEO at Bell & 
Howell Co. in Skokie, 
Ill. “The IS chief is a re- 
source for our general 
managers to call on. But 
he is not driving the 
boat.” 

Longview _ Fibre’s 
Wollenberg is equally 
adamant. ‘‘Just as war is 
too important to be left 
to the generals, man- 
agement is too impor- 
tant to be left to MIS,” 
he says. “The MIS 
chief has to be a chess 
player, a problem solv- 
er, the kind of guy who 
works the math puzzle 
in Scientific Ameri- 
can.” 

Wollenberg says 
that production is the 
best route to CEO in his 
company with sales and finance 
as the alternate \routes. CEOs 
need a broad overview, he 
claims, as well as the kind of sea- 
soning that you can get from 
“rough-and-tumble daily contact 
with people on the production 
floor.” An MIS manager doesn’t 
have either. ‘“‘He is immersed in 

Continued on page 78 
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IF YOU'VE EVER WONDERED what top executives really think 
about technology, information systems investments and IS, here are 
your answers from more than 100 CEOs and top corporate executives 
at Fortune 1,000 companies. 


“How would you characterize the MIS or information 
systems area as a training ground for possible future CEOs?” 


4 
@ Respondent 
base of 99 


Very good Good Poor Very poor 
12% 44% 38% 5% 


Although the majority of top executives said that the MIS or information 
systems area is a good or very good training ground for CEOs, few 
counted it as likely that an individual with such a background would 
wind up in charge at their companies. 


“How likely is it that your organization will be headed by an 
individual coming from the information systems area?” 


Respondent 
base of 100 


Very Somewhat Not very Not at all 
likely likely likely likely 
9% 19% 37% 35% 


Sixty-four percent of top executives surveyed think they could be getting more 
for their dollar from information systems. 


“I do not feel that my organization is getting the most 
for its information systems investment” 


4 
Respondent 
¢ base of 99 


Strongly Somewhat Somewhat Strongly 
agree agree disagree disagree 
42% 26% 9% 


When asked how their information sytems group could perform better, 11% 
indicated that their group is doing a good or excellent job and meeting 
expectations. Among those who felt some performance improvement possible, 
the following suggestions came up: 


° Faster and more timely execution (16%) 

Better efficiency and productivity and more cost-effective work (12%) 

Better interaction with users and better understanding of user and 
customer needs (10%) 


More than three quarters of the executives said they think the benefits of 
information systems are quantifiable. Few, however, were able to provide 
specifics on how their own organizations handle the translation. 


“Are the values and benefits of information systems and 
information technology measu ble or quantifiable?” 


Respondent 
base of 98 


Top executives expect that information systems will have major impacts on 
their businesses during the 1990s, both procedurally and competitively. 


“T believe that information systems will significantly 
change the way my company does business in the 1990s” 


¢ 
< Respondent 
base of 100 


Strongly agree Somewhat agree Disagree 
54% 34 


A question about this statement also garnered overwhelming agreement: 


“] believe that information systems hold the key to competitive 
advantage for my organization in the 1990s” 


Respondent 
base of 103 


Strongly Somewhat Somewhat Strongly 
agree agree disagree disagree 
35% 50% 11% 4% 


The real difference was in the strength of the affirmation. 
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detail, and he lives in a kind of ivory tow- 
er.” 

Northeast Utilities’ Ellis cannot imag- 
ine why an IS executive would think a 
switch into general management was ei- 
ther desirable or possible. Ellis, who 
worked in data processing in the U.S. 
Army and keeps a close watch on his com- 
pany’s IS operations today, says he be- 
lieves that IS work is “fun, exciting, chal- 
lenging and always changing. 

“The path to CEO is tough; you make a 
lot of mistakes, it takes a lot of time, and 
it’s not often much fun,” Ellis says. “It’s 
unrealistic for someone in IS to expect to 
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EOs HAVE BIG egos, and they tend to believe that 
all CEOs are created in their own image. And very 
few CEOs have technical backgrounds.” 


have 20 years of fun and then become the 
CEO. It’s just not that easy.” 

Even APC’s Seaton, who can do a very 
good imitation of an IS executive and 
clearly values what they do, is not con- 
vinced that they have the right stuff for 
the top jobs. “I haven’t seen the people in 
information resources with general-man- 
agement breadth,” he says. “It will take a 


MEL BERGSTEIN 
ARTHUR ANDERSEN CONSULTING 


new generation, perhaps one that goes 
through information resources and then 
into the user community and up.” 

The profile that top executives look for 
in an IS chief, according to the CW survey, 
is a person who has an almost equal blend- 
ing of business/product/operational un- 
derstanding and technical proficiency. 
Good management and administrative 


The environment is changing on this planet. 
MIGRATION MASTER™ is the key to survival. 


Survival in today’s data processing world requires the ability 
to change the operating environment. Utilizing the right 
software technology can make your job easier and your 
software conversion a SuCcess. 

Migration Master™ from SEED Software Corporation is a 
unique approach that simplifies the conversion of software be- 
with SEED’s system expertise, provides a customized migrator 
that can later be used to convert successive versions of your 
software. The result—functionally identical software in all 
environments 

But there’s more to Migration Master than that The 
techniques used by the migration toolset can assist in areas 
such as performance optimization, configuration management, or 
standard enforcement. SEED can ensure your continued success 


SE ee 
software conversions, database design and system integration, 
to name a few. 
If you would like more information about Migration Master, 
call Toll Free (800) 445-3267. In Virginia call (703) 960-8800. 
Or write for more information. 


SOFTWARE CORPORATION 


5904 Richmond Highway « Alexandria, Virginia 22303 
Your best response to changing environments. 
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skills ranked next in order of importance, 
with interpersonal skills following closely. 

As those responses hint, and some 
CEOs will say, there is more to their ten- 
dency to compartmentalize IS executives 
than mere doubt about their business acu- 
men and general management skills. Top 
executives also see the specialized knowl- 
edge of IS as a valuable commodity that 
they do not want diluted or blunted. 

One CEO, who wished not to be identi- 
fied, insisted, for example, that the tech- 
nology is so complex that an IS chief can- 
not afford to let his technical judgment 
slip. “If a guy doesn’t understand the 
technology, the people underneath him 
will take him in any direction they want 

. -and they do.” 

Still, IS chiefs should not be overly dis- 
couraged by the ca- 
reer outlook. As 
Baxter’s Loucks 
puts it, “How you 
make the call de- 
pends on when you 
make the call’ in 
naming a CEO. 

It also depends 
on the firm. Ellen 
Gordon, president 
of Tootsie Roll In- 
dustries, Inc. in 
Chicago, says, ““We 
look at people on an equal footing.” 

Besides, there are other jobs close to 
the top in which IS executives may have 
the inside track. Chief operating officer is 
one real possibility. ‘In enlightened com- 
panies,” Keen 
says, “IS is a train- 
ing ground for 
COOs. The IS guy 
is running your 
network, and it 
gives him a superb | 
insight into opera- 


Loucks 


Furthermore, 
as the corporation 
changes, the ideas Charter’s 
about career paths Fickling 
may change as 
well. Allen-Bradley’s O’Rourke says that 
although IS is a vertical discipline today, 
its role is broadening. 

“The days when IS didn’t talk to any- 
one else in the company are gone. They 

have to work to- 
gether with other 
groups, so there 
will be a tremen- 
dous broadening of 
IS in the future.” 
Almost all re- 
spondents agree 
that ihe future 
bodes well for IS in 
the organization. 
Northeast Whether or not IS 
Utilities’ Ellis is a path to the 
head of the compa- 
ny, there is no doubt that it is a critical 
part of the corporate life-support system. 

“T’m spending the largest amount of 
money on systems,” says Lillian Vernon 
Katz, CEO of Lillian Vernon Corp., a mail- 
order business in Mount Vernon, N.Y. “I 
want to be a $250 million business in five 
years. I can’t do it without computers.” 

“We have a million customers,” Ellis 
adds. “The ability to call all the informa- 
tion on-screen — from billing to where 
the power box is located — gives you the 
ability to talk to that customer as if they 
were the only customer in the world. 
That’s very powerful.” e 
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Introducing Masterpiece 2.0 
The Next Generation Of Financial Software 


The promise of financial accounting software 
is realized at last. The Masterpiece® 2.0 Series is 
21st century financial management for the entire 
corporation. From the data processing room to the 
executive suite. 

It’s comprehensive. It’s fast. It integrates all your 
data and puts it into the most accommodating user 
environment you'll ever work in. 

For those at the top, Masterpiece 2.0 provides 
information with speed and accuracy. Decision 
making becomes easier. Data is disseminated 
company wide at your command. Profit forecasts 
are at your disposal quickly and easily. You've got 
state-of-the-art graphics to help present your case. 
And more importantly, you suddenly have the 
powerful sensation of knowing where you stand 
at any given moment. 

Masterpiece 2.0 is not business as usual, but 
business as it is about to become. For IBM Mainframe, 
Midrange and Digital VAX environments, it’s the 
financial software of the future. 

Call or write Chris Andrews at 800-841-3734 
(in Calif., 800-468-0725) and ask for either the 
“Masterpiece Executive” or ‘‘ Masterpiece Technical” 
Overview. Find out what 21st century financial 
software can do for you. 
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CEOs, PCs don’t mix well 


“ Do you use a terminal or PC in the 
normal course of your work week?” 


Yes No 
42% 58% 
Fewer than half the executives surveyed use a PC or terminal at work 


regularly. And among those who don’t use one, most said they are 
unlikely to do so in the next year. 


“T don’t use a personal computer,” says 
Lillian Vernon Katz. “I’m a merchant. If I 
need a number, I go to the finance depart- 
ment.” 

Katz, chairman and chief executive of- 
ficer of Lillian Vernon Corp. in Mount 
Vernon, N.Y., is typical of most CEOs in 
her aversion to personal use of technol- 
ogy. According to the Computerworld 
survey, 58% of CEOs questioned admit- 
ted that they do not use a computer, and 
64% of those who don’t said tixey have no 
plans to put their hands on the technology 
in the near future. 

To some extent, the dividing line be- 


“| needed a WAN company that 
could handle my problems at 2AM. 
That's where Vitalink offers 
a dean break from the rest?’ 


When you're troubieshooting a problem 


on your wide area network, 
you need fo put out the fire fast. 


Pick the company with 24-hour customer service. 





tween use and nonuse is generational. 
Many seasoned CEOs seem to feel like 
Richard P. Wollenberg, CEO of Longview 
Fibre Co. in Longview, Wash., who says, 
“T’ve been in business for 50 years, and I 
have no desire to use a computer. If I was 
20 years younger, I might try, but it’s a 
tremendous learning effort.” 

Even CEOs with a strong perception of 
the value of information systems tend to 
shy away from the machines. 

William Ellis, chairman of Northeast 
Utilities in Hartford, Conn., keeps close 
tabs on the IS function and has a better- 
than-average understanding of technol- 
ogy. But he expresses no interest in going 
on-line. “I carry a little calculator — 
that’s it,” Ellis says. “I don’t feel the need 
to go directly to the computer for infor- 
mation. I prefer calling someone who can 
give me a number and tell me what that 
number means.” 

CEO reaction to computers is no dif- 
ferent from that of society in general, says 
Michael Hammer, president of Hammer 
& Co. in Cambridge, Mass. ‘‘We forget 
that CEOs are people, too,” he points out. 
Like most people, he says, CEOs are 
gradually becoming acclimated to com- 
puters through exposure in their nonbusi- 
ness lives. And they can see the machines’ 
value but still feel somewhat queasy about 
extended contact. 

J. Tracy O’Rourke at Allen-Bradley 
Co., for example, will use a PC and termi- 
nal, but only if it is buffered. He performs 
trend analyses on a custom-designed ex- 
ecutive information system with lots of 
Help screens and simple commands. ‘‘Had 
I been exposed to it before high school and 
college, I’d feel more comfortable with 
it,” he says. 

The rare CEOs who have embraced 
the computer quickly get hooked. How- 
ard Humphrey, CEO of Franklin Life In- 
surance Co. in Springfield, Ill., uses a Ze- 
nith Data Systems laptop PC for financial 
projections, for month-by-month financial 
reports and to handle his executive index. 

Ellen Gordon, president of Tootsie 
Roll Industries, Inc., is a convert-turned- 
zealot. Gordon has two PCs anda terminal 
in her home. The IS group set up the ter- 
minal to give her access to the mainframe, 
and she uses the PCs for personal as well 
as business use. “It’s an integral part of 
my workday,” Gordon declares. “‘All of 
our top people should get to know it.” 

There is some evidence that regular 
use of PCs has an impact on the way top 
executives think about information sys- 
tems in their organizations. According to 
Computerworld’s survey, those who in- 
teract regularly with computers are 
slightly stronger in their belief that infor- 
mation systems holds the key to competi- 
tive advantage over the next decade. 

They are, however, more likely to see 
the benefits of information systems and 
information technology as quantifiable. 
They are also more inclined to think that 
their firms may not be getting as much as 
they could for their IS investments. 

The differences in attitude between 
users and nonusers are not pronounced, 
but they are there, and they hint that in 
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the coming years, when more top execu- 
tives feel comfortable with PCs, informa- 
tion systems executives may find the 
questions from the executive suite be- 
coming more pointed. e 
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nformation systems exec- 

utives hold the keys to cor- 

porate competitive advan- 

tage in their hands, but 

unless they can close the 
ever-widening gap between the 
technical experts on their staffs 
and the users in their organiza- 
tions, everyone will lose. That is 
the sentiment expressed by John 
Donovan, who has spent the past 
six years teaching and consulting 
with Fortune 500 executives as 
well as executives from 1,000 
other organizations. 

On leave from his position as 
professor of management at 
MIT’s Sloan School of Manage- 
ment to chair the Cambridge 
Technology Group, and author 
of the recent book Crisis in 
Technology, Donovan recently 
spoke with free-lance writer Ka- 
tie Crane. His message: Unless 
IS executives start doing things 
differently, their jobs, their firms 
and this country’s economic 
power will be at risk. 


Can you describe, from 
your first-hand experi- 
ence, how today’s IS exec- 
utives and business execu- 
tives work together? 

In many cases, they are not 
working together successfully. 
Every day I hear the same la- 
ments. From MIS people, it is, 
“My boss doesn’t use me or the 
technology right.”’ From the se- 
nior business executives, it is, 
“My MIS people aren’t strategic 
thinkers; it is as if they are talk- 
ing a foreign language.” 


How can MIS executives 
be more responsive to 
business users? 
I feel as though I am a marriage 
counselor. Why won’t these two 
groups talk to each other? They 
want the same thing, they just 
don’t say it in the same way. 
There is a great example in 
Lee Iacocca’s new book, where 
an MIS executive marches into 
Iacocca’s office proposing to 
spend $45 million (and who 
knows how many years) so that 
all their systems can talk to one 
another. “Great,” says Iacocca, 
“but what does this do for the 
company?” Here’s the MIS 
guy’s big chance. How does he 
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FROM THE TOP 


From the back room to the boardroom 


MIS will play a major role in shaping corporate 

strategies in the 1990s. The key to reaching their 

goals 1s for MIS to see eye-to-eye with their CEOs, 
says author and professor John Donovan 


answer? “Glad you asked,” he 
replies. ‘This will save us 22 
new employees.” Dismayed, Ia- 
cocca reports that after millions 
of dollars and thousands of hours 
he still doesn’t know whether 
their decisions or their cars are 
getting any better. Like practi- 
cally every other CEO in this 
country, Iacocca is pleading for 
strategic systems. 


What's at the root of the 
mismatch between need 
and response? 

The major difficulty is that MIS’s 
traditional pillage-and-burn 
strategy — get rid of everything 
and start over — doesn’t work 
for most CEOs. Organizations 
need strategic systems, and they 
need them now. Strategic appli- 
cations demand different skills of 
the technical expert. If it takes 
six years to do what these orga- 
nizations want tomorrow, the 
technology is an impediment. 

I can give you two life-or- 
death examples of the kind of 
rapid strategic response that I 
am talking about. One has to do 
with public health and the other 
with air safety. 

In the first instance, 66 
American Red Cross blood cen- 
ters had no way to share infor- 
mation about blood samples in 
their respective locations. This 
posed a threat that samples 
without adequate testing could 
be released in emergencies. 

In the second, Avco Textron 
Lycoming was challenged by the 
Federal Aviation Administration 
to list all the planes that had a 
certain defective part, and [the 
company] couldn’t do it. 

These organizations could 
not wait six years for a solution; 
they couldn’t wait six months. 
The Red Cross built its entire 
system in 14 weeks. Avco built 
theirs in one week. 


You are coming down 
pretty hard on MIS execu- 
tives... 

I’m telling you there is a blood- 
bath out there with respect to 
MIS executives. 

In one sense, we can’t blame 
MIS people, because they were 
trained as tactical experts, not 
strategic executives. Further- 


more, most of them don’t have 
the tools to build strategic appli- 
cations. 

Technologies do exist today 
that make it possible to build sys- 
tems at one-tenth the cost and in 
one-tenth the time, but most 
MIS executives are not using 
them. Why? There are a lot of 
forces preventing MIS execu- 
tives from moving to these tech- 
nologies, not the least of which 


are the vendors. 

My point is this: MIS execu- 
tives have to make a basic deci- 
sion about whether they are go- 
ing to make necessary changes 
in the way they think and oper- 
ate. If they do, they hold the keys 
to the kingdom. Information sys- 
tems executives are the only 
people who can improve the 
competitive position of U.S. cor- 
porations as we enter the 1990s. 


How do you think MIS ex- 
ecutives should change? 

To begin with, they have to stop 
seeing themselves as technical, 
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HE ONES WHO learn 

how to deal within the 

organization’s political 
arena, .. . who can lead the 
charge instead of following 
vendors, will be the winners. 


back-room experts and begin 
acting like strategic, boardroom 
executives. That’s one very im- 
portant change that must be 
made, but there are others. 


What are some of the oth- 
ers? 

They have to stop making a tech- 
nical case — what the technol- 
ogy is — and start making a busi- 
ness case what the 
technology can do. 
They have to stop wor- 
rying so much about 
MIPS and CPU cycles 
and start becoming 
more concerned with 
return on investment, 
quality and customer 
satisfaction. 

They have to move 
gracefully from central- 
ized to decentralized 
computing, stop build- 
ing what I call ‘“‘stove- 
pipe” systems and start 
building integrated sys- 
tems. They have to 
shift their focus from 
data processing to 
networking. And final- 
ly, they have to realize 
that the day is past 
when business was 
driven by production. 
Today’s business is 
market-driven; whatev- 
er they do must add val- 
ue. 


if they do all those 
things, will they be 
on the same wave- 
length as the busi- 
ness executives? 
They have to change at- 
titudes, too. Those who are dis- 
dainful of sales and marketing, 
who ignore the politics of a firm 
and who align themselves with 
vendors will surely be the losers. 
The ones who learn how to artic- 
ulate, manage and deal within 
the organization’s political are- 
na; who can address the business 
goals of their firm strategically; 
who can lead the charge instead 
of following vendors, will be the 
winners. 


You seem to be describing 
two extremes of a continu- 
um. Surely there are MIS 





managers everywhere along that 
continuum right now. 

That’s right. But for those who remain at 
the tactical end of the continuum, the 
frustration level and the firings are hor- 
rendous. If they don’t move toward the 
strategic end, they will be lost. And so will 
the companies they serve. I am talking 
about survival. 


Are you suggesting that more 
than their jobs are at stake? 

Yes. Much more. Even our economic 
power base is at risk. History shows that 
wherever economic power goes, ideolog- 
ic power follows. What happens if eco- 
nomic power shifts from the U.S. to Ja- 
pan? 

Every one of us must understand what 
is at stake, what we could lose if the gap is 
not closed between MIS executives and 
the strategic objectives of their firms. 


What advice do you have for ex- 
ecutives on both sides? What can 
they do to close the gap? 
I have the same advice for both — educa- 
tion. The CEO has to find, or create, an 
education program for the IS executive 
that is a mind-changing experience. Such 
a program should teach three things: 1) 
how to identify strategic opportunities 
(the business side); 2) what technologies 
are going to be important in implement- 
ing strategic applications (the technical 
side); and 3) how to manage the process. 
While they’re at it, CEOs must find a 
program for themselves that explains 
what technology can do for their firms. It 
can’t be about technology; it’s got to talk 
about what the technology can do. 


How can a single educational pro- 
gram teach IS executives all of the 
things you mentioned? 

The program has to expose participants 
to a new way of thinking plus a way of im- 
plementing that thinking. Moreover, it 
has to be expressed to them in a way they 
can understand — by people who know 
what it’s like to be in their shoes. 

Just talking about strategic systems 
doesn’t work for most MIS executives; it 
sounds like the impossible dream. They 
don’t have a clue how to bring such sys- 
tems to reality in their own firms, so why 
bother? If they can find a problem that 
shows them how to convert their dreams 
to reality, then they start dreaming. 


So the best educational programs 
cre experiential, not academic? 
Yes. Let me give you an example from my 
own experience. We conduct a prototyp- 
ing program in which we team three IS 
experts, three users and two strategic 
people from one company for one week to 
build a prototype of their most strategic 
system. On Friday, their senior execu- 
tives come for a presentation. 

Last week, the U.S. Army, which has 
spent $1 billion and 10 years trying to 
solve this problem, built a prototype that 
had members of the Pentagon and the 
Joint Chiefs of Staff — two- and three- 
star generals — on their feet for a stand- 
ing ovation. For the first time in this coun- 
try’s history, they had critical information 
that they had never had before. 

Can you imagine CEOs giving a stand- 
ing ovation to their information systems 
people? Some corporations fire their CIO 
every year. 


What is at the core of this CIO 
turnover — unrealistic expecta- 
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VEN OUR ECONOMIC power base is at risk. What 
will happen if the economic power shifts from the U.S. 


to Japan? 


tions on the part of CEOs or poor 
performance by MIS executives? 
I’m afraid it’s largely the CIOs. In many 
cases, the technology has passed them by. 
And if you ask them about the difference 
between return on investment and return 
on assets, some can’t answer. How can 
they build a strategic application if they 
don’t know that? 


mainframe 


Why give them 
“power” 


JOHN DONOVAN 
CAMBRIDGE TECHNOLOGY 


Very few CIOs today have the ability 
to bring the vision to reality. The CIOs 
who come up from the technical side 
know the technology, but they have no 
idea how to identify strategic applica- 
tions. Those who come up from the busi- 
ness side have the business sense but 
don’t have the technical expertise to turn 
it into reality. It’s that gap again. Few 


when you can 


give thema 
real mainframe? 


Presenting Unisys Micro A. 


The mainframe small enough 
to make a big difference. 
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CIOs have successfully bridged that gap. 


You don’t sound very optimistic. 
How many IS executives do you 
think can realistically make the 
transition? 

On the contrary, my conclusion is opti- 
mistic. I believe that everyone who gets 
educated in the way I’ve just described 
will make it. I know one CIO who, after 
such a program, proposed to implement a 
strategic system in 12 weeks for a pro- 
jected return of $53 million per year. The 
CIO before him had proposed a $200 mil- 
lion five-year project and lost his job. 

The CIOs who make the switch be- 
come the heroes of their organizations. 
Only the ones who can’t or won’t are 
doomed to failure. e 
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Dotted-line dynamics 


Access to the CEO’s ear can lead to strategic backing for IS 


BY LARRY STEVENS 


As MIS becomes more involved in every 
aspect of a company’s business, from 
manufacturing to publishing to decision 
support, some organizations are finding 
that it makes sense to have the head of the 
information systems department report 
directly to the company chief executive 


Stevens is a free-lance writer based in Springfield, 
Mass. 


Chances are, some of the 
users in your organization 
could use the kind of power, 
versatility and global access 
a mainframe would offer. 

But simulating that kind 
of capability with typical 
departmental systems can 
give you a spaghettiware 
solution that creates real 
problems. 

So we created Micro A. 
The first, smallest, least 
expensive mainframe in the 
world that runs the same 
architecture as a broad, 
proven mainframe family. 


This is not a PC. us isa re UAL 
SPECIFICATIONS: | Memory: 12 MB RAM | 
Users:uptol6 | Disk Storage: 280 MB-1.4 GB | 





officer, rather than to the chief financial 
or operating officer or other intermedi- 
ate-level official. 

Direct access and direct responsibility 
to the top executive changes the way in- 
formation systems executives think about 
and approach MIS issues, according to 
Madeline Weiss, president of Madeline 
Weiss Associates, Inc. in Bethesda, Md. 

Such a move forces MIS executives to 
think in terms of the company’s overall 
strategic planning and how its investment 


in technology can best fit into those plans. 

When an IS manager reports toa CFO, 
which has been a common arrangement, 
he tends to try to advance the IS depart- 
ment, Weiss says, by fighting for more re- 
sources. But when that same manager an- 
swers to the CEO, he has to think more 
about the company’s overall business 
strategy, even if part of that plan might 
mean trimming resources from IS. 

Including MIS among senior manage- 
ment is also bound to change the way the 
organization views technology, Weiss 
says. When MIS is on the outside, the 
thinking usually revolves around how 
MIS can improve what already exists. But 
when MIS has a role in shaping the strate- 
gy of acompany, the use of technology be- 
comes more creative. 
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“When MIS initiates ideas and pro- 
vides a reality check, technology becomes 
part of the strategy rather than being 
used only for problem solving,” she says. 

Bob Walsh, MIS director at Schwinn 
Bicycle Co., went through this kind of 
transition a few years ago when Schwinn, 
in an attempt to regain market share, re- 
organized its corporate structure and put 
Walsh under the CEO’s wing instead of 
the CFO's. 

Walsh, who now has a spot on the exec- 
utive board, says his change in status has 
altered both his own perspective and the 
attitudes of others. The new reporting ar- 
rangement has, he says, given him an in- 
side view of Schwinn’s general business 
decisions. 

It has also given other executives a 
chance to learn about the potentials and 
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OW, PEOPLE know 

that when I say I 

talked over an idea 
with the boss, I mean the top 




















| boss rather than an inter- 


mediary. And people listen to 
the idea more closely.” 


BOB WALSH 
SCHWINN 


limitations of technologies and increased 
upper management’s awareness of how 
important MIS can be to the company’s 
survival. 

Walsh says CEO Ed Schwinn had al- 
ways been receptive to new technologies, 
but the restructuring sent a signal to the 
rest of the organization that information 
systems were considered a high-priority 
area. 

“‘When there was a space between the 
CEO and MIS, it was harder for us to get 
our ideas across to other people in the or- 
ganization,” Walsh says. ‘Now, people 
know that when I say I talked over an idea 
with the boss, I mean the top boss rather 
than an intermediary. And people listen to 
the idea more closely.” 


Balancing finance 

Another reason that some organizations 
are starting to rethink the reporting 
routes for MIS is the perception that fi- 
nance is claiming a disproportionate share 
of technology resources, according to Jac- 
ques Passino Jr., director of information 
and technology planning at Arthur Ander- 
sen Consulting in Detroit. 

“You have an unbalanced resource al- 
location, and that can only last so long be- 
fore people begin banging cages,” Pas- 
sino says. 

Other departments, he notes, such as 
warehouse and logistics management and 
sales and marketing, are beginning to re- 
alize that the most likely way to get new 
technologies into their own areas is to 
make MIS free and equal. 

Even when resource consumption is 
not an issue, suitability may be, says Ray 
Hall, principal at Booz, Allen & Hamilton, 
Inc. in Dallas. 

“When MIS performed mostly finan- 
cial applications, it made sense for it to re- 
port toa CFO,” he says. “But in many or- 
ganizations, that relationship is now 
anachronistic.” 

Although Walter Zerrenner, vice-pres- 


ident of IS at Evangelical Health Systems 
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echnology as a stand-alone sub- 

ject holds less appeal for top ex- 

ecutives than technology as a 

means to a business end. When 

asked which information tech- 

nologies interested or excited them, 

18% of the participants in the Compu- 

terworld survey mentioned communica- 

tions and networking. But an even 

greater number (27%) could not think of 
one technology worth mentioning. 

Some of the reasons that explain this 
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Executive apathy explained 


lack of interest included the following: 

e “T’mnotauser.” 

e “It’s not my job to study new technol- 
ogy.” 

e “T’m too far away from it to have any 
strong feelings.” 

e Technologies “are not exciting.” 

e “T really believe a company must be 
customer-driven, not technology-driv- 
en.” 

e “T think MIS isa necessary evil — you 
become a slave to computers.” (This 


was given by a CEO whose firm is in- 
volved in voice mail, satellite communi- 
cations and networking. But those tech- 
nologies, he says, only indicate that “TI 
have convinced myself that these opera- 
tions will make us more competitive.”’) 

e “Technology for the sake of technol- 
ogy is inappropriate and distorts the 
business requirements. There are con- 
tinuing hazards in chasing technology.” 

e “I try not to fall in love with any one 
technology and, instead, do complete 


Thomas Swithenbank, president, IDC 


Who can provide 
global return 


on your 


high tech 
research dollars? 


Whether your high tech research needs are international or 
domestic, International Data Corporation is the answer. 


From coast to coast and in 23 countries, IDC brings vision, 


perspective, and expertise to technology research. Vision from the 
global breadth of its resources, perspective from 25 years in the 
business, and expertise from its worldwide team of senior analysts. 
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cost-benefit analyses to determine its 
real value.” 

e “I’m not interested in technologies, 
except in terms of what they can do for 
my business.” 

Top executives were more respon- 
sive when asked what particular tech- 
nologies may play an important role in 
the 1990s. Answers such as “‘None” and 
“T don’t know” still topped the list, but 
the percentage of those answers de- 
creased by 6%. 


Dynamics 
CONTINUED FROM PAGE 85 
in Oakland, Ill., never reported to the 
CFO — instead, he previously reported 
to the vice-president of corporate ser- 
vices — he says the effect was the same. 
Before his promotion in December 
1987, which changed his title from corpo- 
rate director to vice-president and gave 
him a direct reporting line to the CEO, 
Zerrenner says he had very little chance 
to provide input on the company’s techno- 
logical direction. 
His responsibilities were mainly to 


HEN MIS per- 

formed mostly 

financial applica- 
tions, it made sense for it 
to report to a CFO. But in 
many organizations, that 
relationship is now an- 
achronistic.” 


RAY HALL 
BOOZ ALLEN 


maintain and oversee back-room opera- 
tions such as patient billing, general led- 
ger and accounts payable. 

The way things worked before, Zer- 
renner was handed a budget each year 
and told to do what he could with it. “Our 
budgets had nothing to do with an MIS 
plan, which we didn’t have, but was based 
on what was left over,” he says. 

Zerrenner’s promotion has already 
changed that way of thinking. 

One month after his promotion, Zer- 
renner was given his first chance to devel- 
op a five-year strategic plan for informa- 
tion systems, which was completed and 
approved in November 1988. 

The plan’s price tag is $17 million in 
capital expenditures and $75 million in 
operating expenses over five years, a sub- 
stantial increase from previous budgets. 
But, more importantly, resource alloca- 
tions are no longer arbitrary but are based 
on decisions about technology. 

One outcome was the creation of a PC 
link to laboratory and other diagnostic ar- 
eas, which allows physicians using a mo- 
dem to access lab results from any com- 
puter without having to physically visit 
the lab. 

“This kind of system would have been 
very hard to get through when MIS was 
seen as an appendage to the financial 
area,” Zerrenner says. @ 
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Running in crisis mode? 


If so, try moving away from the technical edge, back toward the human side 


BY GOPAL KAPUR 


nformation systems 

managers have heard 

the following kinds of 

stories many times be- 

fore: 

eAU.S. Army study of 

nine federal projects 

found that 47% were 

delivered but not used. 
e A major U.S. bank aban- 
doned a computerized ac- 
counting system after 
spending $80 million on its 
development. 
e Approximately 22,000 
subscribers to a major in- 
surance company have can- 
celed their policies since 
1985. Claims had not been 
paid to the tune of tens of 
millions of dollars. 
eA major U.S. airline lost 
$50 million in a single quar- 
ter because of problems caused by untested software. 
e Asurvey of 59 IS projects conducted early this year by 
the Center for Project Management reveals that 79% of 
the projects are behind schedule, 19% are on schedule 
and 2% are ahead of schedule. The average effort ex- 
pended on each project is 235 man-months, and the aver- 
age project has an estimated duration of 20.7 months. 
The problems are so widespread that up to 25% of proj- 
ects involving more than 60,000 lines of code are can- 
celled before completion [CW, May 30, 1988]. 

While in many ways unfathomable, the most amazing 
thing about these kinds of statistics is that they continue 
to shock IS. The second most amazing thing is that they 
persist. There seems to be broad acceptance of inordi- 
nate delays, excessive budget overruns, postimplementa- 
tion testing and user dissatisfaction as a normal part of 
the IS project management process. 

Yet surely all of these projects did not fail on purpose. 


Kapur is president of the Center for Project Management and of the IS consulting 
firm Kapur and Associates, Inc. Both are based in San Ramon, Calif. 
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Undoubtedly they used the latest hardware and software, 
fourth-generation languages (4GL) and databases, com- 
puter-aided software engineering (CASE) and project 
management tools and a gaggle of information systems 
professionals. So why did they fail? Although they had the 
equipment and the personnel, they just did not know how 
to get the one to work with the other. Like so many IS or- 
ganizations, it is not that they were unsuccessful in effec- 
tively mobilizing their tangible tools, but that they did not 
know how to best manage their human resources. 

But success is possible. Take the system developed for 
a large county in California that involved more than 
50,000 lines of Cobol. This project was delivered on time, 
within budget and without a single production failure due 
to logic error, and users did not detect a single error in 
any of the outputs. 

IS professionals who hear this story often remark that 
it must have come out of The National Star Inquirer. 
Or they theorize that errors were not reported because 
the whistle-blowers would have been punished. 

Why are successful IS projects viewed as freak 


* Users, execs getting wise to technology 


* Successful projects need not be flukes 


* More power to the people 
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happenings? This kind of success should 
be the rule, not the exception. 

What is required for project success is 
the implementation of far-reaching 
changes — in IS managers and in the run- 
ning of your departments. If you take 
some specific, significant steps — as the 
California county IS group did — success- 
ful IS projects are attainable. 


Resistance is high 

But many in IS resist this challenge. You 
may, for instance, be inclined to think that 
it’s just the “other guy” who is in trouble. 
If so, ask your project managers this ques- 
tion: “Are you willing to bet that your 
next project will be implemented on time, 
within budget and to user satisfaction?” 
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circumstances and figures 
— that this is the best they 
can de. But would you con- 
sider it acceptable if 25% of 
buildings under construc- 
tion, budgeted at $6 million 
each — roughly the cost of a 
60,000-line software proj- 
ect — were abandoned be- 
fore completion? Or, if 25% 
of a restaurant’s food ar- 
rived inordinately late, had 
key ingredients missing and 
was billed at 100% above 
the menu prices? 

Many in IS do not hold 
themselves to the same 
standards that executives in 


A six-month action plan for IS success 
Managing people, not technology, is key to a well-run 
organization 


« Begin by establishing yourself as the leader of the IS organization 
¢ Spend time with your executive manager to define the mission or 


charter of the IS department 
e Start meeting with your key user managers 


¢ Start meeting with your IS staff, from supervisors to junior team 


members 


¢ In 30 days, develop a plan tc completely delegate 30% of your 


responsibilities 


¢ Take 60 days to put your delegation plan into full action 


e After 90 days, look for a marked improvement in your 


department’s work environment and your employees’ morale 


information systems proj- 
ects suffer from slipshod 
planning, outdated or non- 
existent project notebooks, 
estimates that no one takes 
seriously, schedules that 
come from the Twilight 
Zone and progress reports 
that are, at best, a shot in 
the dark — all of which add 
up to some very expensive 
blunders. 

Yet, IS keeps looking for 
the perfect gizmo to solve all 
its problems. Both IS and 
user managers have the 
misguided belief that the 
primary solution to their 


Others argue that these are acceptable 


other professions do. Most 


She just discovered 


the difference in using 
IBM and DEC. 


None. 


Talk about ease of use...the Interlink Computer 
Sciences SNS/SNA Gateway™ Family of connectivity solu- 
tions is so transparent that IBM users tell us they literally 
forget they're accessing DEC nodes. 

In fact, whether youre on the IBM or DEC side, 
the environment is completely friendly and familiar. 

IBM and DEC users can push and pull informa- 
tion at high speed in either direction using their native 
commands and menus. You can read either system's 
directory, submit jobs, create or download a printout. 

You can use the fastest printers, peripherals and 
data processing across your Interlink joined IBM/DEC 
network. All without additional instruction. 


Build a seamless IBM/DEC network 

Now, your DEC-based applications can communi- 
cate directly with APPC/LU6.2-based applications via your 
IBM SNA network. 

With Interlink’s NetView interface, the entire 
IBM/DEC network can be controlled using NetView net- 
work management tools and commands from a single 
operator console. 

The Interlink gateway family is the first with a 
live, full screen terminal emulation product that can make 
3270 terminals look like VT terminals, and vice versa. 

Also included in the gateway is a data dictionary 
facility. To activate it, you simply take a few minutes 
to define the parameters of a typical record; the 
Interlink software will then automatically translate all 
similar records. 

All this opens up enormous possibilities. For 
example, a financial institution with offices in New York, 
Chicago and Los Angeles can seamlessly tie together their 


Imagine! You can 
access the mainframe without 
opening a manual. 


three DECnet networks over SNA to speed electronic 
funds transfer. 

The gateway also supports standard security 
interfaces-RACF, ACF2, TOP SECRET, VM/SECURE- 
as well as user-created security packages. 

Our clients already include nearly half of the 
Fortune 100 corporations who view our solutions as 
a strategic part of their business. 


Free demo disk. 

To get a taste of what true IBM/DEC 
transparency is really like, write or call for a free IBM 
PC-compatible demo disk. (800) 422-3711 or in CA (415) 
657-9800. Interlink Computer Sciences, Inc., 47370 Fremont 
Boulevard, Fremont, CA 94538. 


INTERUNK 


Computer Sciences 


Trademarks: SNS/SNA Gateway is a trademark of Interlink Computer Sciences, Inc. IBM is a registered trademark of International Business Machines Corp. NetView, RACF, MVS, VM, 
and MVS/ESA are trademarks of International Business Machines Corp. DEC, DECnet and VAX are trademarks of Digital Equipment Corp. ACF2 is a trademark of UCCEL Corporation. 
VM/SECURE is a trademark of VM Software, Inc. TOP SECRET is a trademark of Computer Associates Internatidaal, Inc. 
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project failure problem is 
more sophisticated tools: 
4GLs, CASE products, databases and 
scheduling and tracking systems. 

In fact, talk to some people in the IS 
field about these problems and they will 
shake their heads in bewilderment and ex- 
claim, ‘‘We tried structured techniques, 
but they didn’t work.” In many cases, 
structured techniques represent just an- 
other IS toy. Perhaps the following sce- 
nario will sound familiar: 

The IS department is gathered for a 
lecture on implementation of structured 
methods. Suddenly, everyone sees the 
light. There is much weeping and enough 
resolutions to last for a dozen New Years. 
As the meeting breaks up, everyone 
wipes their eyes, gives the person next to 
them a warm hug, then heads to the com- 
puter center to see if there are any pro- 
duction failures. 

But the next morning, it is back to nor- 
mal. There is no change in day-to-day op- 
erations and the plan dies on the vine. 
Why? Human nature. People work hard to 
become comfortable, and change — even 
for the better — makes us nervous. 


Spreading job burnout 

Besides resistance to change, flawed soft- 
ware and low productivity are threaten- 
ing to strangle the IS field. These prob- 
lems largely exist because IS employees 
are not happy in their jobs. In fact, Com- 
puterworld’s most recent job satisfaction 
survey of 940 IS professionals [CW, Sept. 
12, 1988] provides some eye-opening 
conclusions: 

e Ineffective management was the single 
biggest source of frustration. 

e One of the most commonly cited prob- 
lems was poor communication with man- 
agement. 

e Unfortunately, slightly more than half 
said they had considered changing profes- 
sions. 

For the next five to seven years, there 
is going to be a growing shortage of quali- 
fied, high-quality IS personnel. These 
people are demanding greater job satis- 
faction, and money is not the prime moti- 
vator. Recognition of accomplishments, 
the opportunity to improve their skills 
and the ability to develop error-free sys- 
tems are high on their scale of values. 

At the same time, many senior execu- 
tives have their own complaints: They say 
they feel IS managers are unable to sell 
their ideas to them and to key users in an 
acceptable manner. IS people love to talk 
about technology, the executives say, but 
seem to have little understanding of the 
business of the organization. (See Execu- 
tive Report, page 75 for further informa- 
tion on top executives’ attitudes toward 
IS.) 

In addition, users are also getting 
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Our new 
19.2 Kbps modem 


increases 
your 


throughput 


and decreases 


ur 
lin coe 


The new M1928Li Trellis-coded modem is testimony 
to Fujitsu's continued commitment to excellence in data 
communications. 

This enhanced 19.2 Kbps modem reduces modem 
throughput delay, resulting in even greater data through- 
a than before. And, because the M1928Li modem lets 

__, you send twice the data of a 9600 bps 
# modem on a single line, you can save up to 
$1500 per month for each leased line used 
for coast-to-coast communications. 
Like our other modem products, the 
M1928Li is backed by Fujitsu's comprehen- 
sive modem insurance policy and nationwide 
customer service. 
So if you're looking for a way to increase your 
data throughput and decrease your line costs, take a 


~ look at the M1928Li by Fujitsu. 


For the name of a Fujitsu distributor near you, call 
Fujitsu America, Data Communications Division at 800- 
422-4878; in California, 408-434-0460; and in Canada, 
416-673-8666. 


ae 
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wiser to the goings-on of the IS 
department. They are no longer 
mystified by the technology and 
are beginning to openly question 
the performance and service 
they are receiving. These are 
person-to-person problems that 
call for a serious restructuring of 
IS priorities and procedures. 

The person in the best posi- 
tion to undertake this restruc- 
turing — in fact, the only one — 
is the director of information 


self some important questions: 
e “Am I perceived by corporate 


e Business knowledge. 

e Management skills. 

e Technological awareness. 

e Commitment to excellence. 
Doctors, lawyers and airline 

pilots are routinely required to 

upgrade their skills and knowl- 

edge. Because the state of the 

art changes so fast in the com- 

puter industry, continuing skills 

improvement are just as impor- 

tant for IS professionals. 


executives as their full partner in | 


business?” 


e “Do I adequately understand | 
the business needs of our us- | 


ers?” 

e “Am I in control of our opera- 
tions, or do we most often run in 
crisis mode?” 


e“Do my employees have a | 


clear understanding of what they 
must do to advance within the 
organization?” 

If you cannot answer each of 


O YOU explore 

organizational 

development 
and group dynamics? 
Do you attend lec- 
tures and join profes- 
sional organizations? 


these questions positively, there 
is a problem, and it may rest with 
your perception of your own 
role. 


The perfect IS director 

What type of person must the IS 
director be? First and foremost, 
you must be astute in business 
and a good manager — a transla- 
tor of the “computer lingo” to 
executive management and busi- 
ness strategy to the IS profes- 
sionals. The best computer tech- 
nician in the world can lead a 
company to ruin without appre- 
ciation of the realities of the busi- 
ness world. 

In fact, even worse is to have 
an IS manager who has not ven- 
tured out of the computer cen- 
ter. But at the same time, you 
should be abie to understand 
computer professionals and pos- 
sess knowledge of the abilities, 
capabilities and limitations of the 
computer systems. 

Tacked onto the wall of the IS 
manager’s office should be this 
quote from one of today’s well- 
known motivational business 
speakers: “The goal of most 
leaders is to cause people to feel 
reverence for the leader. The 
goal of the exceptional leader is 
to cause people to feel reverence 
for themselves.” 


Strengthening skills 

It is time for some serious self- 
assessment in IS management. 
Take out paper and pen and 
grade your expertise in the fol- 
lowing areas: 
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Are you an avid reader of both 
trade publications and business 
journals? Do you take time to ex- 
plore organizational develop- 
ment and the psychology of 
group dynamics? Do you attend 
symposia and lectures and join 
professional organizations? 
These are investments in your 
career. You will be surprised at 
how many others have faced the 
same challenges you are cur- 


a 


systems. You need to ask your- | 


Everyone’s computing needs are unique. 
Which is why different people choose dif- 
ferent solutions. And why so many diverse 
computing environments are being used 


While this variety of solutions makes it 
easy for users to meet their needs, it pre- 
sents some problems. Like sharing informa- 
tion between incompatible systems. The 


kinds of problems facing more and more 
companies as their information systems 


grow and diversify. 


Novell means freedom. Fortunately, 


© Novell Canada Lid., 4100 Yonge Street, Suite 104, Willowdale, Ontario M2P 2B5 
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rently facing. Their experience 
and advice can help you immea- 
surably. You need to be certain 
that your level of knowledge is 
enough to maintain the status of 
a leading agent of change in your 
organization. 

For instance, most IS organi- 
zations are woefully deficient in 
providing information to the 
staff. A few free publications and 
trade journals may float through 


the department, but worthwhile 
books, case histories, position 
papers and lecture abstracts are 
rarely kept and categorized. 

Even notebooks from past 
projects should be collected. 
They can help make future plans 
and estimates more complete 
and accurate. 

In addition, any sizable IS de- 
partment should explore the 
possibility of hiring a full-time 








you can solve those problems by making 
one simple choice: Novell. Novell’s NetWaree 
operating system software supports a myri- 
ad of computing environments. 

That means you have the freedom to net- 
work everything from PCs to Macintosh, 
VAX to PS/2, 386 to mainframe host sys- 
tems. So everyone can use the workstations 
they choose, without changing the way 


they work. 


The power to choose. With NetWare, 
Novell gives you the most powerful combi- 
nation of network performance, security, 
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writer, not a technical writer, for 
the department. The writer 
should be available to the staff to 
help them develop and edit their 
written materials. Additionally, 
the writer could help with litera- 
ture searches and the depart- 
mental newsletter. 

If, after self-examination, you 
feel confident in your present 
level of expertise, consider the 
following outline of steps that 
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F MOST OF YOUR energies are spent just keeping the department’s 
changing your department’s work environment 
should be your first priority. 


head above water... 


have proven highly successful in 
creating an environment for suc- 
cessful project management: 

e Empower yourself as the 
leader of the IS organiza- 





tion. You will have to drag some 
people kicking and screaming to 
realize that drastic steps need to 
be taken for your department to 
run more efficiently. Be persua- 


* 


sive about your vision, and they 
will follow you. 

e Spend time with your exec- 
utive manager to define the 
mission or charter of the IS 


Host 


and you can choose all of these. 


Gold Novell Authorized Reseller, or call 


functionality and system reliability available. 
Plus you get the power to transparently con- 
nect to any of the more than two million 
users worldwide who have already chosen 


NetWare. 


And as your computing needs expand, 
the network will grow with you. Giving 
greater networking capability and allowing 
you to connect to new environments. 

The freedom to choose. Exercise your 
freedom to choose the desktop environment 
that best meets your needs. Choose the 
networking power of NetWare. 
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1-800-LANKIND. 
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For network solutions, 
you should be seeing red. 
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department. The size of your 
organization is absolutely no ex- 
cuse for doing otherwise. By this 
time, word of changes within the 
department should be spreading 
through the organization. You 
will be in the optimum position to 
suggest both short- and long- 
range goals for IS. 
eStart meeting with your 
key user managers. These 
meetings should not be held to 
fight fires or hash over old con- 
flicts. There should be only three 
items on your agenda: a cross- 
cultural knowledge exchange, 
swapping and soliciting informa- 
tion that will be of mutual use 
and value; assessment of oppor- 
tunities for improved perfor- 
mance from both sides; and plan- 
ning for ways to take advantage 
of an improved service climate. 
e Start meeting with your IS 
staff, from supervisors to ju- 
nior team members. Again, 
do not meet just to fight fires. 
Your agenda should be to assess 
the department’s current status, 
to plan for a more professional 
work environment and to assist 
in career-path planning, both for 
the short and the long term. 
e During the next 30 days, 
develop a plan to completely 
delegate 30% of your re- 
sponsibilities and associated 
authority. No, this is not an at- 
tempt to get you home by 5 p.m. 
each evening. In some organiza- 
tions, as much as 60% of the IS 
executive’s time is spent putting 
out fires. If most of your ener- 
gies are spent just keeping the 
department’s head above water, 
nothing new will be accom- 
plished. Changing your depart- 
ment’s work environment 
should be your first priority. 
e During the following 60 
days, put your delegation 
plan into full action. You 
have just become a salesman. If 
you cannot convince your staff 
that the greatest benefits will be 
to them as individuals, your plan 
will not work. 
e After 90 days, you should 
see a marked improvement 
in your department’s work 
environment. Morale will im- 
prove as people see that you are 
listening and plans are moving in 
a positive direction. It is time for 
more salesmanship: Build on 
your successes. 

The key to each of these steps 
is understanding that you are 
really not managing technology, 
you are managing human beings. 
You have the tools, you just may 
not have learned how to success- 
fully manage and empower peo- 
ple. If you are waiting for a mir- 
acle to happen through the use of 
workbenches, function points 
and project management tools, 
you are deluding yourself and do- 





ing a disservice to your team, 
your organization and the pro- 
fession. If you are not including 
the human factor in your IS de- 
partment’s equation for success, 
then you are missing the crucial 
ingredient. The future of IS is 
the human factor. 








93 


The invention and spread of computers 
in the last three decades isn’t just a new 
technology finding its way into society. It’s 
the start of a revolution in the way mankind 
operates: the end of the Industrial Age and 
the beginning of the Information Age. 


For more than two decades, 
Computerworld has been the newspaper 
of record for the information systems 
professionals who are right at the heart of 
this revolution: the managers, executives 
and staffers responsible for the implementa- 
tion of information systems at America’s 
medium to large organizations. 


As technology has changed from 
mainframe to mini to micro—and as low- 
cost computer-to-computer communications 
has become a reality, these professionals 


have adopted the new technologies in a 
never-ending effort to keep their corporate 
information systems current. And they have 
relied on Computerworld to keep them 
abreast of the incredibly rapid changes that 
have characterized this business since the 
beginning. Today, Computerworld has a 
total audience of more than 600,000 
computer professionals (ABC-audited). 
And it is truly the newspaper of record 

for information systems management. 


To put everything in perspective, we have 
taken a brief look at where this young 
industry has been and how it is doing right 
now. It’s all shown in the poster pictured 
here. Life size, it’s 26 by 38”, and it’s full 
of interesting information on the new 
Information Age. 





In the mid-1960’s, a major leap in 
computer productivity occurred. 


“If the automobile industry had 
done what the computer industry 
has done in the last 30 years, a 
Rolls Royce would cost $2.50 and 
get two million miles per gallon.” 


“The entire Industrial Revolution 
enhanced productivity by a factor 
of about 100. The micro-electronic 
revolution has already enhanced 


productivity in information-based 
technology by a factor of more 
than a million—and the end isn’t 
in sight yet.” 


In the 1950’s, the United States left 
cama _ We have entered the era of 


“PC Integration ..” 


“The new source of power is not 
money in the hands of a few, but 
information in the hands of many.” 


“Information technology has the 
power to strengthen economies, 
tighten the bond between nations 
and improve the quality of life for 
individuals.” 


How various departments and staff 
get involved in the information 
system decision-making process 

in America’s medium to large 
organizations. 


The modern MIS Department 
adjusts to keep up with changing 
technology. 


The Newspaper of Record 
for Information Systems 
Management 


This poster gives you a great opportunity 
to stop for a second and look at the forest 
instead of the trees. And if you’re involved 
in marketing or promoting computer 
products or services, we'll be happy to give 
you a free copy for your wall. 


Just contact Libby Levinson at 
(508) 879-0700. 


An IDG Communications Publication 





OPEN 
SOFTWARE 
ARCHITECTURE 


YOU NEED IT. AUTOMATE/MVS*HAS IT. 


Operators deal with multiple message streams. 
From multiple vendors. So, shouldn't your auto- 
mated operations product be like your operator? 
AutoMate/MVS is. 


Many software vendors stress integration to other 
products they sell. Their automated console prod- 
ucts interface with their performance monitors. Or 
their job schedulers. Or their databases. Sure, 
AutoMate/MVS also interfaces with other Duquesne 
Systems’ products such as Multi-image Manager, 
SMR, TPX, DASDMON and NetSpy™. 


But isn't there more? You bet. With its new Open 
Software Architecture feature, AutoMate/MVS grabs 
information from multiple sources. Such as CA-7™. 
And Candle’s Omegamon™. And IBM products such 
as NetView™, RMF and IMS. 


Duquesne Systems customers worldwide have dis- 
covered that AutoMate/MVS is powerful, easy to 
use, and complies with SAA standards. And they 


have the support of a company that has been devel- 
oping leading operations productivity software for 
nearly 20 years. And rated #1 in technical support 
by close to 100% of our customers. 


AutoMate/MVS is the tool for all the right reasons, 
now, and as your automated operations environ- 
ment grows. It’s a winning decision. Make it today. 
Call 800 323-2600 and ask for your Duquesne Sys- 
tems account representative (in Pennsylvania, call 
412 323-2600). 


*By Duquesne Systems 


CA-7 is a trademark of Computer Associates, Garden City, NY. 
Omegamon is a trademark of Candle Corporation, Los Angeles, CA. 
NetView is a trademark of IBM, Armonk, NY. 
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SYSTEMS 
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COMPUTER INDUSTRY 


INDUSTRY 
INSIGHT 


Nell Margolis 


Just say 
I don’t know 


“T don’t know” 
is not the stuff of 
which bumper 
stickers are 
made. It sounds 
like an outtake 
from an Abbott 
and Costello routine. Actually, 
it’s from a John Akers routine, 
and while it won’t tell us Who’s 
On First, it may shed light on 
What’s What. 

The fact is that the U.S. and 
its commercial and industrial 
might — particularly the com- 
puter industry — were built on 
risk. That risk presumes a lot of 
“T don’t knows” by pioneers. 
What makes things so different 
today? What makes us think that 
our industry is on the way out, 
just because we can no longer 
chart with certainty what it will 
look like five years from now? 

IBM Chairman Akers said “I 
don’t know” to an auditorium full 
of securities analysts last 
month, only days after the com- 
pany warned that its quarterly 
earnings would come in consid- 
erably below projection. “Will 
1990 be a faster growth year 
than 1989?” he was asked. 

“T don’t know,” the chair- 
man said. ‘We can’t forecast a 
quarter with great accuracy, as 
we’ ve just demonstrated.” Com- 
mercial life in the international 

Continued on page 102 


Foreign sales move 
front and center 


BY NELL MARGOLIS 
CW STAFF 


The most surprising news about 
the quarterly earnings reports 
about to issue from the comput- 
er industry, one Wall Street ana- 
lyst wryly noted last week, is 
that we’ve probably already 
heard the most startling news of 
1989’s first quarter — through 
warnings. 

In light of the three largest in- 
dustry players’ recent previews 
of coming detractions, Shao 
Wang, an analyst at Smith Bar- 
ney, Harris Upham & Co., said 
“The big question on everyone’s 
mind after the recent bombshells 
from IBM, Digital Equipment 
Corp. and Unisys Corp. is going 
to be, ‘How is the demand pic- 
ture looking after the Ides of 
March?’ ” 

Wang and other analysts add- 
ed that the drearier the demand 
news is on the domestic front, 
the more the emphasis will fall 
on foreign sales. 

Foreign sales will account for 
an average of 50% or more of 
first-quarter computer company 
revenue, said David Wu, an ana- 


lyst at S. G. Warburg & Co. 

“Foreign sales aren’t a major 
factor,” Wu said. “For most 
companies, they’re the majority 
factor.” 


Flat U.S. revenue 
For software firms, according to 
Paine Webber, Inc. analyst Bob 
Therrien, “the domestic market 
is less of an engine for revenues 
than it used to be. Just look at 
Microsoft Corp. — their inter- 
national revenues are up signifi- 
cantly; their U.S. revenues are 
basically flat.” 

Ashton-Tate Corp., Therrien 


How the chips fall - or rise 
The five best and worst performing computer stocks, first-quarter 1989 


PERCENT INCREASE/DECREASE IN STOCK PRICE DURING QUARTER 


SOURCE: TECHNOLOGIC PARTNERS 


said, is showing international 
growth on a 26% compound an- 
nual basis. 

“You can certainly see the im- 
portance of the international 


CW CHART: FRANK C. O'CONNELL 


market in the minisupercom- 
puter area,” said Richard 
Shaffer, president of Technolog- 
ic Partners, a New York-based 

Continued on page 101 


Xerox copies strong marketing arm 


BY ROBERT MORAN 
CW STAFF 


If it works, don’t fix it — broad- 
en its market penetration. That 
was the spirit behind the forma- 
tion of the Integrated Sys- 

tems Division, a new mar- 
keting arm within the 
recently reorganized Xe- 

rox Corp. 

What worked was the 
Custom Systems Division. 
Since its formation in 
1987, the division has 
been awarded substantial 
contracts to integrate 
complex publishing sys- 
tems — based on the Xe- 
rox 6085 Professional 
Computer Systems and 
other company hardware 


and software — with systems 
from numerous vendors installed 
within the U.S. Department of 
Defense. 

The Integrated Systems Divi- 
sion, based in McLean, Va., is led 


Xerox’s Nussbaum 


by President Jay Nussbaum, for- 
mer vice-president of the Cus- 
tom Systems Division, who now 
reports to Xerox Executive 
Vice-President Wayland Hicks. 
Integrated Systems is in charge 
of marketing for the document 
business in North America and 
Europe and systems integration 
for the U.S. federal government 
and commercial accounts. 

Although Xerox recently laid 
off approximately 2,000 employ- 
ees, Nussbaum said that the divi- 
sion is “growing, not downsiz- 
ing,” and that he is looking for 
talent within that group of em- 
ployees. 

Despite its ambition to grow, 
the new division’s movement 
into the commercial arena will be 

Continued on page 105 
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Forthe straight story on cost-effective, high-volume printers, theres only one numberto call. 


We'd like to show you a few numbers that will make you want to call the one above. For starters, a 60 or 90 page-per-minute Bull printer can do anywhere from 
200,000 to 2,000,000 pages per month. So whether you're running high-volume data processing or creating electronic forms, you get all the capacity you need for 
about 4% the cost ofa comparable laser. And our printers’ reliable non-impact technology keeps going when you need it most. Equally reliable is the company behind 
them. At $5.2 billion worldwide, Bull is a systems supplier you can count on. But if big numbers don’t impress you, we have something else that will. An independent 


survey on user satisfaction. Call for your free copy today and find out what really counts. 
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Wollongong’s tribulations 
provoke second-guessing 





BY PATRICIA KEEFE 
CW STAFF 





PALO ALTO, Calif. — A tough third 
quarter combined with a series of mis- 
steps and personnel changes at Wollon- 
gong Group, Inc. have raised questions 
about the firm’s management team. 

The privately held supplier of Unix and 
Transmission Control Protocol/Internet 
Protocol software overhauled the execu- 
tive suite last week and sold its Canadian 


and UK sales offices, which were pur- 
chased in December. 

Among those exiting were two key 
technologists: Marshall Rose, a principal 
software engineer, and David Crocker, 
vice-president of engineering. Also, 
Ralph Marchitti, vice-president of mar- 
keting, sales and support, was stripped of 
marketing and support duties. Wollon- 
gong’s marketing efforts have been criti- 
cized by sources close to the company. 

Wollongong President Herbert Martin 





downplayed the changes, citing a string of 
20 profitable quarters and a $9 million 
bankroll. “Any company can get fat. We 
watch the bottom line closely,’ Martin 
said. 

Yet sources close to the company 
question the wisdom of expansion prior to 
what is traditionally Wollongong’s worst 
quarter. Fiscal third-quarter revenue was 
25% higher than the same period a year 
ago but was insufficient to support growth 
plans. Last month, Martin confirmed that 
aggressive expansion plans miscalculated 
incoming revenue [CW, March 6]. 

As a result, Wollongong laid off 15% of 
its work force — about 28 employees — 
despite money in the bank and Martin’s 
comment that the layoff affected only 
10% of the payroll. 


° 


Tandy Computers: The broadest line of PCs in America. 


sar 
Tess Oe 


Operating at 20 MHz, the 
5000 MC cuts through the 
big jobs like database man- 
agement, large spreadsheets 


The Tandy 5000 MC is 
the new alternative in per- 
sonal computing. From the 
best-selling family of PC 


Compatibles in America. 


Fees seeq 


Send me a 1989 


Hs RSC-20 computer catalog. 


Mail to: Radio Shack, Dept. 89-A-749 


D200 One Tandy Center, Fort Worth, TX 76102 





Familiar face 
takes control of 
helm at Adapso 


Adapso veteran Luanne James last week 
became the third executive director of the 
computer software and services industry 
association, replacing George T. DeBa- 
key, who resigned late March. 

James does not just succeed DeBakey; 
she preceded him as weil, serving as 
Adapso’s acting executive director from 
August 1986 to January 1987, when she 
became executive director of the Adapso 
Foundation, a nonprofit organization that 
brings computer technology to disabled 
users. 

During the past two weeks, specula- 
tion among Adapso members has run high 
that the executive committee’s ideal can- 
didate would combine software industry 
experience with an insider’s feel for 
Adapso and also have hands-on entrepre- 
neurial experience. ‘‘After all,” one long- 
time member said, ‘“‘that’s what Adapso is 
—asmall, growing company. They want 
an executive director who’s walked a mile 
in their shoes.” 

James founded Argonaut Information 
Systems, Inc. in 1971 and sold it in 1983. 
Her goal, James said, is ‘‘to see that this 
industry gets a very aggressive agency, 
both powerful and effective.” 

NELL MARGOLIS 


Italian pirates 
come under fire 


WASHINGTON, D.C. — The Business 
Software Association (BSA) earlier this 
month announced unprecedented law- 
suits against major Italian firms, charging 
them with extensive software piracy. 

The copyright infringement suits were 
filed against three industrial companies: 
Elettrocarbonium S.p.A., Montedison 
S.p.A. and Montefibre S.p.A., an affiliate 
of Montedison. These firms allegedly 
made numerous copies of microcomputer 
software from BSA members Ashton- 
Tate Corp. and Lotus Development Corp. 

“The level of unauthorized copying of 
software in Italy — not only by dealers 
but by organizational users — is one of 
the most egregious in Europe,” BSA 
President Douglas E. Phillips said in a 
statement at the Milan, Italy, press con- 
ference. 

For example, a court-ordered surprise 
inspection at Montedison offices in Milan 
showed that more than 90% of the in- 
spected software on the premises consist- 
ed of unauthorized copies, the BSA re- 
ported. In the past, Montedison has 
denied engaging in unauthorized copying. 

Phillips said the lawsuits show the soft- 
ware industry “is carrying its fight 
against unauthorized software duplication 
from the streets of Asia to the offices of 
Europe.” He praised the Italian courts for 
granting the special orders that allowed 
the secret inspections to occur. 

The BSA, based in Washington, D.C., 
is a group of U.S.-based software compa- 

nies fighting international piracy and 
trade barriers CW, Oct. 17, 1988]. 
MITCHBETTS 
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"The Data Gene 
difference: 
customization, 
not generalizati 


Donald Carter, Chairman and CEO 
The Carter Organization 





The Carter Organization’s unique 
business required unique solutions. 


The Carter Organization, the world’s largest proxy 
solicitation and investor relations firm, represents numer- 
ous prestigious clients in struggles for corporate control, 
annual meeting support and corporate governance 
consulting. 

The unusual, time-sensitive nature of this business 
requires instant access to a variety of data, to sort, review 
and analyze information efficiently, insure reporting accu- 
racy and streamline communications throughout the 
organization. 

In proxy solicitations, for example, it’s vital to keep on 
top of every phase of the process, including tracking and 
tabulating votes—literally up to the last minute. 

So, when Carter looked to replace their existing com- 
puter system, Data General was the vendor of choice. The 
main reason was Data General's ability to address their 
specific needs for a custom solution to serve their clients. 
And keep them ahead of their competition. 

Donald Carter, Chairman and CEO, explains: 

“In our business, knowledge really is power. The com- 
munication of up-to-the-minute information is essential. 
And reliable technology is key. That’s where Data General’s 
custom capabilities proved invaluable. In every respect, 
they were much more responsive to our unique needs 
than the competition. Data General offered a more cost- 
effective, efficient and serviceable solution. They worked 
with us to provide a unique configuration of hardware and 
even wrote much of our software” 

To learn how Data General can make a difference for 
you, send the coupon below. Or call: 1-800-DATAGEN. In 
Canada, call 416-823-7830. 


qd» Data General 


3400 Computer Drive, Dept. ADV/CO, Westboro, MA 01580 


Name 
Company — 
Address SRS paaenen Phone 


City ————— ictal ienthaiicons 
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BY JULIE PITTA ae 
CW STAFF 


SAN JOSE, Calif. — When Wyse Tech- 
nology, Inc. co-founder Larry Lummis re- 
tired in early 1986, he left behind a thriv- 
ing company. Wyse had become a leading 
supplier of VDTs, and its gamble to enter 
the personal computer business had paid 
off. Profits for the fiscal year ended March 
31 had reached $12 million on sales of 
$171.3 million. 

Neither Wyse’s success nor Lummis’ 
retirement turned out to be permanent. 

Last September, Lummis returned to 
take the helm of Amdek Corp., becoming 
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Once buoyant Wyse adjusts to choppy waters 


the fourth executive to lead the Wyse sub- 
sidiary. Amdek, a manufacturer of moni- 
tors for the retail market, was acquired 
three years ago so that Wyse could push 
its PCs through that channel. “It’s been 
slow getting into the top-tier dealers,” 
Lummis conceded. 

By the time Lummis came back, Wyse 
itself was struggling. Sales of its PCs 
through OEMs and distributors were 
floundering. While other PC vendors had 
held the line during the height of the 
memory chip shortage, Wyse had raised 
prices. Ultimately, Wyse paid the price. 

That was only the beginning of the bad 
news. By December, Wyse was facing its 


first quarterly 
loss — $15 mil- 
lion for the third 
quarter. Two 
price reductions 
— one in late Au- 
gust and the sec- 
ond in December 
were not 
enough to resus- 
citate sales. 

The new year 
of 1989 brought no respite. In January, 
Tandem Computers, Inc. dumped Wyse 
as an OEM PC supplier, opting instead for 
AST Research, Inc. The reason, said 


ave Lummis 
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Wyse Vice-President of Marketing Jeff 
Hudson, was that the firm’s PCs lacked 
the speed that Tandem needed. Wyse 
President Phil White left the company to 
take a job at database software firm Infor- 
mix Systems, Inc. Wyse furloughed 15% 
of its work force and announced an ex- 
pected 50% drop in revenue for the fourth 
quarter closing March 31 compared with 
the same time last year. 

However, earlier this month, the com- 
pany noted an upswing in fourth-quarter 
revenue, now projected at between $102 
million and $107 million compared with 
the third quarter’s $65.5 million. But the 
figure will mark a decrease from $141 
million in fourth-quarter revenue in 1988, 
and Wyse is still anticipating a fourth- 
quarter net loss — its second consecutive 
quarterly shortfall. 

Wyse officials have been refreshingly 
honest about their troubles. “Like other 
companies, we had our DRAM prob- 
lems,” Lummis said. “‘We raised prices to 
compensate for the high cost for memory 
and it caused a huge slowdown. 

“When we realigned prices, we didn’t 
do it quickly enough,” he continued. “It’s 
hard to believe that we could miss the 
kind of market indicators that we had.” 

Meanwhile, Wyse found itself lagging 
in new product development. To meet 
what was then growing demand, Wyse 
spent much of 1985 bringing a new prod- 
uct plant on-line. “We were building so 
much sv fast that we had quality 
problems,” said 
White. ‘“That’s 
why Wyse didn’t 
bring out faster 
PCs. We were 
trying to clear up 
those problems 
before we could 
introduce any- 
thing new.” 

The only 
bright spot in this 
gloomy picture is 
Wyse’s distribution relationship with Bu- 
sinessland, Inc. Compaq Computer Corp. 
recently dropped Businessland, creating 
an opportunity for Wyse to fill the void. 
Early speculation had Businessland look- 
ing for another supplier to replace Com- 
paq. With Businessland taking on Next, 
Inc.’s Unix-based workstation, that possi- 
bility seems less likely. 

“Wyse has one advantage over the 
other PC vendors right now,” said Mi- 
chael Murphy, editor of the ‘California 
Technology Stockletter.” “They have 
distribution through the guy that Compaq 
just dropped. Businessland has a real com- 
mitment to Wyse. But Wyse hasn’t tend- 
ed to introduce new products quickly. 
They'll need to change that to keep Busi- 
nessland satisfied.” 

Keeping up with or exceeding the pace 
set by Compaq, considered the techno- 
logical leader in the PC market, poses a 
challenge. Wyse strategy has been to let 
Compaq set the pace and come out with 
compatible products about six months lat- 
er. During the height of its problems, 
Wyse even slipped that schedule. 

Perhaps pressed by Businessland, 
Wyse is looking to alter its strategy. “I 
think we need to be the first or among the 
first with a new product,” said Bernie 
Tse, Wyse co-foumler and CEO. 

Of the challenges ahead, Tse says the 
biggest may be adjusting to the realization 
that Wyse is in trouble. “After 20 consec- 
utive quarters of success, it’s a rude 
awakening,” he maintained. 
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Front and center 


CONTINUED FROM PAGE 97 


market research firm. One of the reasons 
that Convex Computer Corp. is leading 
the pack, he said, is the company’s early 
establishment of a direct sales force in Eu- 
rope. 

Unisys, DEC and IBM have already ad- 
dressed loudly and clearly the issue of the 
increasing importance of foreign earn- 
ings. 

One contrary first-quarter entry, Wu 
pointed out, is Tandem Computers, Inc. 
The Cupertino, Calif.-based on-line trans- 
action processor player, whose fourth- 
quarter financials presented one of the 
brighter spots in a blah-to-bleak land- 


accent 


ome companies, said Rich- 

ard Shaffer, president of 

New York-based Techno- 

logic Partners, Inc., “exist 

solely because of foreign 
earnings.” Drexler Technology, 
Inc. in San Jose, Calif., comes close. 
The 20-year-old company, once 

a supplier to the semiconductor in- 
dustry, now stands on the thresh- 


Foreign 





hold of a new market niche it hopes 
to pioneer: optical memory cards. 

The product is not yet commer- 
cialized; Drexler was propelled to 
the top of the first-quarter comput- 
er stock performance heap by a $10 
million initial payment on a second- 
sourcing contract with an undis- 
closed firm, according to Chief Fi- 
nancial Officer Steven Larson. First 
to market, Larson said, will proba- 
bly be a medical information card. 

Drexler currently has 26 licens- 
ees interested in its technology, and 
only four are U.S.-based. More- 
over, Larson said, ‘The four US. li- 
censees that we do have are basical- 
ly inactive right now.” 

Not so the overseas contingent; 
Drexler’s European licensees, 
joined by three of the Japanese com- 
panies that comprise about 50% of 
the total number of licensees, re- 








cently ended a 14-month project to 
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scape, issued one of the crop of warnings 
that first-quarter results would underper- 
form Wall Street expectations. 

Unlike its fellow warners, however, 
Tandem attributed its winter quarter 
woes to an unanticipated shortfall in Eu- 
rope. First-quarter U.S. sales are up, 
Tandem said, continuing into its third 
consecutive quarter a trend that began 
last summer. 

While analysts agree that a slowdown 
in foreign demand is inevitable in the long 
run, there was also general agreement 
that strong European and Asian econo- 
mies, as well as a relative lack of market 
saturation, will make the run a long one 
— currency fluctuations notwithstand- 
ing. Will U.S. demand for large systems 
be waxing strong by the time foreign de- 


HE BIG QUESTION on everyone’s mind after the 

recent bombshells from IBM, Digital Equipment Corp. 

and Unisys Corp. is going to be, ‘How is the demand 
picture looking after the Ides of March?’ ” 


SHAO WANG 
SMITH BARNEY 





mand begins to wane? Reasonable minds 
differ. 

“T think that there’s a general slug- 
gishness for the big stuff but not for all 
computer technology,” Shaffer said. 

“T don’t see U.S. demand for large sys- 
tems coming back,” Wu said. “The world 
has moved to low-end, open systems. 


People have seen that they can get better 
price/performance at the lower end. What 
we’ re seeing is a generation gap.” 

To the purveyors of the large systems, 
for which he doubts demand will rebound, 
Wu emphatically advised, “IBM and DEC 
— go to the gym. Reorganize and decen- 
tralize. Downsize.” 


Introducing the high speed modems from U.S. Robotics 





develop optical memory card and 
machine standards, Larson said. 

“The next step,” he added, “‘is 
to get equipment manufacturers 
manufacturing equipment.” The 
second-source agreement, he pre- 
dicted, will encourage manufactur- 
ers who were reluctant to rely en- 
tirely on a sole supplier. One of the 
Japanese licensees expects to go 
into volume production sometime 
this summer, he noted. 

“‘We’re developing the technol- 
ogy here,” he said, “but Europe and 
Asia are way ahead of the U.S. in in- 
terest.” When Drexler talks to do- 
mestic companies, he claimed, “‘it’s 
always, ‘We’ll wait and see what 
happens.’ Foreign companies, on 
the other hand, are willing to put 
money into development.” 

NELL MARGOLIS 
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Until now, high speed modem users had the best of 
one world. They either had speed or compatibility. 
U.S. Robotics just changed all that. 
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THE BEST OF ALL WORLDS... 

With the new line of high speed modems from 

U.S. Robotics — the Courier HST, the Courier HST Dual 
Standard and the Courier V. 32 — you can now have both 
the highest speeds and the most compatibility. 


For speed — it's the Courier HST which delivers 
throughput over 24,000 bits per second with MNP“ level 
1-5 error control and compression. And it still costs less 
than $1,000. 


For Compatibility — the Courier V.32 provides CCITT 
standard modulations from 300 bps to 9600 bps for under 
$1,495. And with MNP leveis 1-5 you will get complete 
data integrity plus throughputs approaching 19,200 bps. 


For the best of all worlds — it's the Courier HST Dual 
Standard, combining the blinding speed of the Courier 
HST with the compatibility of the V. 32. At $1,595, it 
costs less than some featureless V. 32-only modems. 
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U.S. ROBOTICS — THE EXPERT’S CHOICE 

You would expect the broadest high speed modem line 
from U.S. Robotics. We manufactured our first HST 

in 1987, and it quickly became the standard on over 
5,000 bulletin boards and over 40,000 users. Rated #1 
by Data Communications magazine, it confirmed what 
our customers knew all along — U.S. Robotics delivers 
the best modem value. And we've been doing that for 13 
years — for almost 1,000,000 customers. 


When you look for high speed modems, don't settle for 
half a solution. Look to U.S. Robotics. Call today for 
details on the high speed modems that give you the best 
of all worlds. 


Call 1-800-Dial USR. (1-800-342-5877) 
or (312) 982-5001 in Illinois 


U}Robotics 


The Intelligent Choice in Data Communications 


8100 North McCormick Boulevard, Skokie, Illinois 60076 
U.S. Robotics, Courier and HST are trademarks of U.S. Robotics, Inc. Other computer 
and software names identified by ® or ™ are trademarks of their respective 
manufacturers. Prices are suggested retail prices in U.S. Dollars. 

For sales in the United Kingdom, please call Miracom, Ltd., Ipswich, England 
Telephone: 0473 233888. For Canadian sales, call 1-800-553-3560. 
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market is a new ball game for all, he ob- 
served. “Economists have all been wrong 
about the past several years. I have no 
idea what 1990 holds in store for us — 
and neither do they.” 

Akers was later praised for boldness 
and candor. Candid he was, and admirably 
so. But bold? Think how far the U.S. com- 
puter industry has regressed when a lead- 
er’s admission that he has a vision, not a 
crystal ball — that he’s guided by inner 
conviction, not quantitative certainty — 
is seen as a daring departure. 

Our earliest childhood myths and leg- 
ends were built on the notion that ventur- 
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ing into the unknown — knowing that you 
don’t know but figuring that you’ll find out 
— is the only way to get anywhere worth 
going. Davy Crockett was “King of the 
Wild Frontier,” not ‘Chairman of the 
Board of Frontier Realty.” The Little En- 
gine won us by saying “‘I think I can,” not 
“According to statistics supplied by two 
expensive consultants, one overworked 
CFO and countless reports from my exec- 
utive information system, I am assured 
that there is a 97.2% chance that I can.” 

Thomas Jefferson knew that “I don’t 
know’”’ is an opening shot, not a declara- 
tion of defeat. Thomas Edison knew it. 
Heaven only knows IBM’s Thomas Wat- 
son knew it. 

How fast we’ve dropped so far. The 
passion for statistical certainty that 


Take the Direct Route 
DEC Computing Solutions 
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smothers invention, seeks to insure rath- 
er than to build and cautions us that 
“dare”’ is a four-letter word is less than 20 
years old. It has been blamed on the ’60s, 
on the economy, on the nuclear threat, on 
business school mentality. Maybe it’s 
time to stop speculating where it came 
from, start asking where it’s going and cut 
it out. 

Attention, certainty addicts: Just Say I 
Don’t Know. The words only seem fright- 
ening because we are out of practice. 

Maybe now that John Akers has stood 
up in front of a few hundred lean and 
hungry analysts and dared to say them, 
they'll come back into style. 


Margolis is Computerworld’s senior editor, indus- 
try. 
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INBRIEF 


Back to basics 

Aiming for exclusive focus on its 
core aerospace and defense busi- 
ness, Lockheed Corp. earlier this 
month reorganized its internal op- 
erations and hung For Sale signs on 
its Calcomp and Cadam, Inc. sub- 

idiaries, 


Bravo, Ashton-Tate 

A San Francisco federal court ruled 
in favor of Ashton-Tate Corp. in 
the Torrance, Calif., company’s dis- 
pute with Berkeley, Calif.-based 
Bravo Technologies, Inc. The 
suit concerned ownership rights to 
Ashton-Tate’s Full Impact presen- 
tation spreadsheet program for Ap- 
ple Computer, Inc.’s Macintosh ma- 
chine 


The conflict arose after Ashton- 
Tate hired an independent software 
vendor who previously had worked 
with Bravo on a similar project. Bra- 
vo had argued that Ashton-Tate 
misappropriated trade secrets by 
using Bravo’s technology in Full Im- 


Alumni notes 

Ron Posner last week became 
chief executive officer of personal 
computer utility software company 
Peter Norton Computing, Inc. 
in Santa Monica, Calif. Posner, a 
former Ashton-Tate executive, also 
is an executive alumnus of Ansa 





Hell no, he won't go 

New York federal judge David 
Edelstein has denied IBM’s re- 
quest that he dismiss himself from 
Allen-Myland, Inc.’s antitrust 
case against the company. This is 
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perts from over 200 suppliers will help point you in the right di- the third such request by IBM, 
ection. te which believes the judge to harbor 
f ar Bs personal prejudice against the com- 
DECUS A’ ARE ADMITTED TO DEXPO FREE. 
Attend DEXPQ-alif DECUS.. .see and learn it all during your 
most productive e tare days of 1989. 


Call 800-87.DEKPGfor your V.I.P. Tickets and a Preview of 100+ 


DEC computing products: (DECUS is not affiliated with DEXPO 
and requifés sebargte registration). 


*Regis! tered Tralee ‘oP Digital Equipment Corp. DEXPO is not sponsored by or affiliated with 
DECUS Organige sy by ager International, Inc.,3 IndependenceWay, Princeton, NJ 08540 
5/4} 
eh tes 


is: the direct route to 
and fdeas. New technologies 


. . - But he will 
Former AT&T executive 


Telwatch, Inc. to pursue other 
business interests. Edwards is suc- 
ceeded at Telwatch by Paul Jerde, 
formerly the company’s chief finan- 
cial officer. 





Charge it 
Electronic Data Systems Corp. 


1g Exposition 


Market 


May 9- ti. 1989 


gion. Terms of the purchase were 
not disclosed. 
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Why 1s Computerworld 
the best read publication* 


among MIS executives 
in America? 


Because it’s the only weekly computer 
newspaper to offer complete coverage of every 
aspect of the information system. Can you afford 
to be last on the routing list for the news you need? 
Well now’s the time to order your own subscription 
to Computerworld. That way you'll stay abreast of 
all the latest news, products, people, developments, 
trends and issues — things professionals like you 
need to know to get ahead. And stay there. 


Don’t delay, order now. You'll get 51 
information packed issues. Plus special bonus 
sections of Computerworld Focus on Integration. 
You'll also get our special Spotlight section .. . featur- 


ing detailed head-to-head comparisons of the industry’s 
latest products. 


Use the postage paid subscription card bound 
into this issue and get your own subscription to 
Computerworld. 


* The Wall Street Journal (1987) - “Survey of the Information Processing 
age a ; ; 
ams Co. (1988) - “Information Systems Management Study.’ 
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Why carit maintrames speak Engtish? 


You have to wonder why the 
people who design big computers 
make it so difficult for normal 
human beings to use them. 

Particularly non-technical, 
hastily trained human beings, who 


need to talk to the mainframe from 
their PCs. 

Its been a serious dilemma. 
Until NOW! 

NOW! is a menu-making, 
macro-writing tool that automates 
the drudge work of PC-to-host 


communication. 


When someone wants to 
review their E-Mail, for instance, 
all they need do is make one menu 
selection. 

NOW! then takes on the 
tedious job of loading the 3270 


NOW! 
PC/HOST AUTOWARE” 


Attachmate 


1-800-426-6283 
IN WASHINGTON STATE 206-644-4010 


NOW! and Autoware are trademarks of Attachmate Corp., Bellevue, Wa. 


IBM isa registered trademark of International Business Machines Corporation. 


software, logging onto the main- 
frame, and wading through the 
passwords and commands to arrive 
at the E-Mail screen. 

Its not hard to see how NOW! 
reduces wasted time, needless stress 
and training costs. 

Nor is it difficult to find out 
more. Simply call or write and 
we'll send you a free demo disk and 
detailed information. 

All of which, you'll be pleased 
to hear, is written in a language 
called English. 





BY PATRICIA KEEFE 
CW STAFF 


WESTBORO, Mass. — Pumped up by an 
oversubscribed round of $8 million in fi- 
nancing, Banyan Systems, Inc. plans to go 
public late this year — market willing. 

The ordinarily quiet developer of in- 
ternetwork software and file servers 
seems to be on a roll. ‘There are not that 
many companies around with Banyan’s [fi- 
nancial] record over the last four years,” 
said David Strohm, a partner at Greylock, 
an investment firm based in Boston. 

Ten quarters of profitability have en- 
abled the company to double in size each 
of the last three years without spending a 
lot of capital, Strohm explained. 

In an effort to maintain that momen- 
tum, Banyan co-founder David Mahoney 
is promising a lot of activity during the 
next three to six months. With bigger, 
better financed competitors closing in, he 
acknowledged the need to move forward 
at a faster pace than has been typical for 
the company [CW, April 10]. 


Two years to batten the hatches 
This is good because a recent market re- 
port from Framingham, Mass.-based re- 
search firm International Data Corp. 
gives Banyan a window of roughly two 
years to fill some holes in its strategy and 
batten down the hatches. 

Perhaps heeding that sentiment, Ban- 
yan will use its strong technical base to 
spring forward into “a more forceful ap- 
proach” to the market, Mahoney said. 
Citing Oracle Corp.’s decision to put its 
SQL database on Banyan’s server, he 
agreed it will take more of these partner- 


Xerox 


CONTINUED FROM PAGE 97 


slow, Nussbaum said, because the ground 
rules for its two markets are significantly 
different and the commercial sales force 
lacks experience in systems integration. 
“We don’t have the sales expertise yet,” 
Nussbaum said. ‘Our job is to get there. 
Over the next 18 to 20 months, we will 
have a more educated sales force.” 

In the interim, national account man- 
agers will attempt to open doors for tech- 
nical experts to communicate the compa- 
ny’s capabilities, which is a strategy used 
by the old Custom Systems Division. 
“Our federal government national ac- 
count managers are probably 60% effec- 
tive now,” Nussbaum said. “It took them 
two years to get there.” 

Further, the division will focus its ef- 
forts on five industries — pharmaceuti- 
cal, insurance, aerospace, defense con- 
tracting and utilities. These niches were 
chosen, Nussbaum said, for either their 
large archival needs or their operational 
commonalities with the government. 

The pharmaceutical and insurance in- 
dustries, however, have been hotbeds for 
vendors of document-imaging systems, 
which are based on optical technology. 
Rather than attempt to combat imaging 
systems vendors, Nussbaum said the divi- 
sion may even feature them in contracts. 
“We will not be the prime contractor in 
every operation,” Nussbaum said. “In 
some situations, we will be a supplier or 
an exclusive subcontractor with other 
good integration houses.” 
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Banyan eyes initial public offering for the fall 


ships to make Banyan a household name. 

A good place to start may be connec- 
tivity to Digital Equipment Corp. systems 
— a pressing issue for many Banyan us- 
ers. Company President Richard Meise 
indicated he plans to turn to an outside 
source to provide that capability. 

“We will aggressively move on build- 
ing [strategic relationships], but we won’t 
do it the same way that 3Com and Novell 
have done it,”” Mahoney said. 

Mahoney claimed Novell, Inc. and 
3Com Corp. have opened up their envi- 
ronments just enough to enable third par- 
ties to say that their applications run on 
those networks. 


Banyan claimed it fully integrates ap- 
plications into its network software — for 
example, Oracle for Virtual Networking 
Software. Mahoney said this will be a re- 
quirement for distributing applications, 
which he predicted will be the primary at- 
traction of networks in the 1990s. 

Meanwhile, Banyan plans to coexist 
with Novell, given that Novell is likely to 
appear in accounts that it covets. “I don’t 
want to be stopped because we don’t in- 
terface with Novell,” Meise said. 

He pledged to link the two environ- 
ments. “We don’t want to bring Netware 
into our networks, but we have to connect 
into [Netware]. It’s the only way we’ll end 


up an organizationwide network.” 

Banyan will also continue its efforts to 
beef up service, support and distribution. 
Service has grown 135% over each of the 
last two years, Meise said. “The money is 
there to doit,” Strohm said. 

Adding to Banyan’s future worries is 
the fact that most of its competitors loom 
over the diminutive firm in more than a 
few departments. The competition is bet- 
ter financed, has wider distribution, offers 
expansive support and can reap the bene- 
fits of greater name recognition and larg- 
er installed bases. 

If any of these vendors, particularly 
3Com and Novell, can manage to fully in- 
tegrate standard protocols into their 
product lines, then they will be able to 
give Banyan a run for corporate accounts. 


Computerworld’s June Card Deck gives volume 
PC buyers direct access to PC products. 


Close: May 3 


And it will give PC product vendors 


Mails: June 14 
Bonus Show Distribution: PC Expo 


Involved in Involved in 
Purchasing Purchasing 
PC’s 


Purchasing Involvement of MIS Management 
for PC Hardware, Software, and Services 
(Companies of 1,000+ Employees) 


Evaluate/ 
Recommend 
PC Hardware, 
Software, 


PC Software Services 


an audience that’s rich with volume 
PC buyers! 


That’s because this special deck reaches 
Computerworld’s readers — a proven audi- 
ence of volume PC product buyers! And 
here’s proof: 


e In study after study of MIS/business execu- 
tives drawn from leading indepen- 
dent databases, Computerworld 
consistently ranks the best read 
publication in America’s MIS 
departments — the depart- 
ments that directly control 
nearly 80% of the $192 billion 
U.S. computer market including 
PC’s and PC products.* 


¢ More of Computerworld’s readers 
are involved in purchasing, evaluating, and 
recommending PC hardware, software and 
services in America’s MIS departments than 
readers of any other computer publication. 


80% 


* Source: International Data Corporation 


373 Cochivoate 
7" 
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J. Milton 

MIS Director 

XYz Future Technology. Inc. 
Anytown, USA 
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Computerworld 51.1% 
Information- 
WEEK* 

MIS Week* 
Datamation 
Decisions 
Communications- 
Week 

Software 
Magazine 

Data 
Communications 
Base no. of 
respondents 


50.0% 49.8% 
46.1% 
37.7% 
35.9% 
31.6% 


45.6% 
37.4% 
35.2% 
31.8% 


45.0% 
36.3% 
34.7% 
30.3% 


18.3% 18.3% 17.9% 


15.6% 15.8% 16.2% 


14.2% 13.4% 14.7% 


1,003 885 871 


SOURCE: The Adams Company 1988 Information Systems Management Study. 
* Do not offer card decks. 


Volume buyers get show distribution at PC Expo! 


That’s right! Volume buyers attending PC 
Expo (June 20-22), in New York City will be 
able to pick up their own PC Products Deck 
because Computerworld guarantees bonus 
show distribution of this deck at PC Expo! 


Computerworld’s Card Decks deliver proven buyers of 
PC products! 


Just ask Gary Stevens, Vice President of 
Technology Solutions, Inc., a Herndon, VA, 
marketer of PC products. “In just weeks, 
our card in Computerworld’s Response 
Card Deck generated over 300 leads — and 
many were from buyers whose leads quickly 
translated into sales.” 


Don’t miss Computerworld’s special June deck 
* featuring PC products! 


” For more information, call Norma Tambur- 


ae a rino, Account Manager, at 201/967-1350! 
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Technical writing gets respect 


Managers disagree on who to hire, but some MIS vets have done well 


BY JANET MASON 


SPECIAL TO CW 


Writing _soft- 

ware documen- 

tation, which of- 

ten has been 

relegated to 

programmers 
as an afterthought, is getting 
some recognition as a field in its 
own right. 

In recent years, many univer- 
sities and colleges have intro- 
duced technical writing pro- 
grams. Meanwhile, the ranks of 
the Society for Technical Com- 
munication (STC) doubled dur- 
ing the past five years to 14,000 
members in 120 chapters world- 
wide, according to William Stol- 
gitis, executive director of the 
Washington, D.C.-based group. 

Despite the increased empha- 
sis on the field, however, rela- 
tively few computer profession- 
als are entering it. According to 
Stolgitis, only 4% of STC mem- 
bers hold a degree in computer 
science. Marlene Miller, a mem- 
ber of the Atlanta chapter, says 
that 13% of its members former- 
ly worked in data processing. 
The rest come from a variety of 
backgrounds, including teach- 
ing, journalism, banking and gov- 
ernment. But people in the docu- 
mentation fie'd disagree 
whether MIS professionals 
make good technical writers. 


Ron Miskie, president of the 
Association of Documentation 
Specialists in New York, main- 
tains that companies are looking 
for people with an MIS back- 
ground to fill their documenta- 
tion positions. ‘Former pro- 
grammers have the edge as 
technical writers because they 
have to go into the code to write 
the documentation,” he says. 


Writing secondary 

Large vendors such as AT&T, 
IBM and Digital Equipment 
Corp. also look for people with 
programming backgrounds to fill 
their technical writing positions, 
Miskie says. ““‘These companies 
look for people with the appro- 
priate technical backgrounds 
and then train them in their own 
writing methodology,” he says. 

However, sometimes moving 
to technical writing from MIS 
work such as programming is 
viewed as a downward move. 
“Here, a move from program- 
ming to documentation would be 
considered a step down in salary 
and status, and that would go 
against our corporate culture,” 
says Kirk Sterling, assistant 
vice-president in charge of docu- 
mentation services at Shearson 
Lehman Hutton, Inc. 

All of Shearson’s technical 
writers come from nontechnical 
backgrounds, Sterling says. The 
idea is that the writers should 


not know too much about a sys- 
tem’s technology in order to doc- 
ument it for nontechnical users. 

End users can find them- 
selves well positioned to move 
into documentation writing. 
Miller, a technical writer at Na- 
tional Computer Systems, Inc. in 
Atlanta, began docu- 
menting the company’s ¢& 
trust asset manage- 
ment software after us- 
ing similar systems in 
her position as a bank 
operations officer. 

Fred Jones, director 
of project management 
at Document Develop- 
ment, Inc. in New York, 
advises prospective 
technical writers to 
promote themselves on 
the basis of a dual spe- 
cialty. “The best thing 
to do is to market your- 
self as having business expertise 
as well as technical skills,” he 
says. “If you have knowledge of 
the banking industry along with 
programming skills, chances are 
the bank will find you a strong 
candidate for a career in docu- 
mentation.” 

Some people who have moved 
to technical writing from MIS 
positions say they have found 
greater job satisfaction in exer- 
cising creativity and communica- 
tions skills. They also acknowl- 
edge that there is some truth to 


the contention that people leav- 
ing MIS for documentation must 
take a cut in pay. 

Jay Humphries, formerly a 
programmer and systems man- 
ager and now a contract techni- 
cal writer at The Write People in 
Atlanta, emphasizes that becom- 
ing a documentation writer can 
mark a career change for an MIS 
professional. ‘I had to learn to- 
tally new skills, bite the bullet 
and take a salary cut for about 
two years,” he says. Thereafter, 


ORMER 
programmers have 
the edge as technical 


writers because they have to 
go into the code to write the 
documentation.” 


RON MISKIE 
ASSOCIATION OF 
DOCUMENTATION 
SPECIALISTS 


he surpassed his former salary. 
He estimates that based on his 
technical background, he earns 
about 30% more than his non- 
technical peers. 

Career upheaval has had its 
rewards for Humphries. After 
working in the MIS field for five 
years starting in 1971, he start- 
ed documenting a system his 
company developed and found he 
had a flair for it. 

“After the [documentation] 
project was over, I had to go 
back to the bits and bytes of pro- 
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gramming and was frustrated 
that I couldn’t write anymore,” 
Humphries says. As a result, he 
decided to find a job as a docu- 
mentation writer elsewhere. 

Like Humphries, people in 
MIS with a penchant for writing 
often get started in documenta- 
tion with a system that they 
helped develop but then must 
change jobs to pursue technical 
writing, Miskie says. He advises 
them to take courses at colleges, 
universities and other education- 
al organizations. 

Jones, a programmer/analyst- 
turned-technical-writer, says he 
tired of programming and sys- 
tems analysis and was drawn to 
the “more intellectually chal- 
lenging’”’ job of documentation 
writer. 

In documentation, he has 
found greater opportunity to de- 
fine problems and present issues 
than as a programmer/analyst. 
Now as a manager of technical 
writers, he commands the same 
salary, if not more, than if he had 
stayed in MIS. 

Miller says her position as a 
technical writer affords her a 
certain autonomy in her work 
anda sense of accomplishment. 

One problem that Miller and 
other technical writers experi- 
ence is that documentation often 
is not considered until after a 
system is developed. ‘We need 
to be part of the overall develop- 
ment process,” Miller says. 
Slowly, she says, that change is 
taking place. 


Mason is a Philadelphia-based free- 
lance journalist. 


MANAGER OF 
COMPUTER OPERATIONS 
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SAN DIEGO 


As San Diego's leading health care organization, Sharp HealthCare's com- 
mitment to state-of-the-art technology enables you to apply your expertise 
within our multi-hardware environment. We are currently seeking a man- 
agement professional to direct our data center operations. This position 
reports to the Director of Information Systems and requires: 


© 5 years progressive management of computer operations in 
a mainframe environment with MVS/XA 0.S. 

© Overall responsibility for space planning, project 
coordination and budget management. 

© Managing vendor contracts and hardware, and a large 
network with multiple locations operational 24 hours 

© Project management including planning and 
implementation 

© Systems programming and health care experience 
desirable 


If you are interested in joining our team 
of MIS professionals, please send your 
resume including salary history to: 
Human Resources-Employment, 7901 
Frost Street, San Diego, CA 92123. 
(619) 541-3222. EOE. 


SHARP 


HEALTHCARE 


DATA BASE 
ADMINISTRATOR 


HP 3000 
SERIES 70/950 


Betz Laboratories, inc., a recognized leader in 
the field of specialty chemicals for industrial 


for a Data Base Admunistrator in its Corporate 
Headquarters located’ in Trevose, PA. 
Responsibilities include the planning, coordi- 


admunistration of computerized 
ante including DB definition, structure, 


. and 
documentation, operational guidelines and 
protection. in addition, the qualified 


Qualified candidates will have a B.S. in Com- 
puter Science or equivalent education and 
@ minimum of 3 years DBA experience on 
HP3000 computers. 


your resume along with 
ment Manager, 
4636 Somerton 


Ad., Trevose, PA 19047. Equal Opportunit' 
Employer M/F/H/V. ; 
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Fluor Corporation is the largest publicly 
traded, international engineering, construc- 
tion, maintenance and technical services 
company based in the U.S. Fluor Daniel, the 
company’s principal subsidiary, is proud to 
have provided the above services to over 
80% of the Fortune 200 companies and to be 
ranked #1 in ENR magazine's listing of the 
world’s top 400 contractors. 


PROGRAMMERS 


We have immediate openings for Program- 
mers with 1 or more years experience using 
C programming language, preferably in a 
DEC VAX VMS environment. Experience 
with INGRES or other RDBMS highly desir- 


able. 
PROGRAMMER’ 
ANALYST 


We are also seeking a Sepemneoniyat 
with INGRES or other RDBMS experience, 
preferably in a DEC VAX VMS environment. 
C programming experience is desired. 


We invite you to explore the possibilities of 
joining our team of professionals and con- 
tinuing your growth with the industry leader. 

nd your resume in complete confidence 
to: Joan Lindley, FLUOR DANIEL, Daniel 
Building-DBGAA, 301 N. Main St., Dept. 3- 
1256, Greenville, SC 29601-2170. An equal 
opportunity employer M/F. 
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FLORIDA 
The Perfect Climate For Professional Growth 


We are Romac & Associates, specialists in the data processing industry. 
Currently our technically sophisticated clients have requirements for 
the following: 


Be a Part of Development 
in Your Own Company. 


Computer Corporation of America is a leading International provider of high performance 
software for IBM and compatible mainframes. CCA's products are strategically suited to 
Time to Market applications from which competitive advantages are derived because rapid 
development and transition into production offers a short payback period and high return 
on investments. As an employee-owned company, CCA offers a challenging entrepre- 
neurial atmosphere combined with long-standing success in the software business 


We're looking for high energy team players to help drive CCA to continued success 


* PROGRAMMER ANALYSTS * SYSTEMS PROGRAMMERS 
* SYSTEMS ANALYSTS * DATA BASE ANALYSTS 
* SOFTWARE ENGINEERS 
WHO HAVE EXPERIENCE IN ANY OF THE FOLLOWING AREAS: 
* IBM-MVS * TANDEM/TAL + MODEL 204 
* CICS ° IMS “< 
* COBOL * IDMS * SYSTEM 38 
° ASSEMBLER * DB2 * AS-400 
Our clients offer top salaries and a perfect climate. Please send 
resume or call any of our Florida iocations. 
*@ TAMPA @FT. LAUDERDALE 
1 Harbour Place 
#880C 


* RPGII 
* FOCUS 
* INGRIS 


JACKSONVILLE 


SiniGucaehie cctembarse Product Development 
#1150C #510C 


(asp229 3875 (Sosyo2B-08il” (aoreas-ores (eos) 358.6868 Principal Engineer 
Senior Software Engineer 


§% ROMAC. 


Professional Recruiters 
All fees 


5900 N. Andrews Ave. 
#900C 


Responsibilities: 


® Design and implement SQL interface to M204, our high performance 
IBM mainframe based DBMS 


At Tandem, we're leading the 
industry in on-line transaction 
processing (OLTP), with sys- 
tems that process and deliver 
oe as it's created. 

urrently, we have key open- 
ings for Software Technical 

Mriters in Cupertino, Califor- 
ia. 


SOFTWARE 
TECHNICAL 
WRITERS 


Work on exciting new prod- 
ucts... Join a_ professional 
writing staff... Be part of the 
Product Development Team. 


We are looking for talented 
Software Technical Writers to 
research, plan and write 
ifications and manuals 
for new data communications 
ge nage work as part 
t velopment team, 
and help create documenta- 
tion strategies for future com- 
munications products. 


Requirements inciude a 
BS, S, or equivalent, a 
strong technical background 
(experience in a mainframe 
environment is preferred) and 
a minimum of 3 years’ experi- 
ence writing in-depth, pro- 
gramming-level documenta- 
tion for the following areas: 


@ Datacomm--X.400, 
X.25, SNA, OSI/MAP 

@ Database-SQL/4GL 

@ Operating Systems 

e /Languages/ 


i 
ni 


Tandem Computers offers an 
outstanding compensation 
and benefits package includ- 


MS 229-17, Cupertino, 
way, : 5 
cA 95014-2599. An equal 
opportunity employer m/f/h/v. 


“TANDEM 


you con 
moke o difference. 
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MANAGER, COMPUTER 
APPLICATIONS 


An aggressive information company based in 
Houston seeks a Manager of Computer Applica- 
tions for its growing department. Position 
requires a minimum 8 years experience in direct 
software development in a large scale IBM 
environment. 


Minimum 3 years supervisory or administration 
supporting software development. Professional 
image andthe ability tointeract with customers. 
This fast-paced high profile position will offer 
many challenges and opportunities. Limited 
travel. Salary commensurate with experience. 
Resume mustinclude salary requirements. For 
confidential consideration, send your resume to: 


Box #0W-B5158 
co Computerworld 
P.O. Box 9171 
Framingham, MA 01701-9171 


An equal opportunity employer m/f/h 


28-Page Guide to CICS 


If you use CICS or plan to use this popular tele- 
processing monitor—then you owe it to yourself to get 
a copy of our Guide to CICS. 


Batch and On-Line Programmers, rammer/ 

Ani Systems Analysts, Systems Programmers 
and Project Leaders alike will find this manual useful. 
The guide reviews: basic mapping support, terminal, 
file and program control; CICS command subset; 
exception processing; pseudo-conversational design 
and new releases. 


Call 1-800-462-4473, ext. 122 
(In Canada call: 416/977-7957) 


Cail anytime 7 days a week 
for your free copy. 


source edp’ Or write: Department NUI. 


P.0. Box 7571, San Mateo, 
CA 94403-7571 


Computer Rectuning Speciansts 


As a nationwide placement firm specializing in UNIX system de- 
velopers, programmers, and software engineers, innovative Options 
can help you explore positions throughout the national high tech, 
R&D community. 

Our nationwide clientele and network of affiliates can offer challeng- 
ing Opportunities (without cost to you) in any of the following areas: 


Prefer BS, MS, or PhD in Computer Science or EE. No entry level 
Positions available. Send your resume in confidence to: 


® Focus on major architectural issues including query engine design 
transaction management, concurrency control, data modelling, and 
runtime environment 


We require a BSCS or related degree, and a minimum of 7 years of related experience 
You must have successfully participated in the design and implementation of a systems 
software product. Experience in IBM systems a plus 


We're sold. And you will be too. Think of us as a twenty year old start-up company. You 
can enjoy all the excitement and rewards of ownership. It’s a rare opportunity tailor-made 
for the entrepreneur. If you have a strong background in this challenging industry and are 
looking for a competitive salary and an excellent benefits package then join a leader. We 
are the BEST and only looking for the BEST! If this is you, then send your resume to 


Susan Foster, Computer Corporation of America, 
Cambridge Center, Cambridge, MA 02142 


Systems 
Programmers 
a deere eu ln alle 

Pre 


Carolinas & VA 


MVS/XA Sys. Prog. (Gens/Planning) ... $45K 
1OMS or IMS Prog./Analyst (Mtg Apps). $39K 
CICS Sys. Prog. Maint /Debug) 46K 
MSA Prog/Analyst (Fin. Apps./COBOL $39K 
NCP/VIAM Sys. Prog. Gens/Tuning) . . $46K 
CICS or 082 P/A (Mfg. Apps /COBOL) .. SA0K 
IMS or DB2 Sys. Prog. (Gens/Tuning) To $45K 
IMS or DB2 DBA (Gens/Design) ‘OK 
BANKING Prog. Analyst (COBOL/MSA).. $38K 
NCP/VTAM Sys. Prog. (Prob. Solve/Tunng) $44K 
Please send resume to 


Robert Montgomery or 
call 919-787-4205. 


The Data Group 
P.O. Box 52055 
Raleigh, NC 27612 


- a ha 
api expandin 
MVS/ERA shop seeks on 
notch professional with 5+ 
een Sora 
of application man- 


sys- 
tem design, structured 
programming techniques 


and have excellent 
management mailto. tie 
shop doubled 


7733 Bivd. 
KEE]: cui ho ez 
Gre fxr) 


® FAX: (314) 727-1321 
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Computer Professionals: 
Some people became famous 
because of their 

great many abilities. 


It's doubtful that any of our NCA 
consultants will ever become 
historically famous. Nevertheless, they 
all possess a great many abilities that 
are absolutely essential to providing 
computer career advancement. 

They must: be technologically 
current in rapidly-changing computer 
developments...be able to maintain 
close and confidential relationships 
with hundreds of employers. ..be able to 
provide accurately detailed information 
on hundreds of computer career oppor- 
tunities, locally and nationally...be 
able to merit the confidence of all candi- 
dates ...be able to represent them 
professionally and to negotiate 
diplomatically. With these abilities, and 
more, they can assure you that: “All 
little strokes fell great oaks.” 

Come in. Call. Or mail your resume 
to the NCA firm nearest to you. No 
charge to you ever. Confidentiality is 
assured. Act today! Because as the man 
said: “Time is money.” 


National 
Computer 
Associates 


ATLANTA: DataPro Personne! Consuttants 
409 Perimeter Center Terrace. Suite 650 
Ailanta. GA 30346 (404) 392-4242 


GALTIBGRE: CIPS inc 

101 W Ri Road. Suite 7A & 8A 

Lutherville. 21093 (301) 252-9000 

GOSTOM: Robert Kieven & Co . inc 

PO Box 636 

Lexington. MA 02173 (617) 861-1020 
Thomas Hirtz & Associates 

150 North Wacker Drive, Suite 1700 
1. 60606 (312) 977-1555 

Task Group 
7875 


Reading Road 
Cincinnats. OH 45237 (513) 821-8275 
Innovative Resources, Inc 
Statler Othce Tower, Suite 426 
East 12th & Eucha 
Cleveland, OH 44115 (216) 621-4220 
M Thomas. Inc 


hchael 
450 W Wilson Bndge Road. Suite 340 
Worthington. OH 43085 (614) 846-0926 
r ro Personnel Consultants. inc 
13355 Noel Road. Suite 2001 
Dallas. TX 75240 (214) 661-8600 
Abacus Consultants. Inc 


1980 Post Oak Boulevard. Suite 1050 
Houston. TX 77055 (713) 626-4100 


intone 33024 (305) 434-6112 
EDP Consultants, inc 
Chancetlory Park it, Suite 350 
350N Road 

Brookheid. Wi 5 (414) 797-8855 
MBIPLS. ST. PAML: Electronic Systems 
880 international Centre 


ine. 
ot f ee 





COMPUTER CAREERS 


Computer 
Horizons 
is 
DB2 


And Your Road to Success! 


Computer Horizons Corp. is the acknowledged leader in DB2 technology 
and services. DB2 is a key component of corporate strategic plans for the 
1990's. You can join the team that will help many Fortune 500 companies 
manage their migration to Relational Database Technology. 


The proof is in CHC’s DB2 Projects! 


For a major publishing company, we are participating in all aspects of Relational 
Systems Implementation. Our team is involved from conceptual, logical and 
physical database modeling through to performance tuning of DB2 databases. We 
are defining the data management function for this company. 

For a communications company, we are engaged in the design and implementation 
of aC ASE environment productivity tool. This new product is developed as a DB2 
application utilizing DBEDIT, QMF and TSO/ISPF 


Computer Horizons DB2 projects offer: 


® Long Term Assignments ® High Exposure to Client Management 
® Leading Edge DB2 Implementations ® Mission Critical Applications 
© Full Life Cycle Participation 


The CHC project backlog means IMMEDIATE OPENINGS for career minded 
DB2 professionals with the following capabilities. 


® DB2 Database Administrators 
® DB2 Database Designers - 
Logical and Physical 


® DB2 Senior Systems Analysts 
© DB2 Programmer / Analysts 
® DB2 Programmers 


We are looking for a select group of highly qualified professionals. Our clients 
demand the best, so please, only apply if you have the experience that we need. 
Join up with the leaders. CHC is une of the largest systems development services 


firms in the U.S. We have 31 offices nationwide, and revenues exceeding $80 
Million 


We provide above-average salaries, an exceptional benefits package including 
medical/dental coverage, life insurance, deferred income savings plan (401K), 
comprehensive disability, relocation assistance, unlimited tuition reimbursement 
and an environment conducive to your professional growth. 


These opportunities exist in NY, NJ, PA, VA/DC, FL, GA, NC, CA, 
TX, CO, IL, OH, MI, KY, MO, AZ. By responding as indicated below 
you will be put in touch with the CHC location of your choice. Relocation 
opportunities exist to any location. 


For immediate consideration please call, send 


®COMPUTER fax resume to: 
HORIZONS Dave Reingold, Central Recruiting, Com- 
CORP puter Horizons Corp., 2 Sylvan Way, Parsip- 
3 pany, New Jersey 07054 (201) 984-6900 
An Equal Opportunity Employer M/F/V/H (outside NJ): (800) 524-2339 
DB2 is a trademark of IBM Corporation 


Fax: (201) 644-3425 


WE ane A TWO YEAR OLD FRENCH COMPANY SPECIALIZED iN 
SOFTWARE DEVELOPMENT, SYSTEMS INTEGRATION, COMPUTER 
AIDED PUBLISHING AND PROFESSIONAL TYPESETTING. 


Qur ADVANCED EXPERTISE IN NETWORKS, DATA BASE MAN- 
AGEMENT AND COMPUTER AIDED PUBLISHING ON UNIX 0.S. EN- 
ABLES US TO WIN THE CONFIDENCE OF THE LARGEST NATIONAL 


WE are LOOKING FOR COMPANIES IN THE FIELD OF COMPUTER 
ENGINEERING (IBM - BULL - DEC - SUN) TO FORM A PARTNERSHIP 
WITH WHICH WE CAN ADVANCE AND WIDEN OUR ACTIVITIES IN 
EUROPE, USA AND CANADA. 


For Further information Please Contact: 


THE FRENCH CHAMBER OF COMMERCE 
STE TECHEDITEUR SYSTEMES 
31, Boulevard Malesherbes 
75006 Paris, France 
Mme VILCOT / Mr SIMON 


Phone: 011 33 1 47 42 61 49 
FAX: 011 33 1 42 66 13 94 
Telex: 290.893 


SALES 
and 
SALES SUPPORT 
REPRESENTATIVES 


ViSystems Inc., a fast-growing Dallas- 
based Systems Software company 
building products for the expanding 
UNIX on-line transaction-processing 
environment, has immediate openings 
for Sales and Sales Support represen- 
tatives in major cities throughout the U.S. 
Requires 3-5 years minimum experience 
selling/supporting systems or software to 
IBM large systems accounts, or selling/ 
supporting on-line systems and software. 
ViSystems offers excellent growth oppor- 
tunities with competitive salary and 
benefits packages. 

Send Resume to: Bob Hensiee, 

Human Resources, ViSystems Inc., 

11910 Greenville Ave., LB 29, Dallas, TX 
75243, FAX 214/907-8080. 


ViSystems Inc. 


An Equal Opportunity Employer 





Professionals 


TECHNOLOGY CONSULTING CORPORATION & 
is one of the largest, full service information 
processing support organizations in the 
Midwest. We are currently looking for indi- 
viduals to join us on either a Permanent or 
Per Project basis. Qualified individuals 
must have a minimum of 3 years experience 
with knowledge in the following: 


¢ 8/38, AS/400, RPG III, COBOL 
e IDMS, ADS/O, CICS, DB 2 
¢ EXPRESS, AI, NOMAD, PILOT 


aus Data Processing § 
i 


Your expertise will be rewarded with an 
exceptional compensation package. For 
more information, contact: 
Human Resources 
TECHNOLOGY CONSULTING CORPORATION 
4811 South 76th Street Dept. 280 Milwaukee Wi! 53220 


Equa! Opportunity Employer 


414-282-9700 


Fulton County School System 
Atlanta, Georgia 
EXECUTIVE DIRECTOR OF 
MANAGEMENT INFORMATION SYSTEMS 


Requirements: Master's degree in computer science, information 
business administration, or mathematics. An 


' technical skills in use of mainframe tools inciud- 
ing IBM, VM, V pas. CICS, SOL. C CSP, COBOL, RPGII. Must 
have knowledge of and experience in lo 
pedo tae Se ae ano 

and software products in an SNA environment 
sapumgiadane area network. 
Salary: $56,676 to $59,460. 
Closing: April 21, 1989. 


Interested persons should submit a letter of application with three 

ar tae ae soot acre “ane eum oa 
present or supervisor a resume 
copies of all college transcripts and certificates 


Apply to: 
Dr. Ernest P. Lavender, Jr. 
for Personnel Services 
'86 Cleveland Ave., S.W. 
Atlanta, GA 30315 


An Equal Opportunity Employer 


NATIONAL STAFFING CO. PROGRAMMER 


oeaalng | NET 
New Mexico's it ial in- 
With @ Minimum of § yrs. exp. $A" tb euseey saaing 
Up to $35 per hour wan 
PRIME 4000 IDMS/ADS/O/CICS 
ADR/DATACOM 


COMPUTERWORLD 


DIRECTOR OF 
INFORMATION 
SERVICES 


SUNY College of Technology 
at Utica/Rome 


Responsible for managi academic and administrative computing and 
telecommunication tion feats. Multi-vendor i Gould, IBM, DEC and 
Data General running UNIX, VMS, and AOS/VS operating systems. Sever- 
al IBM and IBM. ible micro computer laboratories. Establishing 
LANs, networking ‘stations and micros. 


The College, a 2,600 student upper-division/graduate institution awardit 
Bachelor and Master degrees, recently occupied a new $60 million, 800 
acre campus adjacent to the City of Utica 

Qualifications: Should have a Master's degree in Computer Science or re- 
lated field, and at least five years of progressive technical managerial ex- 
perience within a computer-related organization, preferably in higher edu- 
cation. Experience in telecommunications is _ desirable. Must also 
have strong written and oral communication skill 

Salary: Commensurate with training and experience 

Send letter of application and resume by May 12, 1989 to: Mr. Anthony F. 
Panebianco, Director of Personnel/AA, SUNY College of Tech at 
Utica/Rome, Drawer 9015, P.O. Box 3050, Utica, New York 13504-3050 


An Affirmative Action/Equal Opportunity Employer 


TECHNICAL 
TRAINER 


Individual required to provide DB2, 
SQL, IMS and/or CSP training to 
Fortune 500 clients across U.S. 
Need strong and effective communi- 
cation and presentation skills. IBM 
mainframe experience essential. 
Teaching experience helpful. No re- 
location involved. Excellent salary 
and benefits. Send resumes to: 


BENCHMARK Technical Services 
438 Main St Middletown, CT 06457 


The Christian Broadcasting Network, Inc. has openings 
in their Data Processing Department for a Systems An- 
alyst/Programmer and Data Base Administrator. The 
environment is IDMS/MVS. 


SYSTEMS ANALYST/PROGRAMMER 
Design and implement computer systems to solve busi- 
ness problerns. Perform a broad range of analysis, de- 
sign, programming and support functions. Requires a 
Bachelor's Degree in Computer Science, Mathematics, 
Business Administration, Engineering or similar field 
and three years experience in programming/analysis. 


DATA BASE ADMINISTRATOR 
Responsible for the definition, organization, protection 
and efficiency of the data base in the data resource en- 
vironment. Requires a Bachelor's Degree in Computer 
Science, Mathematics, Business Administration, Engi- 
neering, or similar field, and four years related work ex- 
perience. 


If you feel led of the Lord to apply, send your resume to: 
The Christian Broadcasting Network, Inc. 
a Department 


K5 
Virginia Beach, VA 23463 


Rontel, an interna- 
‘tional Communications 


PROGRAMMERS 


dr. to Sr. level programmers 
with 1+ yrs. 7 in ac 
other languages (PASCAL 
ASSEMBLER. PL-1. etc.). Con- 
tract assignments 12 mos. +. 


SYSTEMS 


Systems Analyst: Design & devel- 
PROGRAMMING of 


atm ie 
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The Future is Bright 


As a leading clinical research management 
company, we are currently conducting 
research on innovative drugs in the U.S., 
Canada and Europe, that will have a major 
impact on the healthcare industry and could 
brighten the future for people worldwide. 
Including you. Join us in our attractive, con- 
genial environment, where you will find we 
encourage your professional development 
and we value your work. 


Assistant Director of 
Information Systems 


In this key position, you will be a primary mem- 
ber of clinical study teams providing technical 
support in the data processing components 
ot each project. You will act as a facilitator and 
coordinator in data processing activities relat- 
ing to the clinical, regulatory, biostatistical, 
quality assurance and administrative activities 
of the corporation. 


The qualified applicant will have a broad 
exposure to high level programming languages 
with a working knowledge of relational data- 
base technology combined with familiarity 
with SAS, all in the DEC VMS environment. 
An M.S. or equivalent in computer science, 
mathematics or a related field plus experience 
in the pharmaceutical data processing environ- 
ment will make you an excellent candidate 
tor this position. Management experience will 
be a plus, but is not required. 


We offer a competitive salary, excellent benefits, 
including a generous pension plan and the 
opportunity to be a major player in a com- 
pany that is on the move. Please send your 
resume to: Clinical Research International, 
P.O. Box 13991, Research Triangle Park, NC 
27709. No phone calls, please. 





CLINICAL RESEARCH 
INTERNATIONAL 


The Cessna Aircraft Company, World Leader in General 
Aviation has openings for the following positions 


ANALYSTS ENGINEERING DATA 
PROCESSING-CAD SPECIALISTS 


Requires a college degree in Computer Science or Math 
Must have 1-2 years experience with Design Graphic 
Systems. FORTRAN and a good working knowledge of 
manufacturing and engineering processes. Also, working 
knowledge of computing systems. preferably IBM running 
under MVS 


DATABASE ADMINISTRATORS 


Requires a BSCS or equivalent and 1-3 years experience in 
IMS database administration including PSB, DBD and ACB 
gen's reorganizations, recoveries, performance analysis 
and tuning. logical design and physical implementation 


ANALYSTS PROGRAMMERS 


Requires a college degree. BSCS, Math or related field, 1-2 
years experience in developing computer programs for 
IBM's IMS and 1-2 years experience in developing computer 
programs for IBM's Relational Database Management 
System DB2. Time sharing option, COBOL and MVS 
knowledge required 


if you are qualified for these positions and would like the 
Opportunity to work in an environment of challenge. please 
send your resume and salary history to, or apply in person at 


Cessna Aircraft Company 
Professional an 
K-42 Highway Southwest 

P.O. Box 7704 "4 
Wichita, KS 67277 


An Equal Opportunity Employer 


IDMS ADS/O 


NO RESUME 
REQUIRED 
800-874-9595 


121 EXECUTIVE CENTER DRIVE 0 SUITE 240 
COLUMBIA, SC 29210 1) TELEPHONE 803-772-9412 





Cessna 


Houston’s New Data Centers 


5 


Connection 


Houston is On The Move! 
Is Your Career? 


Record low unemployment, coupled with 
Houston’s steady growth have given rise to several 
New Data Centers and EXPANSION positions in 
established firms. Leverage your career now and 
call the Professional Division at Burnett. 


Current Opportunities Available Immediately 
include: 


- New AS 400 Data Center. This 

company has positioned itself for sustained long term 
ed 3+ years of RPG III, will teach you 

AS/400 technology. Earn to $39,000 


Oracle Specialist - Recently announced merger has 
resulted in expanded needs for a 4GL/Database 
expert. Only requires 2 years of full time professional 
experience in Oracle ora similar 4GL tool. NOMAD or 
FOCUS experience is a plus. Eam to $38,009 


Senior Database Administrator - New Position (Req. 
approved last Monday). Requires six years of progres- 
sively responsible experience in Database design, 
Administration and Security. Relational products area 
big plus. You will be in complete control of all database 
usage. Applicable technology includes PARADOX, 
FOCUS, IDMS, IMS or System 38. Earn to $ 55,000 


- New DBMS shop. Highly 
respected and successful local firm approved 5 addi- 
tions to staff-only one remains open. ires 2 (two) 

ears of current DOS/COBOL/CICS. You will learn 
/F data base development. Earn to $ 37,000 


- (1) 

- (2) Lead the design 
and implementation of highly visible and important 
Accounting Systems for this new corporation. 
Excellent visibility, learning opportunity and incen- 
tives make this truly one of the best opportunities to 
advance your career available in Houston. 

Earn to $ 55,000 


Management Consultants - Major Department Ex- 
pansion. Regional Headquarters of Nationally 
respected consulting organization has launched a 
Major expansion in response to Houston’s growth. All 
positions require 3+ years of full time professional 
experience since graduating from college. Offers out- 
standing career acceleration and visibility in mul- 
tiple industries. Some manager positions are open. 
Earn to $ 48,000 


PC Business Systems Network - New Firm 
Specialty Management Consulting firm dealing in de- 


signing and developing Networked business systems. 
Outstanding Growth Opportunity! Earn to $ 47,000 


1- (800) 444-2180 


Data Processing Division 


Personnel Services 


Fax: (713) 977-7533 
9800 Richmond, Houston, TX 77042 


HAVE YOU 
CONSIDERED 
CONSULTING? 


It offers unsurpassed variety, e: 
technologies, and interaction with 
pellibasndaswanee 


Consider AicC. 


Analysts International Corporation is Minneapolis-St. 
Pas egos Or congting fam excellent 


training, full benefits for profes- 
— Syne f bgetanse ll tte te 


ate a latest 


IBM Mainframe: Honeywell DPS8: 


MVS, COBOL, BAL, DB2, — 
TELON, CICS, IMS, IDMS, DEC VAX: BASIC, 


DATACOM DEAL, PACBASE —_'NORES, ORACLE 
yi 

For consideration, call Carol Lee at 1-800-328-9929 or 

sie ee ere 


AIC Bt 











COMPUTER CAREERS M/D-WEST 


DP opporTUNITIES 


HARTFORD, CT 06103 
(203) 278-7170 

FAX # (203) 278-0320 

One Commercial Plaza 
SOFTWARE DEVELOPERS 
Major E seaboard sftwr firm seeks peo- 
ple with exp designing, programming 
(BAL, SAS or PL/1) and implementing 
either DASD, CICS, or IMS sftwr sys in 
an OS/MVS environ. Top co for tech 
career, full relo. Salary to $60,000 


MFG SYSTEMS 

NE oppty for indiv w/strong bkgd in im- 
pimtng mfg syst’s MRP, invty ctl, 
purch, scheduling. You will impl latest 
sftwr in a DEC/VAX environ. APICS 
cert & good syst skills are pluses. ASK 
MANMAN soft exp also a plus! Salary 
to $48,000 


DB2/DB2/DB2/DB2 

Conn oppty’s for exp’d DB2 progs w/ 
bkgd in logical/physical design or w/DB2 
sftwr installation. Clients offer hi 
salary, long term growth & excell reloc 
pkg. Call for more details. “ Salaries to 
$60,000+ 


PROJ LEADER 

Solid VAX/VMS, FORT or COBOL lang’s, 
mfg appl’s exp plus proven project 
skills are sought by this N Eng client. 
Join hi visibility project with excell 
Career growth potential. Full reloc. 
Comp to $49,000 


VAX SYSTEMS 

Major state of art syst implementation 
in this NE firm calls for VMS sys mgr. 
Oppty to be trained in many of latest sft- 
wr prods. Saiary to $49,000 


CHARLOTTE, NC 28244 
(704) 339-0550 
FAX # (104) 342-2700 
1710 Charlotte Plaza 


AS/400 

Leading Charlotte firm specializing in 
Sys/3X sftwr development has immed 
need for systems pros with 2+ yrs. Sys/ 
38, RPG M or Sys/36 to AS/400 conver- 
sien exp. Qualified candidates will be 
working directly with state-of-the-art 
AS/400 while enjoying all the benefits 
of life in the Southeast! Salary to 
$40,000 

MANAGEMENT CONSULTING 

Prestigious NC firm seeks systems con- 
sultants, with 3-10 yrs exp. Solid aca- 
demic record (MBA a plus), profes- 
sional image, and strong ambition a 
must. Comm’l banking systems devel- 
opment (DDA, CIF, CPCS) or fin’! sftwr 
implementation (MSA, M&D) req'd. Top 
notch oppty for committed systems 
pros. Salary to $60,000 


BUFFALO, NY 14202 
(716) 842-0801 
FAX # (716) 842-0470 
420 Main Street 
1112 Liberty Building 
RPG Ii] PROGRAMMER ANALYSTS 
IBM's successful penetration of the up- 
state New York manufacturing market 
has created countless opportunities for 
System 38, RPG WM programmer ana- 
lysts. We offer a quality of life 2nd to 
none in growing, stable companies. 
Please cail! To $38,000 


COBOL PROG/ANALYST 

Rapidly growing manufacturing com- 
pany along NY Southern Tier urgently 
needs a COBOL programmer analyst to 
develop/support new mfg systems. Req 
min 5 years experience and desire to 
live in peaceful rural community. To 
$36,000 


77] ROBERT HALF 
DATA PROCESSING 
PERSONNEL SPECIALISTS 


Contact Manager at office listed above. Client Companies Assume All Fees. 


Data Processing 


Now staffing 
for long term growth. 
One person at a time. 


1988 completed our 19th consecutive year of revenue growth. As one 
of the nation’s largest independent computer systems and services 
firms (employing more than 2,700), we are best known for applying 
information systems technology to the complex management 
problems facing America’s largest organizations. 

Our expanding Chicago office offers significant opportunities with 
enough sophistication, challenge and rewards to keep us all busy 
for a long time to come. If you are intrigued with the idea of joining 

a great group of people working at the top of their profession, we 


warmly welcome your inquiry. 


We have openings for experienced professionals in these 


specialized areas: 


DATA BASE DESIGN - 3 years of experience in DB2 design and 


implementation. 


CASE TOOLS - 3-5 years of experience using tools to support design 


and development. 


PROJECT MANAGEMENT - 5 years of management experience in 
large IBM mainframe systems development and implementation 
projects. Package installation experience preferred. 

SYSTEMS DEVELOPMENT - 2-4 years’ experience with IBM main- 
frame development projects. CICS and DB2 experience preferred. 
Team management experience is a plus. 


For immediate consideration, please send your resume and salary 
American 


history to: Ivan Yopp, 


Management Systems, Inc., 


= North Clark Street, Suite 3300, Dept. CW-410, Chicago, Illinois 
60602, (312) 269-0275. An Equal Opportunity Employer. 


AMERICAN MANAGEMENT SYSTEMS, INC. 


APRIL 17, 1989 COMPUTERWORLD 





COMPUTER CAREERS MID-WEST 


IBM 38 ... $48,000 
Major of and company 
seks a Sener PIA wath 


minimum of 5 years exper 
with RPGIII. Excellent 


ented 

DDA experience is re- 
DOS, COBOL & 

ALC. Company will relo- 

cate 


ROGERT HALF 


itt eRe 
OPPORTUNITIES 


Currently recruiting expenenced 
Da ee ae Do oe eae) 
a) es 16M Co- 
bol mainframe applications 
eos Se) ae ete 
CLE; DB 2; FOCUS; ADR DATA- 
COM: SAS; VM CMS; S/38 
RPGili or COBOL; DEC VAX CO- 
BOL or FORTRAN; HP3000; Se- 
a ee dala 
Sea Me el | 
el ee ee ae | 
or CICS Systems Progrs; DEC. 
a rg see 
Analysts; Data Modelling 
ee eM ee 
cal, regional & nat’! fee paid po- 
Sa Me Rem ial 


The Underwood Group, inc. 
hd Be ee ed 
Raleigh, NC 27609 
aL ee Poets 


PROGRAMMER 
ANALYST Ii 


dedicated 

isys A6, Com 

vergent B20 Prime 2755 Sys- 
tems Requires stron 


tions accepted through Apri 28, 
1989. EOE 


SALARY: $26,990 + salary 


A Terrific 
Opportunity 


DEC/CORTEX 


Computer 
Consulting 
Group 


a 
Contract Professional Services 
————<—— 


Contact Us Today! 
One Monckton Blvd 
Columbia, SC 29206 

(803) 738-1994 


Outside South Carolina 
1-800-222-1273 


IMS DB/DC 
DB2/SQL 


Send resume or call 


12730 Towne wey 


, 20243" 
(502) 245-6533 


MEMPHIS/ 
MID-SOUTH 


Memphis, TN 38119 
901-685-8500 FAX:901-684-1800 
Darlene R. Murphy, Parner 


UNIX SYSTEMS 
PROGRAMMER 


Computer science degree re- 
quired. 3-5 years experience 
in UNIX/C to work on com- 
munication/database micro 
computer project. Experience 
with inter Process communi- 
cation. Salary 33K+. Send 
resume to: 


Academy Computing 
2601 NW Expressway 
Suite 110€ 
Oklahoma City, OK 73112 
(405) 840-2791 


SENIOR LEVEL 
RPG PROGRAMMER 


Must have advanced ki 
of RPGii 


P.O. x 2340, Orange, Texas 
77631-2340 


ORANGE COUNTY IS AN EQUAL 
OPPORTUNITY EMPLOYER 


MIS 


DIRECTORS 


If you need good people, 
we've got them. Compu- 
terworld reaches more 
than 612,000 computer 
pros every week. That's 
more qualified computer 
pros than any newspaper 
can deliver. And you can 
select either a regional 
edition or national edi- 
tion of Computerworld’s 
Computer Careers sec- 
tion for your ad. 


For more information, or 
to place your ad region- 
ally or nationally, call 
Lisa McGrath at 800-343- 
6474 (in MA, 508-879- 
0700). 
Weekly, 
Regional, 
National. 


And It 
Works... 


One 
should 


every executive 


ave after retirement: 


IESC Volunteer Gordon Swaney, a 
retired U.S. manager, on project 
site in Indonesia 


Anadven 


Gold watches are fine for some retired executives. But after a .; 
lifetime of experience, moving from the trenches to the front offices, | 
your knowledge is worth more—to us and to hundreds throughout | 
the world in need of your special skills. | 

Through the International Executive Service Corps—the not-for- _| 
profit organization that sends U.S. managers to help businesses in | 
developing nations—you can volunteer for short-term assignments _| 
in foreign countries where you're — needed. Although you will | 
not be paid, you and your spouse will receive all expenses, plusthe | 
personal satisfaction of teaching others while you discover more | 
about yourself. 

| 
| 
| 
| 
| 
| 
| 
| 


YES, I'd like to share my lifetime of 
experience with others. | recently 
retired from my position as a hands- 
on manager with a U.S. company. | 
also understand that volunteers and 
their spouses receive expenses, but 
no salary. Please send me more infor- 
mation now. 


ee 


Address —___ 


Cay —__________ State _____ Zip 
In what publication did you see this ad? 


It's an adventure of the spirit. And the time to explore it is now. 


So please, don’t let this golden opportunity pass by. Send for more 
information today. 


Write to: IESC, 

8 Stamford Forum, P.O. Box 10005, 
Stamford, CT 06904-2005. 

Or, for faster response, call this 
number: (203) 967-6000. 


international Executive Service Corps 
lifetime of experience Fr 
experience of a lifetime. _ 


Computerworld Editorial Schedule 
April - May - June 


4/24 - Executive Report: Managing after a Merger 6/5 - Special Feature: Systems Integration 
Exectuive Report: Workgroup Computing 

5/1 - Product Spotlight: Network Management Tools 

- 6/12 - Executive Report: Technology Issues in Downsizing 
5/8 - Executive Report: Automating the Data Center 

6/19 - Product Spotlight: Miro DBMS 
5/15 - Product Spotlight: Manufacturing Technolog 
” , 6/26 - Executive Report: Restructuring MIS - 
5/22 - Executive Report: Restructuring MIS - Distributing Resources Organizational Impact of 
Downsizing 

5/19 - Product Spotlight: Printers & Plotters 
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Vfl FT STAAWNUNANAW, 


Programmer, Programmer Analyst, 
Manager, Operations 


The Healthy Alternative 
To Terminal Boredom 


It’s working on the IBM System 38 and the AS-400, the state-of-the- 
art in the industry. It’s technically upgrading your career with a 
broader base of application. it's being part of the data systems team 
at Central DuPage Hospital. 


Our 375-bed acute-care facility can offer you an opportunity to 
advance your skills and your career, with respect and support for 
your dedication and goals every step of the way. And our benefits 
plan is every bit as progressive as our environment. 


To find out more, call our Personnel Dept. COLLECT at 312/260-2672 


or send your resume to: Central DuPage Hospital, 25 N. Winfield 
Rd., Winfield, IL 60190. EOE M/F. 


We Stand Out From The Crowd. 


SRA ETS 


Information Systems Consulting 


Manager/ Analyst ise) as' "A 


B.S. or equivalent computing sci- 
ence, three years computer pro- 
ent, networking 


PROGRESSIVE 
NATIONAL FIRM SEEKING 
MOTIVATED — PROFESSIONALS 
LOOKING FOR A NEW CHAL- 
LENGE. EXCELLENT BENEFITS 
FOR THOSE WHO QUALIFY. 


Business applications: — 


COBOL, IMS DB/DC, DB 2 
CICS, ORACLE, AS, TELON 


Engineers: 
C, ADA, TELECOM, DSP, ASSEMBLY 
DIGITAL COMMUN (MIL-SPEC) 


340 Providence Towers East, 1.8.8 


5001 Spring Valley * Dallas, Texas 
75244 © 1-800-877-1881 © 214-490-1881 


Terry Madson 
U.S. Meat Animal 
Research 

P.O. Box 166 
Clay Center, NE 68933 

AA/EOE 


PROGRAMMER/ANALYSTS 
& SYSTEMS PROGRAMMERS 


FOR CAROLINAS 


Dallas, Houston, Kansas City, St. Louis, Atlanta, Los Angeles 
AND SOUTHEAST 


NAAR 


We have opportunities for 
on-line and database pro- 
grammers for both in- 
house and consulting po- 
sitions. Fee Paid. Please 
call or send resume to: 


Kelth Reichie, CPC 
Systems Search, Inc. 
203 Heritage Park 
Lake Wylie, S.C. 28710 
803/831-2129 


(Local to Charlotte, NC) 


TRY OUR 
24 HOUR 
ON LINE DP 
JOB LISTINGS 


CALL 
919-222-0979 


DP RESOURCES, INC. 
P 0 Box 5057 
Burlington, NC 27216-5057 


APRIL 17, 1989 


Inc. (AGS!) has provided data con- 
sulting and corirseting services nationwide since 1960. We speciaize in 


If you are a self-motivated person with experience in any of the following 
areas, we are looking for you: 
APS, DB2, APL, COBOL/CICS, IDMS, UNISYS, IMS DB/DC 
or Policy Management Systems 
For confidential consideration and interview, please call, fax, or mail your 
resume and salary history to: 
Roz Alford 


AGSI 


ATLANTA GROUP SYSTEMS, INC. 


2971 Flowers Rd. South, Ste. 275, Atlanta, GA 30341 
404-455-7783 FAX# 1-404-451-5163 


Electric utility company located in Ft. Worth, Texas has immedi- 
ate openings for the following: 

System Programmer 
Must have a minimum of two years programming experience in 
VM/SP operating systems. 

Programmer Analyst 
A minimum of two famming experience in IMS and 


years progr 
Cobol. Both positions require a 4-year degree in computer sci- 
ence or related fields. Please send resume and salary history to: 


Susan J. Overcash 
Texas-New Mexico Power Company 
P.O. Box 2943 
Ft. Worth, Texas 76113 
regis opparny Smee ay 


A Terrific 
Opportunity 


Computer Consulting Group, 
one of the Southeast'’s fast- 
est growing contract pro- 
gramming and consulting 
firms, has immediate open- 
ings for talented Programmer- 
/Analysts with 2 or more 
years experience. Excellent 
salary & benefits package 
Were especially seeking 


PC/C (PC. SPECIALIST) 
$/A ORACLE/ADABAS 
SYS PROG DEC OR IBM 
PC-FOCUS 
DEC/ADABAS P/A 
VAX/TEL-A-GRAF 

HP 64000/C ENGR 
COBOL/IMS P/A 
IDMS/ADSO/MANUF 
VAX/FORTRAN 
VAX/COBOL 
NATURAL/ADABAS 
WANG/COBOL P/A 
PICK P/A 
Q-CLEARENCE 
DEC/PDP/FORTRAN 
HP/TRANSACT 

TECH WRITERS 
COBOL/CICS 
VAX/RDB P/A 
DBA/IMS 

SAS OR MIMS 


a 
Contract Professional Services 
eae 


Research Triangle Area 
4109 Wake Forest Rd 
Suite 307 
Raleigh, NC 27609 


1-800-222-1273 
or 4 
(803) 738-1994 


COMPUTER 
PROFESSIONALS 
MSI, in response to client 
requests, is souking swaitious OP 
Professionals to support our three 

business thrusts of: 
@ Data Processing Consulti 
@ Contract Programming as 
@ Custom Software Development 
POSITIONS TO $50,000 
LEARN DB2 
Most assignments are 1 to 2 years 
in duration and involve IBM 
Mainframe, Database Data 
pais iin eee 
projects utilizing leading edge soft- 
ware selene a and 4GL's. 
Send your resume to: 
M Solutions inc. 
1416 South Third Street 
Louisville, KY 40208 


FORTRAN/VAX & 
PC TURBO PASCAL 
HEAVYWEIGHT 


Our core business requires 
you to take over complex sta- 
tistical analysis and enhance 
this essential application. 
Hours flexible, unusual global 
research company staffed 
with bright people, spectacu- 
lar near-northside Chicago of- 
fices, report to CEO. If you're 
FIRST CLASS we NEED 
YOU. Resume and salary re- 
quirements to: 


Office of the President 
P.O. Box 11095 
Chicago, IL 60611 


ASSISTANT PROFESSOR. Re- 
sponsibilities include teachin 
graduate courses in computer 
information sciences; gui MS 
student projects; curriculum 
opment; instructional computer 
lab supervision; design and impie- 
mentation of administration data- 


COMPUTERWORLD 


COMPUTER CAREERS M/D-WEST 


SOFTWARE 
DEVELOPMENT 


Logica Data Architects Inc enjoys a worldwide reputation as a 
leader in telecommunications custom and product software 
development, and consulting in a variety of industries including 
telephony, banking, insurance and transportation. 


Our St. Louis based Telecommunications Network Management 
Products group is looking for experienced people to heip 
develop, implement and support complex on-line transaction 
processing systems and communications software. 


SYSTEM ARCHITECT 


Lead the design of product and custom software through all 
phases of the system lifecycle including proposal preparation, 
project planning, design and implementation. Interface with 
multiple project teams, marketing and sales. Provide technical 
feasibility assessment and design guidance to time critical 
business opportunities. Skills should include customer liaison, 
oral and written communication, requirements definition, 
system design and specification and team leadership. Requires 
10 years or more of experience in software engineering and 
structured methods. Engineering or computer science 
background preferred. 


Logica Data Architects offers an excellent salary and a 
comprehensive benefits package including 401(k), profit sharing 
and generous paid time off program. 


Please direct resume and a letter describing your 
accomplishments and salary history to: Phyllis Mulholland, 
Logica Data Architects Inc, 4203 Earth City Expressway, Earth 
City, MO 63045. An equal opportunity employer. m/f/hiv. 
Principals only. 


logica data architects inc 


Tampa/ Richmond, 
Orlando, FL VA 


Research 
Triangle, NC 


Proj. Manager IDMS 

(COBOL, CICS, BNK. APP.) CICS/DL1 

DB2/SQL/CSP M&D H/R PERS. P/R 
SYS/38 RPG Ill SYSTEMS LEVEL LIB. 
AS400 APS 

MS-DOS/C SAS 

IMS CICS/DOS & CICS/OS 
PL1 SYS/ANALYST(BNK.EXP.) 


METRO, a premier Professional Services Company, offers software develop- 
ment, implementation, and support services to clients in the Southeast. Benefits 
include Profit Sharing, 401(k), Medical/Dental, Personal Development Training Pro 
gram and a Mountain Condo retreat for vacations. 


If you have 2+ years experience, send your resume to the appropriate address or 


e METRO 


Information Services, Inc. 


B. Fernandez, Dept.C-W __ T. Biagioli, Dept. C-W 
5300 W. Cypress 7202 Glen Forest Dr Carolina P!, Ste 360 
Suite 285 Suite 105 2626 Glenwood Ave 
Tampa, FL 33607 Richmond, VA 23226 Raleigh, NC 27608 
813/289-6955 804/285-7800 919/783-8887 


Joy Hood, Dept. C-W 


APPLICATION 
DEVELOPMENT 
OPPORTUNITIES 


Black Hills Corporation, is a diver- 
sified company located in the 
Black Hills of western South Dako- 


nancial system. 


We currently have challenging op- 

portunities for professionals with 

experi in one or more of the 

folowing: 

@ IBM OS/MVS 

@ IDMS/R 

@ COBOL 

@ COBOL-DC, CICS OR ADS/O 

@ Structured Design/Analysis 

@ Financial, Utility or Oil/Gas 

applications 

@ Project Leadership 

If you have at least 4 years of this 
of and a Bachelor 


degree, or valent 
tems 


salary , send your resume 
in condone 


Nancy Forkel 
Black Hills 


PO Box 1400 
Rapid City, SD 57709 


Senior 
Programmer 
Analysts 


At American Express, we depend not only on 
the most sophisticated systems, but on the 
most talented technical professionals. We 
have positions available in Phoenix, Arizona 
for creative, self-motivated, systems profes- 
sionals for our Business Systems Develop- 
ment Organization or information Engineer- 
ing Organization. 


A BSCS or equivalent and at least 4 years 
experience in design and development of 
business applications is required. IMS DB/ 
DC experience is necessary, as is TSO/SPF, 
JCL and OS/VS utilities. 


We offer an excellent compensation and 
benefits package. For confidential considera- 
tion, please send resume and salary history 
to: P. Taylor, AMERICAN EXPRESS, P.O. 
Box 53781, Phoenix, AZ 85072-3781. 


An Equal Opportunity Employer 


‘An Equal Opportunity Employer ee) vs Ge ES 





COMPUTER CAREERS 


MANAGEMENT 
& PROGRAMMERS 


BRIDGESTONE SOFTWARE (U.S.A.), 
INC., with locations in LOS ANGELES, 
SAN FRANCISCO and NASHVILLE, is 
seeking well qualified managers and 
programmers for each of its IBM Main- 
frame Shops. Primary language is 
COBOL in an OS CICS/DL1 environment. 
Manager positions require 5 years expe- 
rience in similar capacity, and proven 
leadership and technical skills. 
Programmers with at least 2 years in IBM 
environment using 3090, 43xx Main- 
frames. We are also seeking individuals 
with System 36. AS Programming skills 
are also in demand. Our users work in 
distribution, sales, finance and market- 
ing systems. 


We offer a competitive salary and excel- 
lent benefits package. Send your re- 
sume, which MUST include your salary 
history, along with your LOCATION 
PREFERENCE (Los Angeles, San Fran- 
cisco or Nashville) to: 


BRIDGESTONE SOFTWARE 
19701 Hamilton Avenue 
Torrance, CA 90502 


Equal Opportunity Employer M/F /H/V 


SOFTWARE/HARDWARE ENGINEERS, 
DESIGNERS, ANALYSTS, PROGRAMMERS 





_ lf You Have The Right Stuff... 





454 South Andersson Rd 
Rock Hill, SC 29730 


1-800-634-8086 
1-803-329-1331 


Software 


& 
Development, 
Inc. 


The UNIX® Specialists 


Unix/C 
om ions - Telephony - Database 
internals - Hardware - UNIX Tools 


Florida - Texas - Illinois - 

-North Carolina - Ohio - 

Call us or FAX your Resume for our 
immediate response 


2 years sure axpenencs 


OOO 


N 
OST Tne Tans 


Rig SCOTT& WHITE 
DATABASE ADMINISTRATOR 


care facility located in central Texas has an immediate 
requirement for a motivated technical @ minimum 4 
years Database Administrator experience in a MVS/XA, CICS envi- 


Positions also available for a CICS Cobol Programmer as well as a 
McCormick & Dodge Financial Programmer. 

Excellent benefits , Competitive salaries and ideal living con- 
ditions in a city of 50; with close access to major metropolitan ar- 
eas 


Qualified candidates, send resume to: 


(Sorry. No Exceptions): 3 years minimum pro- 
fessional experience, stable work history. good 
technical references, geographical flexibility 
U.S. citizenship or green card, and competence 


in at least one of the following 
Compilers © Controls © Paraile! Proc: 
Distributed 


Windowing *« 08 OR Administration 

SQA/IV&V OR CM © ASW/Sonar © Radar 
Supercomputing ¢ CASE ¢ Expert Systems 

© Circuit Simulation * Microprocessors OR 

* UNIX/C * VAX/VMS + IBM MVS * AS/400 

* System/38 * Tandem * Ada * RPG Iii « DB2 

* SQL « IDMS-ADS/O * IMS * CICS « ORACLE 

* INFORMIX * SYBASE * PACBASE « FOCUS 


* MAPICS 


© Communications * Networking ¢ Operating Systems 
essing 
Object Oriented Programming 


* INGRES * ADABAS + SNA « VTAM * M&D « MSA 





.-. We Have the Right Opportunities 
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sales pressure 


TO APPLY: Mail or FAX resume or call Howard Levin. 


RSVP SERVICES 


Dept C. Suite 614. One Cherry Hill Mali, Cherry Hill. NJ 08002 


800-222-0153 or FAX: 609-667-2606 {refer to Dept. C) 


CAREER INDEX 


Thousands of placements of computer professionals 
since 1966: over 1000 client companies and 200 
affiliates nationwide: resume preparation and select 
ive distribution. no cost or obligation to you: no 


LOOKING FOR 
ONLY THE BEST COMPUTER 
PROGRAMMERS AND ANALYSTS 


e RSFIELD TLANT 
e SOUTHERN CALIFORNIA sf . 


@ TEXAS 
CONTRACT 
OB2 


LEAD P/A 
CRED LIFE & PROP CASUALTY 
M204 TANDEM P/A 
ASA 400/SYS 38 


& IG Systems inc. 
3345 Wilshire Bi., Suite 501 


Los Angeles, CA 90010 
213/386-0400 FAX 213/386-0480 


COS OE Ae BR 


February 1989 computer recruitment advertising activity* 


48.86% 42.09% 


National 
region 
a a eee ae 





Western 


| Vendor 


*Analysis of computer recruitment advertising space in Computerworld and selected major U.S. newspapers 


PERCENT OF SPACE PLACED BY VENDOR VS. USER COMPANIES 
[I 


67.04% 47.71% 


Midwestern 


region 


J User 


region 


SOURCE: CW PUBLISHING, INC.'S RECRUITMENT MARKET RESEARCH DATABASE 


CW CHART: FRANK C. O'CONNELL 


COMPUTERWORLD 


CONSULTING OPPORTUNITIES 


PER DIEM OR FULL TIME/ 
BEST CLIENTS - BEST RATES 


* SUN Workstations 
* SUN Administrators 


* UNIX/C 


* Realtime Programmers 


*PLM 


* 8051/8196 ASSEMBLERS 
*NATURAL 2 * PL/I or COBOL P/A’s 


* INGRES 

* ORACLE 

* INFORMIX 
* VAX/VMS 

* Techwriters 
* NOMAD 

* FOCUS 


Tekmark Computer Services, Inc. 
37 E. 29th St., New York, NY 10016 


(212) 686-9360 (201) 886-2821 FAX (212) 683-4047 


OPPORTUNITIES IN 
PUBLIC UTILITIES 


The ISM recruiting services divi- 


gement anc 


SENIOR SYSTEMS ANALYST 

ning, ign, and ation of 
automated systems in IS envi- 
ronment. Familiarity with Develop- 


ACP/TPF SOFTWARE DESIGN 
ENGINEER required. Provide sup- 
and continued e: ion it 


MAINE - NH 


We have specialized in 

data processing profes- 

sional placement in 
& NH fora 

ofa . Ifyou 


qualify 
iene” the 
,000-$50, range 


CONSULTANTS 


Contract or Permanent 


Phoenix, So. Ca. K.C. 
IMS DB/DC 
DATACOM/DB/IDEAL 
SYSTEMS PROGRAMMERS 
VAX/"C”" 


OB2 
SUN WORKSTATIONS 
MARKIV 


M&D GL, AP 
SOFTWARE ENGINEERS 
Contact so Gonzalez 
(602) 997-5225 


2301 West Orie eis 108 
NY/NJ/Nashville/ 
International 
HONEYWELL DPS8/- 
DMIV/TP/AIDSH 


EURO SYSTEMS 
INTERNATIONAL 


30-35K 
29-34K 
30-34K 
nal’s, 32.36K 
ADABAS/NATURAL Prog/Anal’s 30-40K 
TANDEM ProgiAnal’s 30-36K 
System 36 Prog/Anal's (RPG Wil)... 29-36K 
MAPICS ProgiAnal’s (S/36 or S/38) 30-45K 
IMS DB/OC ProgiAnat’s. 
0B2-SOL Prog/Azal’s 


Bank Prog/Anal's or Sys Anais. 

insurance (PMS) Prog/Anal’s 

Lite/Comm. Lite/70..Prog/Anal’s. 

MVSIXA Sys Prog’s 

WS or DB2 Data Base Anal’s 45-55K 
Chartotte's largest executive search firm, in 
business since 1975, 300 affiliates. We piace 
Candidates im the Southeast and nationwide 
Our chent compames pay relocation and in. 
terviewing expenses, and our fees 


Corporate 
€ Personnel 
Consultants 
‘3705-320 Latrobe Dr., Charlotte, NC 28211 


TARGET 
OPPORTUNITIES 


Let us put our top notch staffing 
Specialists to work for you. Hundreds 
of current needs include 


UNIX Internals to $65K 
1DMS, IMS or ADABAS to $50K 
MVS oF VM internals to $65K 
IMS OBA's to $70K 
UNDYC to $S0K 
CoBOoL/cics to $45K 
VTAM/NCP to $65K 
TANDEM (TAL, COBOL) 


TARGET SEARCH, INC 


Od 


Mid-Atlantic Aree 
Nationwide Affiiates 


SOFTWARE 
OPPORTUNITIES 


1-800-423-5383 
py TRS Ee Ta. 


em ear em ala | 
computer specialists assist you 
in your search. We have over 
OR UT emer. e-eel are tal 
country ready to work for you 


LIFE INSURANCE 
Olea Reta 
p66 TEI} 

IDMS, IMS or ADABAS 
P/A (COBOL or ALC) 
el ae } 
Eee LUD at ee Bell aa] 
rae ed To $50K 
0B2,/SQL afoR 111) 4 
COBOL CICS Ce IL 
ST eee ae) To $60K 
OVERSEAS $ Open 


ROBERT SHIELDS & 
ASSOCIATES 


P.O. Box 890723, Dept. C 
Houston, Texas 77289-0723 


LCR Tes 


The most prestigious in- 
vestment banking firm, 
with data centers in NY 
and NJ, seeks program- 
mer ts with 1-5 
years of COBOL experi- 
ence ” tyne environ- 
ment. experience is 
a plus. Opportunities to 
learn DB2 and use CASE 
tools in the de 

of Front and Back Office 
Trading Systems. $30- 
55K plus bonus and com- 
prehensive benefits pack- 
-. Please respond 


P to our representa- 
tive. 


SOFTWARE 


We have over 50 exclusive open- 
ings in NY State for Software En- 

d at all levels rr. from 

SK to 100K. Requires a S or 
BSEE (advanced degree pre- 
ferred) and 2 - 10 + experi- 
ence in Software/Systems — 
C/UNIX, VAX/VMS, VAX/ULTRIX, 
SQL, X Window Systems or SUN 
for programs in networked data- 
based computer systems. Excel- 


Joseph Vincelli 
Executive Exchange 
366 Spruce Blvd. 
Rochester, New York 14623 
716-272-1817 


The radio Bible-teaching 
ministry of Chuck Swindoll 
needs a programmer/ 
analyst to develop appli- 
cation systems on our 
IBM 4341 with DOS/VSE 
operating system and 
DATACOM/DB relational 
data base. Proficiency in 
COBOL and on-line CICS 
experience required. Send 
resumé and salary re- 
quirements to: 


CONTRACTS ° 


CONSULTANTS 
WANTED 


?. Murphy & Associates, inc. 


4406 RIVERSIDE ORIVE, SUITE 100 
BURBANK, CA 91505 
(818) 841-2002 (714) 562-0606 
FAX: (618) 841-2122 


APRIL 17, 1989 





T IT BE EASIER To 
T YOUR OWN COPY 


YES, | want to receive my own copy of COMPUTERWORLD each week. | accept your offer of 
$39* per year — a savings of 62% off the single copy price. In addition, I'll receive special bonus 
sections of COMPUTERWORLD Focus on Integration. 


First Name Last Name 
Title Company 


“Address 
—{ See ss i x 
Address Shown: (Home Business Basic Rate: $48 per year 


*U.S. Only. Canada $110, Central/South America $130, Europe $195, all other countries $295. Foreign orders must be prepaid in U.S. 
dollars. 


Please complete the information to the right to qualify for this special rate. 


YES, | want to receive my own copy of COMPUTERWORLD each week. | accept your offer of 
$39* per year — a savings of 62% off the single copy price. In addition, |'ll receive special bonus 
sections of COMPUTERWORLD Focus on Integration. 


“First Name Last Name 
Title Company 


Address 


City State Zip 
Address Shown: (Home OC Business Basic Rate: $48 per year 


*U.S. Only. Canada $110, Central/South America $130, Europe $195, all other countries $295. Foreign orders must be prepaid in U.S. 
dollars 


Please complete the information to the right to qualify for this special rate. 


3 « BUSINESS/INDUSTRY (Circle one! 


10. Manufacturer (other than computer 

20. Finance/insurance/Real Estate 

30. Medicine/Law/Education 

40. Wholesale/Retail/Trade 

50. Business Service (except DP) 

60. Government 'e/Federal/Local 

65. Communications Systems/Public Utilities, 
Transportation 

70. Mining/Construction Petroleum Refining/Agnc 

80. Manuta ¢ puters. Computer-Related 
Systems 


85 


90 
75 
95 
Please specify) 


» TITLE/FUNCTION (Circle one) 

1S/MIS/DP MANAGEMENT 

19. Vice President. Asst VP 

21. Dw. Mgr. Supry P Services 
22. Dir Mgr. Supry . of Operations, Planning 

Adm Services 

23. Ow Mgr. Supry Analyst. of Systems 
31. Dir, Mgr. Supry . of Programming 
32. Programmer. Methods Analyst 

35. Dw Mgr. Supry . OA/WP 

38. Data Comm Network/Systems Mgt 


OTHER COMPANY MANAGEMENT 

11. President. Owner/Partner. General Mgr 
12. Vice President/Asst VP 

13. Treasurer. Controller. Financial Officer 
41. Engineering tific R&D Tech Mgt 
51. Sales/Mktg Mgt 


OTHER PROFESSIONALS 
60. Consulting Mgt 
70. Medical. Legal. Ac ng Mgt 
80. Educators. Journalists Lidranans. Students 
90. Others 
Please specity 


COMPUTER INVOLVEMENT (Circle ail that apply) Types of 
equipment with which you are personally involved exther as 
endor_ or consultant 


Small Business Computers 
omputers/ Desktops 
ons Systems 


E4916-9 


BUSINESS/INDUSTRY (Circle one) 

10. Manutacturer (other than computer) 

20. Finance/insurance/Reai Estate 

30. Medicine/Law/Education 

40. Wholesaie/Retail/Trade 

50. Business Service (except OP) 

60. Government — State/Federal/Local 

65. Communications Systems/Pubkc Ubiites: 
Transportation 

70. Mining/Construction/Petroleum/Refining/Agnc 

80. Manufacturer of Computers. Computer-Related 
Systems or Penpherals 

85. Computer & DP Services. including Sottware/Service 
Bureau/Time Shanng/Consuiting 

90. Computer/Penpheral Deaier/Distnbutor/Retaier 

75. User Other 

95. Vendor Other 


Please specify) 


TITLE/FUNCTION (Circle one) 

1S/MIS/OP MANAGEMENT 

19. Vice President. Asst VP 

21. Dw. Mgr. Supry . IS/MIS/OP Services 

22. Dir Mgr. Supry . of Operations, Planning 
Adm Services 

23. Dw . Mgr . Supry . Analyst, of Syst 

31. Dir. Mgr. Supry . of Programming 

32. Programmer. Methods Analyst 

35. Ow Mgr. Supry . OAWP 

38. Data Comm Network/Systems Mgt 


OTHER COMPANY MANAGEMENT 

11. President. Owner/Partner. General Mgr 
12. Vice President/Asst VP 

13. Treasurer. Controller, Financial Officer 
41. Engineenng, Scientific. R&D. Tech Mgt 
51. Sales/Mktg Mgt 


OTHER PROFESSIONALS 
60. Consulting Mgt 
70. Medical Legal. Accounting Mgt 
80. Educators. Journalists. Libranans. Students 
90. Others 
Please specity) 


COMPUTER INVOLVEMENT (Circie all that apply) Types of 
equipment with which you are per ly involved erther as 
a user. vendor. or consultant 

Maintrames/ Supermins 

Mimicomputers/Smali Business Computers 

Microcomputers/ Desktops 

Communications Systems 

Office Automation Systems 

No Computer Involvement 


E4916-9 





BUSINESS REPLY MAIL 


FIRST CLASS PERMITNO.55 MARION, OH 43306 


POSTAGE WILL BE PAID BY ADDRESSEE 


P.O. Box 2044 
Marion, Ohio 43306-2144 


BUSINESS REPLY MAIL 
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COMPUTERWORLD 
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Marion, Ohio 43306-2144 
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Systems 
Engineers 


Build on a 20-year 
winning streak. 

In 20 years of successful growth we’ve 
built a reputation for the best system solutions 
in the DEC-compatible storage market. 

With 24 major new products last year 
alone, System Industries needs additional 
Systems Engineers to provide expert technical 
support to our expanding customer base. 

Work directly with prospective clients to 
configure complex hardware/software systems 
to enhance their data storage environment. 
Other activities include participation in train- 
ing and on-site demonstrations, new business 
identification, proposal development and proj- 
ect management. 

To continue our winning streak, we’re 
seeking professionals with a minimum of 5-7 
years’ related experience including at least 4 
years in a DEC environment working at the 
database manager and operating system levels. 
A BSCS, an emphasis in data storage and data 
processing, strong writing skills, and a sales 
support background are highly desirable; IBM 
exposure helpful. Travel is required. 

Opportunities exist in Los Angeles, 
Chicago and Washington, D.C. Please send 
your resume, indicating location of preference, 
to: System Industries, 560 Cottonwood Drive, 
MS-103MH, Milpitas, CA 95035-7403. System 
Industries is an equal opportunity employer. 


System Industries 


SIEMENS 


Systems 
Programmer 


2-4 years experience in maintenance program- 
ming with in-depth knowledge of VM/SP, 
VSE/SP, CICS, CMS and VSAM. ADABAS a def- 
inite plus. Provide technical training support to 
users and lower level programmers. 


Data Base 
Administrator 


Minimum 2 years working knowledge of 
ADABAS/NATURAL. Work on file structure, new 
file design, support existing programs. VM/SP, 
DOS/VSE environment. 


Located in northwest suburban Chicago area, 
we offer a competitive salary and comprehen- 
sive benefit package. For confidential consider- 
ation, forward resume including salary history to: 


Recruiter 

Siemens Gammasonics, Inc. 
2000 Nuclear Drive 

Des Plaines, IL 60018 


An Equal Opportunity Employer M/F/H/V 


aie Se 
DARDEN 


Director of Computing Services 


: ity of ja, is seeking candidates for a new- 
Scayteoal ania Virginia, is ing re cand 


Darden 
ly created faculty-evel administrative 
prefered. Constderable managerial experience n computing 
vices, knowledge of diverse technologies (0.9. Novel 
VS, and ey a , and a user. 
spective are required. letter of interest, C.V., and three letters 
erence to: 

Professor C. Ray Smith 


MIS DIRECTOR 
of MIS ee 


Administration 

Soaase tr hee we 

lion and staff of 40. BS/BA degree 

in computer science, business 

ministration or related field with 8 

years DP experience and 3 years 
responsible en 

pane experience in a large Gear. 
scale environment. Excellent 


Data Processing 
Professionals 


Consulting may be the 
right move for you. 


Your next career move can give you 
greater technical diversification, a better 
gtip on continuing career progress, more 
responsibility and significantly better com- 
pensation. 


We're Global Computer Corporation, a 
data processing consulting firm with cur- 
rent opportunities to enhance your ca- 
reer. We're recruiting data processing pros 
who are interested in consulting and who 
have solid programming capabilites in 
one of the following areas: 


* Cobol/CICS or IMS DB/DC 
TOTAL, DL/1 
DB2 or RELATIONAL DATABASE 
DOS/VSE, OS/MVS 
DEC/VAX 
Limited contract and entry-level 
positions available 


If you're ready to discuss the professional 
and financial advantages of a consulting 
career, send your resume in confidence to 
Bob Parsons, Global Computer Corpora- 
tion, Technical Support Services, 1500 
Chiquita Center, 250 East Fifth Street, 
Cincinnati, Ohio 45202. (No agencies 
please). 


GLOBAL COMPUTER 
CORPORATION 


(513) 762-7880 


TAKE A LOOK AT 


THE BUSINESS OF 
DP APPLICATIONS 
Tee rete eum atitl hes 


Ryder System, Inc., a multi-billion dol- 
lar transportation services —— is 
— high potential analyst for Cor- 
porate Finance/MIS. ideal candidates for 
this highly visible, Miami-based position 
will be “business people” with DP back- 
grounds. Our objective is to design sys- 
tems in partnership with the corporate 
finance, accounting and tax departments. 


Your primary responsibility is to assist 
in the design and migration of current 
financial reporting systems to relationa! 
DB and 4 gu. Duties will also include 
consulting with end-users on data util- 
ization and analysis, as well as general 
PC support. 


We require a BS/BA in an MIS-related 
field with at least 3 years of coding, 
design and analysis in a financial en- 
vironment using IBM mainframes in a VM 
or MVS environment. Familiarity with 
common PC spreadsheet packages is 
also expected. Master's level success 
will be a plus. 


Named one of the 100 Best Companies 
To Work For In America, Ryder offers an 
attractive salary, comprehensive benefits, 
relocation assistance and excellent ad- 
vancement potential. For immediate con- 
sideration, please forward your resume 
with salary history to: Ryder System, 
Inc., Corporate Human Resources, 3600 
N.W. 82nd Avenue, Miami, FL 33166. 
An Equal Opportunity Employer MIFIH. 


Up to $600 per Day! 
Or Top Annual Salaries 


Successful national full-service consulting company 
seeks Programmers, Designers, Analysts, System 
Administrators, DBA’s, etc. for permanent 
and contract assignments 
Industries include: Banking, Brokerage, Avionics, 
Communications, Manufacturing, Insurance, etc. 
Needed Immediately: 

@ DBZ. SQL GE ADABAS/NATURAL == VM SYSTEMS 

@ CICS. IDMS UNIX. (Appl. & Int'ls) @ STRATUS 
@ INFORMIX @ DATA CoM 
ac @rcs 

@ Pu @ SYBASE, ORACLE @ ATLAS 

@ NOMAD @ vax/vMs @ CHIP ENGR'S 


Other positions also available. Please call or send resumes to: 


Structured Logic Systems, Inc. 


1-800-537-1132 © 212/947-7510 = Fax 212/947-9338 
Must Have Minimum Two Years Experience. 
New York City: 2 Penn Plaza, Suite 1540, New York, NY 10121 


COMPUTER CAREERS 


We speak your 


LANGUAGE 


The ECKERD DRUG COMPANY, a chain of 1600 drug stores 
operating in 14 southeastern states, wants you on its corporate 
data processing staff. Our Management Information Systems 
group is expanding to accelerate several new systems develop- 
ar 2 aaa anes New opportunities 
exist for: 


SYSTEMS ANALYSTS 

Who want to design and develop on-line interactive and batch 
database applications in a host mainframe and distributed 
mini/micro computer environment. At Eckerd you can utilize a 
formal systems development methodology, exercise 
Ki 's computer aided systems engineering (CASE) 
tool, and prototype or build innovative information systems for a 
major retail pharmacy chain. 


PROGRAMMER/ANALYSTS 
Who want to develop technical specs, perform structured walk- 
pies and then code, test and install maintainable, modular 
and efficient programs. At Eckerd you can learn new on-line and 
database technical skills while enjoying a wide variety of project 
assignments. 
The successful candidates will have advanced technical skills us- 
ing one or more of the following: COBOL, Focus, Easytrieve, OS- 
JCL, VSAM, IMS DB-DC, DB2, SQL, QMF, TSO/ISPF (CLISTS 
& Dialog Manager), UNIX, PC-DOS and Framework II. Hands- 
on experience with IBM’s 30XX, System 88, PS2, PC-AT, and 
NCR's Tower 32 is preferred. 
At Eckerd you can earn a competitive salary and an attractive 
benefits package including medical, dental, 100% company-paid 
profit sharing plan and much, much more. Join the data process- 
ing professionals at our Tampa Bay area corporate headquarters 
and you'll also benefit from our continuing training programs and 
strong career paths. And after work, relax in the Florida lifestyle! 
Enjoy our sunny and warm climate, friendly people, low cost of liv- 
ing and pleasant vacation atmosphere. 
For consideration, please send your resume to: Eckerd Drug 
Company, Human Resources Manager, P.O. Box 4689, Clear- 
water, FL 34618. We are an equal opportunity employer m/f. 


WHERE SUCCESS IS A CHAIN REACTION 


See Consulting with 
us will upgrade 
your career. 


Opportunities in Phoenix and Denver 


Working for GE Consulting Services provides systems 
professionals with definite career advantages. Like the diverse 
challenges of providing unique client-specific software solu- 
tions to an ever-growing clientele. The stability and benefits of 
full-time, salaried employment. The invaluable technical guid: 
ance provided by our experienced staff. And the access to 
technological resources from our 22 offices across the country. 

Arent’ you ready to upgrade you career by working with the 
best in the business? We're looking for DP professionals with 
a minimum of 3 years of IBM Mainframe experience in one of 
the following areas: 


Start upgrading your career today. Contact: Linnie Frank, 
Westem Area Recruiting Manager, GE Consulting Services, 
3440 Wishire Bivd., Suite 1111, Los Angeles, CA 90010. 
(213) 384-6733. 

We are an equal opportunity employer. 


GE Consulting Services 


benef package. F paid rete Dunhill of 
sume and salary requirements to: Albuquerque, Inc. 
Ponenne Depeaes 


Board a reeenere 1717 Louisiana NE, Suite 218C Eastern Region: 111 Madison Ave.. Suite 100, Morristown. Nj 07960 

P.O. Box 330 87110 Southern Region: 2470 Windy Hill Rd. Suite 264. Atlanta, GA 30067 

Bartow, FL 33830 505-262-1871 Capital Region: 7799 Leesburg Pike, Suite 900, Falls Church, VA 22043 
(813) 534-6589 or 534-6030 


Northeast Region: P.O. Box 1187. Burlington, MA 01803 
EOE M/F/H Exclusively Employer Retained 


Western Region: 211 East Ocean Bivd.. Suite 200. Long Bach, CA 90802 
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MARKETPLACE 
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Pros and cons of PC fax boards 


Their benefits may not outweigh the usefulness of traditional fax machines 


BY DAVID GABEL 
SPECIAL TO CW 


There is no denying the populari- 
ty of facsimile machines; alniost 
everyone has one now. 

The machines are so popular 
that radio music shows are tak- 
ing requests by fax. Talk show 
hosts are using fax machines to 
get listeners’ graphical input. 

The latest fax machines can 
send a page in much less than a 
minute, so junk fax is likely to be- 
come as bothersome as junk 
mail. Firms are even publishing 
fax phone directories. The list 
goes on and on. 

Now there is a new kid on the 
block: the personal computer fax 
board. Some of these boards of- 
fer many of the benefits of tradi- 
tional fax machines at a lower 
price, with the added attraction 
of allowing the user to send and 
receive information from his PC. 

However, fax boards can pre- 
sent serious drawbacks. Boards 
can be slower than the typical fax 
machine and tie up the comput- 
er. Furthermore, while the 
boards can send computer files, 
they must be used with a scanner 
to transmit hard copy. Unfortu- 
nately, not all of the boards offer 


such an option. 

According to CAP Interna- 
tional, Inc., a market research 
firm in Norwell, Mass., 40,000 
boards were sold in 1988. The 
figure is expected to jump to 
92,000 by the end of 1989 and 
178,000 in 1990. 

One major benefit of the fax 
board is the price. Some prod- 
ucts only cost about $500 for the 
board and software, compared 
with the $2,000 price tag of a 
typical fax machine. Faster and 
more sophisticated boards may 
cost $1,200. 


Handy tools 
Perhaps more important is con- 
venience. Fax boards that plug 
into IBM Personal Computers 
and compatibles can transmit a 
text file directly from the com- 
puter’s memory. With a tradi- 
tional fax machine, the user must 
print the file and send that docu- 
ment via the fax machine. With a 
fax board, the printing step is 
eliminated — a feature of partic- 
ular value when slow-printing 
graphical files are involved. 
Some fax boards can capture 
documents on their way to a 
printer and fax them at the same 


time. This allows the user to get 


Northeast Terminal & Computer Services 


eswascaygee & 


| 


Southeast Terminal Corpo 


Box 8529, Hobe Sound FL 33475, 800-633-5887, (407)546-1112, FAX (407)546-1137 
Depot Repairs, Upgrades, Modules, Leases, On-Site Maintenance, 24 Hour Turnaround 


IBM Unit Record 
Equipment 


| Data Modules/Disk Packs 
Magnetic Tape/Diskettes } 


et & 


029-082-083-084-085-088 
129-514-519-548-557-188 


gxaeeags | 


ration 


3178 
3179 
3180 
3191 4224 
3192 4234 
Large inventory. 
Most models and 
features in stock. All 
machines refurbished. 


URS Information Systems, inc. 
One Pope Street 

Wakefield, Ma. 01880 
617-438-4300 

GA Member 


3262 
3268 
3287 


a hard copy of the fax without an 
added step. 

To varying degrees, fax 
boards offer additional capabili- 
ties such as scheduling transmis- 
sions; distributing to multiple lo- 
cations; repeating calls that are 
not completed; maintaining logs 


What do you really need? 


Questions to consider when purchasing 


a PC fax board 


[+ Does it operate in the background? _| 
/+ Does it run at 9.6K bit/sec. or faster? _| 
[+ Does it include ascanner port? 
¢ Does the software have optical 
character recognition capabilities? 


Does it include a modem? 


CW CHART: FRANK C. O'CONNELL 


of sent and received faxes; and 
storing fax numbers in memory. 

However, while PC users can 
save some money by equipping 
themselves with a fax board, 
they must be aware that the 
boards have limitations. 

The less expensive boards 
run at only 4.8K bit/sec., half the 
top speed of most current fax 
machines. Although the boards 
can communicate with these ma- 


ETT FUR T a CT 


Reconditioned 


EHSG080" 


Equipment 


CS! sells all equipment with a 30 
day unconditional guarantee on parts 
and labor and is eligible for DEC 
maintenance. 


ing systems, disk drives, tape 


ers, terminals, 


drives, memory, op- 
. upgrades and many 


tions, 
more. 


FAX (617) 344-4199 


FOR SALE 
IBM SYSTEM 36 DK2 
3 MB Main Memory 
716 MB Disk Magazine Drive 
8809 Tape Drive 
PRICED TO SELL 
Available 7/1/89 
Jim (603) 823-5545 


COMPUTERWORLD 


chines, they do so at a much 
slower rate. 

Some fax boards can receive 
transmissions from other ma- 
chines in “background” mode, 
meaning they will send and re- 
ceive files without interrupting 
simultaneous functions on the 
computer at that time. The oth- 
er boards demand that the PC is 
dedicated to the fax operations 
while sending or receiving. 

Some fax boards have a built- 
in scanner port. The port allows 
the user to attach a 
scanner that can cap- 
ture a document or im- 
age that the fax board 
can transmit. Without 
the port and scanner, 
the fax board is limited 
to transmitting files al- 
ready in the computer. 

Only a few fax 
boards are equipped 
with optical character 
recognition software 
that is capable of con- 
verting a received file 
into an ASCII text file. Without 
this capability, received files re- 
main in image form, and the user 
can only edit them using a paint 
program. This is an arduous 
task. If the fax system can con- 
vert to ASCII, users can edit re- 
ceived files with a word proces- 
sor. 

Also, for users who need a 
hard copy of the graphical fax 
document, it is possible to print 


eeccccccccccsece eeecccces 


out the fax file. However, it can 
take from five to 10 minutes to 
print out a single page that has 
not been converted to ASCII. 


Be traditional? 

For regular handling of longer 
documents, a traditional fax ma- 
chine is likely to be a better alter- 
native. 

Finally, there is the problem 
of communications ports. Re- 
leases of DOS earlier than 3.0 
can only support two ports. 

Many users attach a modem 
to one port and a mouse to the 
other, allowing no room for the 
fax board. For this reason, many 
boards have a built-in Hayes- 
compatible modem, allowing the 
user to use the two communica- 
tions ports for other devices. 


Gabel is a free-lance writer based in 
Northport, N.Y. 
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The BoCoEx index on used computers 
Closing prices report for the week ending April 7, 1989 


Closing 
price 


IBM PC Model 076 
XT Model 086 
XT Model 089 
AT Model 099 
AT Model 239 
AT Model 339 
~~ PS/2 Model 30 
PS/2 Model 50 
Compaq Portable I 


Deskpro 286 

Deskpro 386 
Apple Macintosh 512 

512E 

Plus 


Zenith 183 


$700 
$1,000 
$1,275 
$1,775 
$1,775 
$2,100 
$1,425 
$2,100 
$650 
$1,900 
$2,750 
$1,700 
$1,050 

$2,100 - 
$3,700 
$625 
$800 
$1,025 
ll $4,125 

_ Toshiba T3200 $2,975 

$1,400 


high 

$750 
$1,150 
$1,575 
$2,000 
$2,100 
$2,375 
$1,550 
$2,400 

$750 
$2,100 
$2,950 
$1,975 
$1,250 
$2,350 
$3,975 

$775 

$975 
$1,225 
$4,450 
$3,000 
$1,500 


$900 
$1,000 
$1,525 
$1,775 
$1,800 
$1,000 
$1,900 

$550 
$1,750 
$2,500 
$1,675 

$900 
$1,800 
$3,675 

$550 

$600 
$1,000 
$3,425 
$2,500 
$1,000 


INFORMATION PROVIDED BY THE BOSTON COMPUTER EXCHANGE CORP. 
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CLASSIFIED 
Used /Lease /Rent 


Before You Reach the End of Your Line ...Call ICS 


e Upgrades 
e Processors AS400, 36, 
38, 43XX 
© Peripheral Equipment 
in California 
(714) 838-3717 
Call: 


3380 DASD 
3480 TAPES 


System 36/38 


immediate Deliver 


F ey 
Si] 


Warranted to Qualify 
for Manufacturer's 
Maintenance 


cxomax bill 


4620 Sunbelt Drive 
Dallas, Texas 75248-1833 
214/931-3083 
FAX 214/931-8562 


BURROUGHS 


UNISYS 
B20 - B7000 


A Series - V Series 
All Peripherals 
Low Lease Rates 
Depot Maintenance 


LDI/ 
COMPUTER PROVISIONS 
CORPORATION 


(216) 687-0307 


FOR SALE 
IBM 
SYSTEM 38 


Model 600 16 M-EMC 


It’s the 
Classified 
MARKETPLACE 


Reach Information 
Systems Professionals 
Where They Shop For: 

0 Used/Lease/Rent 


CALL NOW 


(800) 343-6474 
In MA., 
(508) 879-0700 


APRIL 17, 1989 


WANT TO BUY 
3720'S + 3725'S 
FOR SALE 


3720's * 3725's + 3745's 


DDC Communication Controller Specialists 
Distinctive Dataprocessing Consultants, Inc. 


Call us for a quote on your 
features, upgrades, and line sets! 


(214) 869-2214 
FAX 214-869-1589 


IF YOU'RE BUYING, WE'RE SELLING 


IF YOU'RE SELLING, WE'RE BUYING 


(BM SYSTEMS 
Buy @ Sell @ Lease PERIPHERALS 


(800) 331-8283 


TOLL FREE 


TOTAL 
SUPPORT 


SELL-LEASE 


Drtions 


(213) 394-1561 


CALIFORNIA 
Ocean C ers, Inc. 


800-426-5377 
612-941-1099 
10340 Viking Drive 
Eden Prairie. MN 55344 


FOR SALE 


Honeywell 
DPS 7000 


8mb, 4 500mb disks, 
1600/6250 tape drive, 
900 LPM w/power stacker, 
, data net 8/05. 
For more information call: 
(314) 361-3600 


Ask for C. Bagley 


We buy N 

NEW-USED-AS-IS 
ered aay oleh ie 

and peripherals 10 

Industrial 

Electrosurplus . 

Tel. (508) 768-3480 

FAX (508) 768-3479 


Cs mre 
. 919 Santa Monica Bivd., Ste. 200 
= Santa Monica, CA 90401 


Goa] 


Ly 
(800) 258-2233 Gye Araneae 
| 
| 


We buy, sell, lease & rent 
quality new and used equipment. 
And we stand behind it for a year. 


622 MB Stor 
tor 
Array New T 


$11,499.00 


SA482-AA 


Wanted 
Sun 
Microsystems & 


IBM Computer 
Equipment. 
"Clgaaion’ 


1BM 3179 M100 
CRT Terminals 
$1,000.00 
IBM 3380 Drives 
All Models 


Phone: 603-886-0383 


Fax: 603-886-0914 


375A WEST HOLLIS ST. NASHUA, NH 03061 


@ sun ARSORe0 


NEW ADM™ TERMINALS 


ZODE 96 REV E ' 
OMNIMUX 82, 162, 322 FACTORY DIRECT FOR LESS! 
MAIL ENQUIRIES TO 
P.O. BOX 171 
FORT WORTH, TX 76101 


z=. inc. 


@ Data General © Fujitsu 
@ Data Products @ CDC 
@ Printronix @ Zetaco 


BUY SELL TRADE 


(617) 982-9664 
FAX: (617) 871-4456 


ZENTEC Corporation, manufacturer of the ADM 
terminals (previously manufactured by Lear Siegler), NOW 
offers these Models factory direct to you for less! 


ADM3E ADMI1 
ADM12 ADMI12plus ADM1178 


ADMIIplus 
ADM220 


CALL 800-332-5631 Outside CA or 408-727-7662 X596 
FOR PRICING & IMMEDIATE DELIVERY! 


FOR PROMPT SERVICE/SUPPORT CALL DOW JONES 
SERVICE COMPANY AT 800-532-7373 


COMPUTERWORLD 





CLASSIFIED 


— ‘en 


BUY OR SELL 
NEW OR USED 


IBM PC * XT * AT * PS/2 
COMPAQ * HP * AT&T * WANG 
MACINTOSH * APPLE 2 


1-800-262-6399 
Boston 


Computer 
Exchange 


Corporation 
MA 617-542-4414 
FAX 617-542-8849 


LIV eae ees 


Saleen ts Gare en 
TET ECE EL) 
vee Ly 
800-251-2670 
comX: 


COMPUTER MARKETING 


PO BOX 71 @ 610 BRYAN STREET @ OLD HICKORY, TENNESSEE 37138 


IBM Displaywriters 


ETT WR RT tay 


LEVEL 6 DPS 6 SERIES 16 


Peer mele me 
New & Used 


Pee ee ee Ly 
e Upgrades and Features 
e Depot Repair Capability 


e Honeywell Maintenance 
uaranteed 


e Immediate Delivery 
el adsl) 


e HDS 5.and HDS 7 
Compatible Terminals 


The Recognized Leader 
in Honeywell Minicomputer 
Sales and Support 


jas 


BOUDREAU COMPUTER SERVICES 
100 Bearfoot Road 
eeu MRE KY 
elt DEKE Ih) 

FAX 508-393-3781 


AVAILABLE IMMEDIATELY 
SGU Mat ea ae 


MICROVAX II 
11/780 


TAPES 
TU80-CA 
F880 1&2 


M2351 
TU77 


DISKS 
RPO7 RX02-RA 
DEQNA-M w/ck 
PRINTERS & TERMINALS 
LA120 LA100-BA 
Lapo2 LA50 
—-VT220B 
11/730 PC100 


VG ale 


MV 3500/3600 
MICROVAX Ii 


RT 
937X 
Series/1 
AS/400 
System 36, 38 
4300 


Buy, Sell, Lease, Rent 


612°942-9830 


All IBM Machines and Parts 


DATATREND.. 


10250 Valley View Road 
Suite 149 
Eden Prairie. Minnesota $5344 


AS/400 
$/38 $/36 


Upgrades - Features 
Displays - Printers 


GENICOM 
PRINTERS 
Twinax - Coax 
Faster than IBM - 
- 40% Less Cost 


QUICK DELIVERY 
BEST PRICE 
TOLL-FREE HOTLINE 


LeasPak International 
1-800-532-7725 


NORTHEAST MINICOMPUTER, INC. 
55 High Street, Unit 6 
Billerica, MA 01862 


Wants to Buy Your Surplus 
DEC Computer Equipment 
We Pay Cash for Your 
Unwanted Computer, 
Peripherals, Options, 
Memory, and Terminals. 


Call 1-800-343-8302 


1-508-667-0718 
Turn Your —— inventory 


coo TUM 


DATA GENERAL 
BUY-SELL-TRADE 


SYSTEMS, PERIPHERALS, OPTIONS, 
TERMINALS AND PARTS 


DATA INVESTORS 
CORP. 
6 WEST 48 STREET 
NEW YORK, NY 10014 
242-675-1000 
FAX 242-645-4539 


BUY, SELL 
LEASE 
IBM CPU’s 


3081’s, 3083’s, 
3084-QXX, 3090 
PILLAR SILENT BLOCK, 
PARALLEL CABINET 


GTEX Financial Group 
(214) 783-1212 


CDLA Est. 1978 


HP 3000 


ATP’s e S/70 
7937H e 7933H 
Available in Quantity 


Processors @ Peripherais 
Systems 


All In Stock - Immediate Delivery 


All warranted to qualify for 
manufacturer's maintenance 


BUY e SELL e TRADE 
RENT e LEASE 


ConAm Corporation 


It's Performance That Counts! 
800/643-4954 213/829-2277 


NAVAN LOi 


3090 UPGRADE 


3090-20E to 30E 
with PR/SM 
*Free Installation* 


1-800-336-0005 
Jeff Keohane 


CSA Financial 


Ow = 2 Oliver Street 
tae Boston, MA 02109 


VAX, MICROVAX & MV SERIES 
*Systems 
*Peripherals 
*Modules 


—Hard To Find tems Our Specialiy— 
Sao te Pa tat NEW $12,750 
Call George H. Trawinski 


Int'l Computer Exchange, Ltd. 
(617) 585-8688 
FAX: (617) 585-9177 


VAX 6000 SERIES 
VAX 8000 SERIES 
Systems & Peripherals 

© Fast Turnaround 


* Dependable Products 
* Upgrade/Add-On Flexibility 


6 Months @ 12 Months @ 36 Months 


BROOKVALE ASSOCIATES 
Xb Digital Dealers Association 


(516) 273-7777 (206) 392-9878 


COMPUTERWORLD 


delivers your message to companies 
that plan to buy your product or service. 


From PCs to minis, mainframes to supercomputers, Compu- 

terworld’s readers buy across all ri of today’s 

computers. So if you're selling, advertise in newspaper 

that delivers readers that plan to YOUR product or ser- 

vice. Advertise in Computerworid’s Classified Marketplace! 
For more information, call 


800/343-6474 
(in MA, 508/879-0700). 


5525 — OFFICE SYSTEMS 
5219 — 5253 — 5258 


6670 PRINTERS 
SYSTEM/34/36 
WANG — NBI — PC'S 


CDB FINANCIAL, INC 


3520 DILIOO ROAD 
jo) ee ne err 
Tele rte Pa 


TELEX 06-986391 TOR. FAX (416) 738-9013 214-324-3491 REN Sees 
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WE BOUGHT 


By the thousands. 

And westill do. Computer Marketplace has bought thousands of IBM 
AS/400, Series 1, S 3X, 43XX, 30XX, tapes, drives, printers and other 
peripherals and we are very interested in offering you top dollar for yours. 

We also deal in data communication equipment such as multiplexors, 


modems and protocol converters. 


Or if you have a need to buy, call us first and BUY DIRECT from the... 


—__ COMPUTER 800-858-1144 


In California, dial (714) 735-2102 


205 East Sth Street, Corona, CA 91719 


CG) wis A REGISTERED TRADEMARK OF INTERNATIONAL BUSINESS MACHINES, Inc. &DLf 


S/1 POS 


PARTS 
~AMCOM~ 


CORPORATION 
800-328-7723 
612-829-7445 
5555 WEST 78TH STREET 
MINNEAPOLIS, MN 55435 


FOR SALE 
UNISYS EQUIPMENT 


(3) 9190 Reader/Sorters 
2 et microfilmers 
spray endorse 
(1) 89499 Mec Tape Controller 
(1) 8874 DCP Communications 


Package deal or sell by piece. 


Unisys maintained and certified. 
Available immediately. 


Contact: John Killingsworth 
(417) 836-6090 


FOR SALE 
1IBM 
System 38 


Model 700 - 16 Meg 


Fully Loaded 
With 2 Printers 


Available NOW 


Operations Manager 
404-629-7721 Ext. 419 


DATA ENTRY 
KEY DISK 


REI 
Tartan Systems 


Terminals - Tape Drives 
CPU Units 


AVAILABLE NOW 


Spencer 
Gifts 


Call Rich Eidell 
(609) 645-5545 


FOR SALE 
IBM SYSTEM 38 


Model 700 (EJA) 

24 MB Main Memory 

8 Communication Lines 

Local Workstation Controller 
Ext. 1&5 

“eck Drive achmcet, with 

8S dag or nin for 933x 
Disk Drives ” 

Power Warning Feature 

For Information Call: 

(508) 620-0099 

Ask for S. Miller 


BUY @ SELL @ RENT @ LEASE 


MEMOREX - TELEX 


TERMINALS e PRINTERS 
CONTROLLERS 


MODELS: 078, 079, 178, 179, 
276, 277, 278, 287D2, 387 


CALL: PETE DOCKTER 


LEASING ASSOC. CORP. 
ever ee ah 
STAMFORD, CT 06902 


PK) Be dt) 


Computerworld’s 
Classified Marketplace 
gives you buyers with 


extensive purchase influence. 
That’s because Computerworld’s Classified Marketplace 
reaches MIS/DP who have extensive involvement 


So ccecaphae tiademntepeenah veep 
ence. Advertise in Computerworld’s Classified 
For more information, call 
800/343-6474 
(in MA, 508/879-0700) 


_CLASSIFIED 
Used ey cee 


BUY - 


SELL - LEASE 


* Processors 


JETIPSEL 


Fr eer MEE IO Gh 


(800) 888-2000 


ee 


GET YOUR BEST PRICE 
Then Call 
SPECTRA PRODUCTS, INC. 
For The Best DEAL 
We 
Buy - Sell - Lease - Rent 
IEM and DEC™SYSTEMS 
NEW and USED 
Other Services Available 
Installation and Maintenance 
Contract Programming 


Call 800-238-6405 
IN TN 901-754-6500 o 
SPECTRA PRODUCTS, INC. 
1669 KIRBY PKWY. MEMPHIS, TN 38119 
“SINCE 1974" 
Formerly Computer Brokers, inc. 


* Peripherals 


18377 Beach Blivd., Suite 323 
Huntington Beach, CA 92648 (714) 847-8486 


WANTED 


OBSOLETE 
AND EXCESS 
COMPUTER 
EQUIPMENT 


Top Cash Paid 


Se ta 
or excess 

and peripherals me Gales tar 
all shipments as well as top prices. 


Call today for a quote 
on your system. 


COMPU-SCRAP, inc. 
Randoiph, MA 02368 
(617) 341-2695 
Call Collect! 


SALE OR 
LEASE 
DATA GENERAL 
¢ MV20000 
- 5.5MIPS 
- ZERO TO 64 MB 
* MV15000 UPGRADES 
¢ MOD 10 TO 20 
¢ MOD 8 TO 20 
¢ MOD 8 TO 10 
213-215-0641 
CATALINA 
F5) COMPUTERS, INC. 
1001 W. Arbor Vitae St. 
Inglewood, CA 90301 
FAX 213 649-1065 


eee ete tec 
Ceetketeteeede nent nen ne neRedes 


BUY & SELL 
DATA GENERAL 


Desktop to MV’s 
Systems - Upgrades - Options 
WANTED - USED MV’s 

AMES SCIENCES, INC. 
(301) 476-3200 
DEC-IBM FAX: (301) 476-3396 


BUY / SELL 


VAXs 
MICROVAX Ii, Ill SYSTEMS 
IBM S/36, S/38, 43XX, 30XX, 
AS400 © PERIPHERALS 
IBM XT, AT, PS/2 
ALL MICROS 

IBM AT 339s (New & Refurb) 
IBM 3174 51Rs (New & Refurb) 
ALL KEY, PBX & Telecom EQPT. 
LINK PROCESSOR 

603 E. Town St. 
Columbus, OH 43215 
Phone: 614-464-1638 


BUILDING A 
DATA CENTER? 
NEED 415HZ POWER? 
pcan 
(480V/60HZ input, 208V/415HZ output) 
Also 
Westinghouse 600AMP/415HZ 
distribution panel & battery backup 
Citibank (Nevada), 
National Association 
(702) 797-4611 


We Buy & Sell 


DEC 


Systems 
Components 


call:713 
445-0082 


600 Kennck Ste C22 
Houston, Tx 77060 


Bhigital 





CLASSIFIED 


Used /Lease /Rent 


SELLING A DATA CENTER? 


Or Computer Equipment? 
Call Bencom it’s our Specialty 


Highest Prices Paid - Fast & Professional 
* Systems PC’s to Mainframes - All Brands 
* CRT’s and Printers - All Brands 
* Communications Equipment - All Brands 
* Cabling, Flooring and Cooling Systems 
* One or Multipie Locations 


* Liquidations 


February Special - Computer raised flooring starting at 


$6.00 per sq. foot. 


BENCOM 306 Ei Norte Parkway 


MARKETING 


for 
PLCC, ZIP, SOJ AND ALL IC’S. 
We aiso sell hard drives at the lowest price 
“Quantity discount available 
“Prices are subject to change without notice 


818-709-4172 


Buy IBM Sell 
36 38 4300 


DISPLAYWRITERS 
DEC 
WANG 
XEROX 
Printers @ Terminals @ Disk’s 
LRK RESOURCES 
UNLTD INC. 


Gay” May 4,196 at 3:30 pum. tr 

lo . at 3:30 p.m. for the i 

tion of a multi-user and read. 
to check 


checker 
ercenee 
in ForeWord documents 
STATE TAX COMMISSION 
No. 1549, due Thurs- 


5 . 1989 at 3:30 p.sn. for the acqui- 
Of 36 80286-based 


the MIS- 


No. 1550, 
at 3:30 p.m. for the acqui- 
microcomputer 


Detailed specifications ’ 
to 
reject any Pproposais 


Patsy Stanley @ (601) 359-2604 


Escondido, CA 92026 


(619) 480-7400 


EXPERIENCED 
SYSTEMS AND 
PERIPHERALS 


BUY-SELL-LEASE-BROKERAGE 


NEW PLUG-COMPATIBLE 
DISK, TAPE, MEMORY 


PLUS 
THE FASTEST 1/O 
AVAILABLE ANYWHERE 


1ST SOLUTIONS, INC 
11460 N CAVE CREEK ROAD 
PHOENIX, AZ 85020 
602-997-0997 
ASK FOR DON SHIFRIS 


DEC VAX & AT&T 
BUY-SELL-NEW-USED 
a 


Looking to purchase VAX 
and AT&T Systems, Hardware 


Computerworld’s 
Classified 
Marketplace 


os ben 
Marketplace, They'll tell you 
Computer- 


world. Because uwnte. 
Call 
800/343-6474 


(in MA, 508/879-0700) 


WITH 386 PRICES LIKE OURS 
WHY SETTLE FOR A 286 


20/16MHz 386SX 16-bit Mono System/40MB (28ms) HD . 
24/20MHz 386 32-bit Mono System/65MB (28ms) HD. 
30/24MHz 386 32-bit Mono System/65MB (28ms) HD. 
1024x768 VGA System 
Includes: 


32.5/25MHz 386 with 2MB RAM 
8OMB Hard Drive (28ms) 

Dual Serial/Paratiel Ports 
Mouse 


387-20 coprocessor 
1.2MB/1.44MB Floppies 
Tower Case 

101-Key KB 


Seiko 1430 Dual-Sync Monitor with .26 dot 
1024x768 16-bit STB VGA/EM adapter 


And 1-Year Warranty 
$5,499.95 
Call (508) 820-0335, Or Write: 
NCC 


46 ae Lane 
Framingham, 01701 


Computerworld’s 


Classified 
Marketplace 


showcases 

your ad by 
product 
category! 


Whether it’s used equip- 
ment, software, time, ser- 
vices or just about any oth- 
er category of computer 
product or service, Com- 
puterworld’s Classified 
Marketplace is organized 
to make your ad visible and 
to make buying your prod- 
uct easy. 


Just look! 


Computerworld’s 
Classified Marketplace 
Product Categories 


used/lease/rent 
hardware 
software 

communications 


graphics/desktop 
publishing 


time/services 

bids/proposals/real estate 
business opportunities 
So if you’re selling com- 
puter products or services, 
advertise in the newspaper 
that showcases YOUR 
product or service. Adver- 
tise in Computerworld’s 
Classified Marketplace! 
For more 
information, 
call 
800/343-6474 


(in MA, 508/879-0700). 


COMPUTERWORLD 


When you need programmer's develop- 
ment tools, Programmer's Connection is 
your best one-stop source. We are an 
independent dealer representing more 
than 300 manufacturers with over 800 
software products for IBM personal 
computers and compatibles including: 
COBOL compilers and utilities, relational 
databases, and much more. Call today 
to receive a FREE comprehensive 
Buyer's Guide, and find out why 
Programmer's Connection is your best 
connection for software tools 


Programmer’s Connection 
7249 Whipple Ave NW 
North Canton, Ohio 44720 


ve-ee-e 800-225-1166 
216-494-3781 
vee2 116-494-5260 
Telex ...--9102406879 


International... 
FAX 


COMPUTER DATA DISPLAYS 
PC Screen to Large Screen 
Look to BOXLIGHT—The LCD 


AMEX & C 


MIC, VISA 8 
a 
<7 BOXLIGHT 
CORPORATION 
(415) 892-4744 


Ne) 1Aa 


Stock 
Huge Inventory In 
For Same Day Shipment Call 
+ 4.800-22:TONER 


At Simi 
er Supplies a 
BS PLUS... 


BUY SELL 
LEASE 


DEC/VAX 


CALL 


LDI/ 
COMPUTER 
PROVISIONS 


Lou Vascek 
(216) 687-0307 


Create computer room layouts and 3D views with 
your IBM PC or compatible. New library of com- 
puter components makes it quick and easy From 
$295 Call for free brochure. Money Back 
Guarantee 


SME Rn ene 
Clarion, PA 16214 * (814) 226-5600 


Computerworld’s 
Classified Marketplace 


needs only 6 days 
notice to run your ad! 


Your 
Advertisement 


CLASSIFIED 
MARKETPLACE 


(800) 343-6474 
(in MA., (508) 879-0700) 


advertise in Com- 


when you 
puterworld Classified Market- 
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4 Multiple centers 
4 MVS, VM, DOS 
4 RACE, CICS, IMS 
4 SAS, DB2 


4 Volume and term 
discounts 

4 Worldwide access 

4 Full technical 
support 

4 Laser printing 

4 Disaster recovery 
services 


ACOMPUSCURCE 


(919) 469-3325 


Innovative Computer Techniques 
COMPUTER SERVICES 
IBM 3084 
© Batch Processing @ Public Network Access 

@ Timesharing @ Laser Printing 
Route 202, Raritan, N.J. 08869 
201-685-3400 
Contact: Joyce Bogaenko 


Data CONVERSION 


¢ Optical Scanning 
¢ Disk Conversions 
* Tape Conversions 


COMPUTER 
SERVICES 


MVS/XA —_ VM/SP 

ISPF/PDF CMS 
sin IMS SAS 

800-426-3776 or 502-426-9448 CICS FOCUS 


DB2/QMF INQUIRE 
TROPUS, inc. 
3704 Hillsboro Rd., Louisville, KY 


NEW AND USED 
RAISED 
FLOORING 
Immediate Delivery 
Quality installation 
Raised Computer Floors 
One Charlies Street 
Westwood, NJ 07675 


(201) 666-8200 
FAX (201) 666-3743 


IBM to VAX 
Applications 
Migration 


- Consulting 
- Planning 


- Implementation 
Call - @ 


Roy Horsey 
(617) 426-1844 


Impressive service at 
Impressive prices! 


TYMNET 
LASER PRINTING 


(415) 768-1617 


Bf C MT E€ | 
DGC MaC has 


We run your programs 
while you 
work on the future. 


LANDART SYSTEMS, INC. 
65 Broadway, NY, NY 10006 


212-363-3170 


INCOMPATIBLE COMPUTERS? 
Disk Interchange Service Company specializes in 
transferring files between incompatible com- 
puters. Our seven conversion systems support 
1000+ formats: 

© 9TRACK TAPE TO DISKETTE 
© DEDICATED WORD SSORS 
* 35”, 5.25” & 6” FORMATS 
Additional Services Include: 
© Database & Spreadsheet Conversions 
© Custom Programming/Data Reformatting 
© Data Entry 
Disk Interchange Service Co. (DISC) 
2 Park Drive * Westford, MA 01886 
(508) 692-0050 


Shopping in... 
Compelreeate 
CLASSIFIED 
MARKETPLACE 
Call for all the details 
(800) 343-6474 
(in MA, (508) 879-0700) 


CTU Seed) Pla ry 


Go Shopping in... How can you 


aie 


DATA CONVERSION SERVICES, 


© Date conversion on several and a whole lot more 
formats and mediums (Tape & 
Disks) O National distributor of an inter- 
O Data Entry: Large and small psoas eee 
volumes (Tepes, Cards & package for compatibles 
Diskettes) O cost effective and responive 
service to customer needs 
© over 20 years in the data 
and data conversion 
industry 


O Projessional Technical 
Staft which allows for 
specialized conversion 
services 


O more than 10 years 
in systems integration 


Call today for more information 
530 Warren St., Boston MA 02121 (617) 445-6100 


MANASSA SYSTEMS 


ee st ttt) | do 
COMPUTER DIRECTORIES 
MARKETING MADE EASY 


Information Resource Group's “Basesite” Computer Directories are a cost effective way of identifying 
computer installations and key M.1.S. contacts. Each directory lists major IBM and DEC instaliations, 
M.L.S. management contacts, address, selephone number, and accurate hardware and software config 
urations. Ali listings are updated annually. 

“Basesite" Computer Directories help target market your organization's products and services by fo- 
cusing in on the key decision makers. To receive a FREE sample page, or more about Information 

Resource Group's other marketing products CALL TODAY: 


(313) 254-8500 toll free 1-800-84%8338 
INFORMATION 


RESOURCE 


“Your Key to Data Processing” 
GROUP 


Full-Service MIS 


Remote Computing or ae 
With a Difference Sel Se alee 
STRESS 


Let us be your data center. And get high- —oEOEeeeeeeoo— 


quality computing service that can make a NATIONWIDE REMOTE 


—-' COMPUTING SERVICES 


Full IBM compatability 


MVS/XA JES2 IMS/DC 
VM/XA IDMS/R 
CICS/VS DB2 
ROSCOE QMF 
TSO/E PROFS 


e Fixed Price 
Computing 

e Remote Facilities 
Management 


¢ General Time- 
sharing Services 


© Image/Forms Design 
and Laser Printing 


© Integrated Financial 
Applications 


© Major Third Party 
Software Packages 


e Micro/Mainframe 
Applications 


e Nationwide Network 


¢ Operating System 
Conversions 


© Overflow Processing 


DATA CENTERS: 
Boston, MA 
Los Angeles, CA 
Washington, DC 


We also have the latest program- 
mer productivity aids: FILE-AID 
DBUG-AID, CICS PLAYBACK and 
CICS ABEND.-AID to name a few. 


We provide state-of-the-art sys- 
tems, software and security for 
major clients across the country 
And we deliver high-quality, cost- 
effective services that include 


© Laser and high-speed custom 
(advanced function) printing 
* Mail insertion 
For more information, call 
1-800-521-0444 
MCN Computer Services 


5225 Auto Club Drive 
Dearborn. Mi 48126 


COMPUTER 
TIMESHARING S 


@ We broker computer time. CALL 1 800 PLAN LCS 
@ We find your lowest prices 800 752-652 


Computer Services 


OAS Ber 


I foneywell to IBM 
Assembler to Cobol 
CICS Macro to Command 
DOS to MVS 
Any Cobol to any Cobol 


CONTRACT SOFTWARE —_ 
WORK AVAILABLE 


@ All mainframes. 
@ NEVER a charge to the 
Buyer. 


@ Our fees paid by the Seller. 
Call Don Seiden at 


Computer Reserves, Inc. 
(201) 688-6100 


Professional staff, 


Computerworld’s 


CLASSIFIED 


MARKETPLACE 


Cail for all 
the details 


(800) 343-6474 
(in MA, (508) 879-0700) 
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realize your 
mind's potential? 

Discover and use 

Dianetics® the totally 
practical science of the mind, 
by L. Ron Hubbard. Order 
your copy today. Call now: 
1 (800) 367-8788 


Dianetics® is a registered trademark. 


Boston Area 


Ada - Assembler - Basic - C, 
- Cobol - Pascal - PLI, etc. 


File and Database Systems, SQL, 
Communication - Kermit, 
Interactive Forms Display 


Contact: 

, Bruce Donaldson 
Lionel Software 
108 Fox Hill Street 
Westwood, MA 02090 


COMPUTERWORLD 


experienced in conversion. 


Specific methodologies for: 
* Conversion Project Management 
¢ Feasibility & Planning 
* Technical Conversion 


NEOSYNETICS, INC. 
3158 Des Plaines Avenue 
Des Plaines, Illinois 60018 
312/299-0900 


CLASSIFIED 


US ead 
Et 
Sa Se ly 
Le 
Pet 


COMDISCO 
COMPUTING 


SERVICES CORP. 
provides you with 
low-cost, state-of- 
the-art computing 
services. 


* IBM* CPUs and 

Peripherals 

Systems Software 

MVS/XA, TSO/E 

ISPF/PDF. CICS, VM/XA 

VM/SP. HPO, CMS 

Application Software 

Database Management 

Application Development 

4/GLs 

Statistical Analysis 

Graphics 

Multiple Communications 

Methods 

® Technical Support 
Pricing to fit your needs 


IBM 1s a registered trademark of 
ternational Business Mact 
rat 


For more information 
Call Jeff Daum 


201-896-2030 


COMDUCO 


MOTOR MOOR Te 
Naam Bel 

P.0. Box 26 

Carlstadt. NJ 07072 


ah 


IBM MVS-ESA 
Test and 
Development 
OreT al (aig 


« IBM 3090/300E - 
PR/SM 

* IBM 3090/120E - 
Standalone 

* Destructive Testing 

* Major Databases - 
DB2, IMS 

* Worldwide Network 

* Early Release Site 


Remote Computing 
Services 
24 Hours/ 
7 days a Week 


* Dual 3090s - 
MVS/XA, VM/XA 

* DEC-VAX, Wang/VS, 
HP3000 

* Extensive Software 
Available 

* Application Proc'ing 

* Cost Effective 


INFORMATION NETWORK 


CORPORATION 


For More Information And 


Pricing Call 
1-800-222-1590, Ext 372 





BY MARK DUNCAN 
SPECIAL TO CW 


Data processing managers 
charged with providing training 
want to be confident that ven- 
dors satisfy their requirements 
comfortably and cost-effective- 
ly. Evaluations of the vast num- 
ber of available vendors must be 
based on fundamental criteria 
applicable before, during and af- 
ter service is delivered. 

A poor-quality or unattractive 
brochure is probably destined 
for a speedy journey to the trash 
can. The first few meetings with 
the marketing representative 
are similarly important: Is he 
there simply to sell you a product 
or to truly understand your 
training requirements? Does he 
do more talking than listening? Is 
he professional, articulate and 
sincere? Do his offerings and his 
presentation address what you 
are looking for? A vendor must 
manifest clearly that he under- 
stands and respects a company’s 
uniqueness and can conduct 
business accordingly. 

The most practical way of de- 
termining training needs is with 


TRAINING 


Seeeeesccevscecescesceseeesees SO SOS E SO OE HOSES RESET ESEEESEEEEEEEEOS POCO SHOES EEE SESE SESE SEES ESSE EEE SSSESEES® eecce 


Evaluating training vendors 


Pursue details of the process before, during and after instruction 


a needs analysis, but often data 
processing managers do not pos- 
sess the time, resources or 
knowledge to conduct one. One 
measure of comprehensiveness 
of service is the vendor’s willing- 
ness to conduct initial and peri- 
odic needs analyses to help with 
curriculum planning and budget- 
ing. 


Preview materials 

If the training is in the form of 
media such as video, audio, com- 
puter-based training or texts, 
the quality of materials is easily 
determined by previewing them. 
The best training material 
should not only be useful during 
the period of training, but it 
should also continue to serve as a 
reference manual. 

If the training is on-site and 
instructor-led, two further crite- 
ria may be applied — the in- 
structor’s preparedness and cli- 
ent testimonials. 

A diligent and conscientious 
instructor will inquire and set up 
in advance such things as com- 
puter access for himself and 
canned examples for the work- 
shop sessions. 


If the instructor arrives on 
the first morning of class and is 
utterly amazed that there is only 
one terminal for every two stu- 
dents, or that internal security 
procedures require his computer 
access to be authorized 24 hours 
in advance, or that logistics force 
him to alternate his morning and 
afternoon sessions between two 
rooms, then he is certainly not 
worth his salt. 

In the case of instructor-led 
training, students are the best 
source of evaluations. Whether 
the evaluations are positive or 
negative, the majority of stu- 
dents generally hold the same 
opinions. 

For leased or purchased 
training, how satisfactory is the 
support? When you call with 
problems or questions, do you 
get immediate answers, or do 
you too frequently get the “T’ll 
call you back” response? 

While the delay is often legiti- 
mate, it is sometimes also indica- 
tive of an absence of qualified 
support resources, or ones that 
are spread too thinly for the cli- 
ent population. 

The other pleasant extreme, 


2-for-1 DB2 Training Offer. 


For a limited time, register one student in any DB2 course— 
including Logical Data Design and SQL for the Query User— 


and send a second student to the same course absolutely free 


of charge. 


Logical Data Design—Thoroughly covers the techniques of 
Data Modeling, Normalization, and Analysis. 3 days. 


May 31-June 2 


June 19-21 


Washington, DC 


SQL for the Query User—Reviews Relational concepts and 
covers Data Definition, Manipulation, and Control. 3 days. 


May 15-17 


May 15-17 
May 31-June 2 


Chicago 


San Francisco 


Register by May 31, 1989—and mention COMPUTERWORLD— 
to take advantage of this money-saving offer. To register, or for 
more information, call the Education Department toll-free at 
800-642-0177. In Canada, call 201-592-0009. 


04 On-Line Software 


INTERNATIONAL 


The Safe Buy. 


COMPUTERWORLD 


of course, is support staff whose 
solicitude regarding the relation- 
ship between you and their prod- 
uct prompts them to call periodi- 
cally to ensure that there are no 
problems. 

What is the vendor’s or in- 
structor’s willingness to work 
with whatever limitations your 
environment presents? The vari- 
ations among training vendors 
are probably matched by the 
range of training needs of DP or- 
ganizations. Some companies 
boast the luxury of mature train- 
ing functions with dedicated re- 
sources and healthy budgets. 
Others must fight for meager op- 
portunities and then make do 
with what little they win. 


Open communications 
Similarly, training is not a finite 
activity with a clear beginning 
and ending point. It is rare to find 
a student who knows how to ap- 
ply everything he has learned in 
a class. There is a greater likeli- 
hood that he will find more pene- 
trating questions as he begins 
applying his newly acquired 
knowledge. To that end, a con- 
scientious training vendor will 
leave a line of communication 
open. 

How many vendors share 
with a particular client the re- 
sults of his evaluation forms? If 
the evaluation is good, the ven- 


dor should jump at the chance of 
advertising such comments; if 
the evaluation is poor or had con- 
structive suggestions for im- 
provement, the vendor should at 
least acknowledge the criti- 
cisms. Furthermore, as incen- 
tive for repeat business, the ven- 
dor should guarantee the client 
that suggested improvements 
will be incorporated when possi- 
ble. 

Finally, the mirror image of a 
needs analysis is an “‘objectives 
met” analysis, when the vendor 
solicits input from the client on 
how well his training objectives 
were met. The vendor should be 
prepared to remedy any defi- 
ciencies, especially if they in- 
volve standards agreed on be- 
forehand. This arrangement will 
encourage the vendor to do the 
job right the first time. 

Naturally, there is some over- 
lap among the before, during and 
after periods, and one criterion 
may be applied more than once. 
The criteria described above are 
not meant as an exhaustive list. 
No criterion, however small, can 
be legitimately discarded. Cumu- 
latively, trivial service features 
may make the difference be- 
tween client satisfaction and dis- 
satisfaction. 


Duncan is a quality assurance consul- 
tant at a large Dallas bank. 


COMPUTERWORLD’S 
Training Pages 


When you're selling, you want your advertis- 
ing to hit the market quickly and frequently. 
You can’t afford to wait for an issue that’s com- 
ing out in several weeks - or months - into the 
future. With Computerworld, there’s no wait- 
ing for the next available issue because we’ve 
got one waiting for you every week. 


What’s more, your Training Pages ad can ap- 
pear in the Monday issue of Computerworld if 
we receive your materials as late as the 
Wednesday prior to each Monday Issue date! 


3 working days notice before each 


Monday issue to run your ad! 
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Computerworld’s 
Training Pages 
give you cost-effective reach! 


That’s because Computerworld’s Training Pages give 

you the most widespread reach available to manage- 

ment and staff in America’s MIS departments - the de- 

—- that directly control America’s MIS training 
ollars. 


And for good reason Computerworld is the best read 
publication in America’s MIS departments - the de- 
partments that directly control nearly 80% of the $192 
billion US market for all ranges of computer software, 
a data communications equipment, services 
and staff. 


What’s more Computerworid’s Training Pages lead 
buyers to your ad with a weekly Training editorial fea- 
ture that anchors the section and your ad. Whether 
it’s topics like ‘Unraveling SQL for MIS pros,” or ‘‘Fi- 
nessing the training contract,’’ Computerworid’s 
Training Pages deliver pertinent, advice-oriented edi- 
torial to Computerworld readers every week. 


Computerworld 
Training 
Editorial 
Schedule 


April 24th 
Preparing the RFP for Training Services 

May 1st 
Training the experienced with a new 
environment 

May 8th 
Assessing Traini 
changes in tech 
force 


needs based on 
y and the work 


May 15th 
UNIX Training - what is most 
appropriate 

May 22nd 
Varied Training Media demanded by 
technologies and economics of the 
90's 

May 29th 


A VAX-based system that promises 
almost completely automated CBT 
creation 
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Or ask the hundreds of companies te 
software and services to Computerworld readers. They'll tell they advertise in 


ices) 


Information Strategy 
For Forward Thinking 
Managers 


M.S. Degree Courses Via Convenient 
Round-The-Clock Online Classes 


+ Policy Issues * Management Issues 
* Technology Impact + Strategic Planning 


800-441-ISIM 
Ask for free catalog. 
international School of Information Management 


RF BROADBAND 


LAN SEMINAR a 


TRAINING 
FACILITIES? 


..- THEN TAKE 
ADVANTAGE OF 
ACT'S FACILITIES!! 


20 networked PCs % 40 
seats *® HP laser * Over- 
head projector % Project 
any screen to wall * All 
software * Reception 
toom * Top building = 
Qualified teachers avail- 
able * Utilized by major 
universities and corpora- 
tions 
ACT 
American Computer Training 
600 Third Avenue (39 & 40 Sts) 
New York, NY 10016 
212-808-9700 


Call today for more Info! 


ComNet Co. 
512-892-2085 
FAX 512-892-0959 


Computerworld’s 
Training Pages 
i the opportunity t ich 612,000 
vault atlendine en <auerieeternaat 
For more information, call: 
800/343-6474 
or (in MA, 508/879-0700) 


CLASSIFIED 


SUPERB VIDEO COURSES 
AT MAIL-ORDER PRICES 
A Treasury of Top-Notch Training for 
Microcomputer, Mainframe and MIS Shops 


Intro to PS/2. Ss MVS JES2 


Lotus 1-2-3 


Over 50 courses to increase 
Interactive Videodisc, U-Matic and BETA formats available. 
FOR A FREE CATALOG CONTACT: (212) 652-7171 
| EDUTRONICS 
| Learning Sysiems 
| 80 Wall Street 
v | New York, NY 10005 
New Spring Sale Prices on All Courses 


PC TRAINING 
AT YOUR FINGERTIPS 
Dialogue Software Training has a complete 
line of in-depth computer-based training 
courses designed for every level of 
business user. 


Users learn all these popular software 
packages at their own pace: 


Mention this ad for 1/3 off 
GBASE IV: The New Features 


DSI Micro 
(800)443-7432 


Training Pages work! 


Just ask Michael Clayvile, Director of Marketing for American Training Intemational (ATI), a Los 


Angeles, Califomia,marketer of computer-based training 
Ca’s computer training 


that 


. For Michael, selling to Ameri- 


is the name of the game. And to find them, he uses Computer- 
world’s weekly Training to generate quality sales leads. According to Michael, 


“Within two weeks after our first two ads appeared in Computerworld’s 
Training Pages, we drew in more than 100 leads. And by the quality of them, I 
can tell we're getting to the right audience with the right message.”” 


market their computer 


Computerworld for one simple reason. It works. 


To put Computerworld’s Training Pages 
to work for yow, call John Corrigan at 
800/343-6474 (in MA, 508/879-0700) 
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s $476 million offer. 
stock skyrocketed 4% points to a Thursday 
HP stock closed at 534 


Silicon’s stock dropped 1% points 
to close Thursday at 14%. Sun itself closed 


Semiconductors 
Leasing Companies 
down % points, at 17%. 


Silicon Graphics, 


said, “there was conventional war in the 
Now it’ 
, Inc. 
first affected. Broadsided by the HP/Apollo 
combination and also by Sun Microsystems, 
Inc.’s introduction of a spate of low-priced 


Surprise buy 


MaNNESOTA MG 


of Apollo startles stock market 
Warnings of disappointing earnings to 
come are getting to be a weekly tech sector 


“Everybody knew that somebody would buy 


Apollo, but nobody thought it would be HP,” 
; Before the Apollo/HP merger, the analyst 


Computer, Inc.’s stock went wild after the 
workstation pioneer accepted Hewlett- 


event. Last week’s came from Relational 


Technology, Inc. The software vendor’s 
stock dropped 31 points to a Thursday close 


at 10% after announcing an impending first- 


quarter revenue shortfall and a $1 million to 


$2 million net loss. 


said an industry analyst last week as Apollo 


Packard Co. 

close at 12%. 
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ants Lotus, Ashton-Tate Corp. 
and Microsoft Corp. have yet to 
introduce products for Sun’s 
workstations. 

_ Also, Sun lacks retail distribu- 


as its Unix offering. McNealy 
said there are no plans for Sun — 
which sells its systems directly 
and through OEMs and value- 
added resellers — to go retail 


Sparcs are flying 


integrator at ESL, Inc., a Sunny- 
vale, Calif., defense contractor, 
said that Sun’s MS-DOS emula- 
tor — a software coprocessor in- 
corporated in its earlier 386] line 
— has exhibited bugs. 

“We're aware of it, and we 
are in the process of correcting 
it,” a Sun spokeswoman said. 
Sun said it learned three weeks 
ago that a problem with the soft- 
ware coprocessor significantly 


However, it is unlikely to pene- 
trate general office environ- 
ments. 

“Bringing it in for general of- 
fice applications would be a hard 
sell to management,” Raleigh 
said. “In the administrative side 
there’s much more shrink-wrap 
software available for PCs.” 

Others not committed to Sun 
workstations are even less likely 
to use them as an alternative to 


Sun's Sparcstation 1 answers challengers with low cost and high power in a small chassis 


e@ Dhrystone benchmark 
@ Processor 

@ Clock speed 

@ Main memory 

@ Disk storage options 


12.5 MIPS 


Sparc 
12 MHz 


104M to 
1.1G bytes 


e Base price (diskless) $8,995 


SOURCE: SUN MICROSYSTEMS, INC. 


HP 


FROM PAGE 1 


tween HP’s and Apollo’s work- 
stations are their differing RISC 
architectures — Prism from 
Apollo and Precision from HP. 
At this point, it appears that 
HP will keep both architectures. 
“The distributed computing en- 
vironment lends itself to special- 
ization,” said Tony Pilarinos, 


HP’s marketing manager of the 
workstation group. He envi- 
sioned that the Prism architec- 
ture would drive high-end serv- 
ers attached to Precision 
architecture machines on the 
same network. 

Carl Flock, an analyst at San 
Jose, Calif.-based Dataquest, 
Inc., said that the Prism archi- 
tecture fit single-user high-end 
workstations better than Preci- 
sion. “Precision was designed 


Users have their own 
questions after buyout 


BY HELEN PIKE 
and J.A. SAVAGE 
CW STAFF 


The acquisition of Apollo Com- 
puter, Inc. happened so fast that 
users are awaiting details to be 
provided by the companies in the 
next week. 

“‘We have meetings set up for 
this week to get more informa- 
tion,” said Jerry Maryniak at 
McDonnell Douglas Aerospace 
Information Services manufac- 
turing and engineering in St. 
Louis. obtains most of 
his workstations from Digital 


“Eventually, it could simplify 
products. It could reduce sup- 
port cost and result in a better 
product,” he said. 

“Tt’s too early to tell what will 


124 


happen,”’ said Apollo user Ed- 
ward Rose, information systems 
manager at Epsco, Inc., an elec- 
tronics equipment maker in 
Westwood, Mass. “The long 
term is very good for us because 
of HP’s direction in computer-in- 
tegrated manufacturing and 
MAP protocols.” 

Apollo customer Morrow 
Long, assistant development di- 
rector at the Science 
Department of Yale University 
in New Haven, Conn., was con- 
cerned about what will happen 
with each company’s propri- 
etary version of Unix. “With HP 
as the acquirer and Apollo as the 
acquiree, everything could go 
the HP way,” he said. 

Ross Miller, senior systems 
analyst at the Center for Produc- 
tivity Enhancement at Lowell 
University in Massachusetts, 
voiced some trepidation. But, he 
said, “There are too many of us 
[Apollo users] to throw away.” 


8M to 16M bytes 


CW CHART: JOHN YORK 


for large multiuser systems,” 
Flock said. 

Because both companies have 
products based on Motorola, 
Inc.’s 68000 series processor, 
those products will more easily 
be brought into sync. 

Networking technology pro- 
vided by Apollo through its Net- 
work Computer System will be 
pushed as a de facto standard be- 
cause the product is already li- 
censed by IBM and Digital 
Equipment Corp. as well as an 
earlier license by HP. 

HP began opening its wallet 
last Monday, and by Wednesday 
reached for $476.4 million to 
buy the networking, graphics 
and RISC-based Unix technol- 
ogy of the workstation maker 
based in Chelmsford, Mass. 

HP is also getting an installed 
base of 93,000 Apollo systems 
located in such premier user 
companies as Boeing Co., Gener- 
al Motors Corp. and Siemens 
AG, as well as distributor chan- 
nels into 21 countries. 

But HP, with $9.83 billion in 
revenue and $816 million in in- 
come, is buying a company 
whose recent fiscal outlook has 
been less than rosy, fueled by ru- 
mors of an impending third-quar- 
ter payroll shortfall. It borrowed 
$150 million this year just to 
meet operating expenses. 

Last year, Apolio earned $2.2 
million on revenue of $653.5 mil- 
lion — a far cry from its heyday. 
In 1984, the company racked up 
profits of $23.9 million while 
sales climbed to $215.9 million, 
but the following year its Midas 
touch disappeared. 

Apollo took a bloodbath in 

| 1985, losing $1.5 million while 
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likely to buy the Sparcstation 1. 

“Tt isn’t a question of cost; it’s 
a question of operating system,” 
Gordon said. “We don’t have 
Unix in mind, or DOS under Unix 
or any of the rest of it. We use 
DOS today, and we’ll move to 
Os/2.” 

“Our users are DOS-orient- 
ed; they don’t even care about 
Unix,” said Ed Sund, PC support 
manager for Weyerhaeuser In- 
formation Systems. ‘Unless 
they’re engineers, our users 
wouldn’t look at a Sun worksta- 
tion. 

“T’d be interested in it if more 
business applications become 
available,” Sund said. “But it’s 
not even close yet.” 

Sun threw a flashy press con- 
ference to introduce what 
McNealy called the most impor- 
tant products in the company’s 
history. In the style of its rival 
Next, Sun filled a San Francisco 
auditorium, staging a razzle-daz- 
zle show of the Sparcstation’s ca- 
pabilities. 

The announcement of Hew- 
lett-Packard Co.’s acquisition of 
Apollo Computer, Inc., made 


revenue growth slowed to $295 
million. Runaway costs, late de- 
liveries and poor customer ser- 
vice were the primary causes. 
The HP alliance is expected 
to allay the fears of Apollo users 
while giving them an opportuni- 
ty to buy a broader range of 
products from a single vendor. 
“For the IS manager, it means 
Apollo is a more stable company 
to buy into,” said Bob Tasker, 


King of the hill 


Rollouts 


Sun last week introduced 


ily of workstations ranges 
from 12.5 to 16 MIPS and 
is priced between $8,895 
and $73,900. Sun has aug- 
mented the line with 
Sparcserver, a line of net- 
work servers ranging from 
$28,900 to $71,900 and 
offering from 8M and 32M 
bytes of main memory. 
Sun boosted its graph- 
ics capabilities and bol- 
stered its Motorola, Inc. 
68000 line with 68030- 
from $5,995 for a desktop 
unit to $66,900 for a net- 
work server. 
JULIE PITTA 


earlier in the day, threatened to 
upstage the show. A united HP 
and Apollo will oust Sun, for now, 
as the market share leader in the 
technical workstation arena. 


In a statement delivered 
through a spokesman, HP Presi- 
dent John A. Young said Apollo’s 
potential ‘‘is so exciting that we 
feel comfortable about diverging 
from our traditional approach to 
business development, which 
has not included major acquisi- 
tions.” 

The move into workstation 
manufacturing positions HP as a 
rival to DEC and Sun. The an- 


Combined with Apollo, HP will vault over Sun and DEC to the top of the 
workstation heap, based on 1988 market share data 


SOURCE: DATAQUEST, INC. 


Apollo’s MIS director from 1983 
to 1986. 

“It strengthens HP’s [prod- 
uct] position up and down the 
line,” added Tasker, now a stra- 
tegic market analyst at Interna- 
tional Data Corp. in Framing- 
ham, Mass. 

While HP has made minor ac- 
quisitions such as a 5% stake in 
3Com Corp. in February, it has 
refrained from sizable acquisi- 


CW CHART: JOHN YORK 


nouncement appeared timed to 
steal thunder from a major Sun 
rollout, according to analysts. 
Sun i 
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NEWS 


Prime seeks friendlier buyer 


BY NELL MARGOLIS 
CW STAFF 


Prime Computer, Inc. users ap- 
peared unflappable when MAI 
Basic Four, Inc. launched its hos- 
tile tender offer for the Natick, 
Mass.-based company four 
months ago. Many remained 
true to their vendor as Prime 
hung out a “For Sale” sign last 
week, but their faith appeared to 
be fading fast. 

“Boy, was I ever wrong about 
MAI,” said Dennis Love, data 
processing manager at Acme 
Thread & Supply, Inc. in Los An- 
geles. When the small Tustin, 
Calif.-based company first of- 
fered close to a billion dollars for 
the far-larger Prime, Love “‘took 
the whole thing as a joke. I never 


= 


made room for the more impera- 
tive task of mapping the spill, 
keeping track of lost wildlife and 
coordinating scientific search 
teams. 

Coincidentally, two weeks be- 
fore the spill, Erich Gundiach, 
president of E-Tech, Inc. in Nar- 
ragansett, R.I., invested in map- 
ping software for the express 
purpose of illustrating Alaskan 
shorelines. Gundlach, an expert 
in oil spills, grabbed his new 
Compaq Computer Corp. porta- 
ble and digitizing tablet and 
headed for Valdez. 

He joined Kendziorek at the 
courthouse and began compiling 
a database. “We took over the 
district attorney’s office and sup- 
ply closets. We used the law li- 
brary for sleeping,” Gundlach 
said. 

As the oil slick spread, the 
state sought out more comput- 
ers. For the mapping and data- 
base functions, there are now 
nine, including more Compaq 
laptops and three IBM Model 
60s, “because they were the 
only thing around,” Kendziorek 
said. 

Every day since the end of 
March, Gundlach has boarded a 
helicopter with laptop in hand 


meas Sian pied 


thought it would happen. Nev- 
er.’ 

Last week, on the eve of a 

possible court decision allowing 
ana relentless MAI to renew its 
currently enjoined tender offer, 
Prime directed its investment 
bankers to actively solicit alter- 
native buyers. 

With morale low and coffers 
drained by months of fighting the 
takeover attempt, Prime’s inde- 
pendence appeared short-lived. 
“T’m not laughing now,” Love 
said 


Nor, he said, is his company’s 
commitment to the embattled 
vendor unimpaired. Acme’s 
Prime EXL “has been a real 
good machine for us, and I like 
dealing with the company,” 
Love said. However, he added, 


and made a series of landings to 
find out where the oil has ar- 
rived. He charts the different 
shorelines on Munmap — geo- 
graphical object-oriented soft- 
ware from Generation 5 Tech- 
nology, Inc. in Denver — to 
build a database for later use. 
The software links Autodesk, 


with Prime on the block, there is 
no certainty that Acme’s next 
computer, for which it is now ac- 
tively shopping, will be a Prime. 

“Tt will all depend on who the 
new owner turns out to be, and 
what they do with the compa- 
ny,” Love explained. “If they’re 
going to let Prime keep concen- 
trating on R&D, fine. But if 
they’re going to choke that off so 
they can get a quicker return on 
their investment, forget it — 
we'll probably go with the IBM 
RT.” 


Speculation has run high 
among analysts that MAI Chair- 
man Bennett LeBow, a known 
“asset player,” plans to parcel 
up Prime and sell off the pieces. 
LeBow has consistently denied 
that he will do so. 


comes to them on a daily basis. 

Each day a new map of the 
spill goes out to government 
agencies and Exxon to help the 
crews battle the spill. 

The database will primarily 
be used by the hordes of scien- 
tists, expected any time now in 
Valdez, who will be evaluating 


Aerial view of oil disaster on shoreline of Alaska 


Inc. Autocad graphics with SQL 
relational technology. 

Back at the courthouse, 
Gundlach and Kendziorek, as 
well as other state employees 
and contractors, input and ar- 
range data on the leading edge of 
the spill; the amount of live and 
dead wildlife; information from 
testing; and whatever other data 


the spill. 

As of late last week, however, 
the database was being pushed 
for the first time to facilitate a 
plan overnight to clean oil off the 
beaches, Kendziorek said. 

While Ron Goodman, Exxon’s 
manager of surveillance for the 
spill, criticized the state’s data- 
base as unsophisticated, Exxon 
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At Westminster College in 
Salt Lake City, director of com- 
puter services C. F. Herriott’s 
feelings went beyond concern. 
“Tm not happy, I can tell you 
that,” Herriott said. He de- 
scribed himself as “aggravated 
at MAI Basic Four” for threaten- 
ing Prime’s continuity. 


Waiting for Sir Savior 

If the Prime he knows is disman- 
tled, Herriott went on, “our soft- 
ware vendor is planning to port 
to one of the Unix boxes, and I 
guess that’s where we’ll go.” He 
still holds out hope that a com- 
patible white knight for Prime 
will save the college from having 
to make that decision. “I would 
welcome a good solid company 
like Ford,” he said. Ford Motor 
Co., Prime’s largest customer, is 
the name most often mentioned 
when industry rumors turn to 
possible Prime buyers. 


still has no database of its own a 
month after the spill, nor is it us- 
ing the state’s database. 

Exxon is performing aerial re- 
connaissance but will not begin 
to put the information together 
until the company decides what 
systems meet its needs. Exxon 
has settled on one software 
package, Ashton-Tate Corp.’s 
Dbase IV, for shoreline mapping, 
according to Goodman. ‘“‘We’re 
aiming toward a number of sys- 


Bruce Wilkins, project leader 
at Denver-based Quinoco Petro- 
leum, Inc., was quick to pledge 
allegiance to Prime, present cir- 
cumstances notwithstanding. “I 
don’t see myself running away 
from Prime just because they’re 
for sale,” he said. 

However, Wilkins sounded 
less than happy the longer he 
considered the prospect of 
Prime under new ownership. 

“T don’t know what we’d do if 
someone bought them and just 
stopped making their products, 
or stopped supporting them,” he 
said. “I guess we'd just limp 
along as best we could, but it 
would be upsetting not to have 
the support.” 

For now, Wilkins remains op- 
timistic. “In the oil and gas in- 
dustry,” he said, “you learn to be 
a survivor. This industry is 
founded on rumors; if you be- 
lieved them all, you'd go nuts.” 


tems that meet individual 
needs,” he said. “‘We’re still in a 
state of flux.” 

Despite the mishmash of 
hardware and the stress of work- 
ing out a new application extem- 
poraneously, the state at least 
has a handle on what the spill 
looks like. While that may not be 
of much assistance to the dead 
otters and shorebirds, it may 
help long-range cleanup and fu- 
ture spill contingency plans. 


Air Products realigns its 
MIS reporting structure 


BY CLINTON WILDER 
CW STAFF 


NAPA, Calif. — Air Products 
and Chemicals, Inc. will redis- 
tribute many of its central IS re- 
sources to its three business 
units next month, its top infor- 
mation systems executive said 
here at the Society for Informa- 
tion Management (SIM) Institu- 
tional Member Conference last 
week. 

Peter Mather, vice-president 
of MIS at the $2.5 billion firm, 
said the reorganization is part of 
Allentown, Pa.-based Air Prod- 
ucts’ 10-year growth plan devel- 
oped in 1987. As of May 1, each 
business unit’s group IS director 
will report to the vice-president 
of that unit instead of Mather. 

Mather stressed the need for 
an [S/business partnership at the 
line management level, not just 
between the top IS executive 
and chief executive officer. He 
admitted that the reorganization 
will probably increase overall IS 
costs, but the eventual benefits 
of strategically aligning IS with 
each business are worth it. 

At Hunt Valley, Md.-based 
food company McCormick & 
Co., the results of a 13-year-old 
IS decentralization have been 
mixed, said Jack Thompson, 


vice-president of MIS. He 
claimed that changes in line man- 
agement can upset the delicate 
partnership with IS. 

“You get new people with no 
allegiance to you, your main- 
frame or your database,” 
Thompson said. ‘But I still think 
it’s the way to go. People get 
ideas [in the business units] that 
they never would have.” 

Several speakers agreed that 
it is management relationships, 
not technology, that drive the 
success or failure of strategic IS. 
“People are strategic,” said Dar- 
win John, vice-president of IS at 
Scott Paper Co. “Information 
technology is the enab 

IS executives must manage 
their corporations’ technology 
infrastructure but allow line 
managers to manage the use of 
the technology and see them- 
selves as owners of its benefits, 
SIM members were told. “If 
they don’t feel ownership, they 
won’t view IS as an investment 


the 
urgency of forging a s IS/ 
business partnership. “It’s not a 
question of competitive advan- 
tage,” Morton said. “Tt’s a com- 
petitive necessity.” 
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Apple in business 


few years ago, many 

would have said Apple 

Computer, Inc.’s chan- 

ces in the business 

market were about as 
good as a weekend jogger’s in 
the Boston Marathon. Some may 
still say that. But recent re- 
search by two firms suggests Ap- 
ple is a genuine corporate con- 
tender. 

Computer Intelligence (CI) in 
La Jolla, Calif., surveyed more 
than 10,000 Fortune-affiliated 
sites. Twenty percent of the or- 
ganizations own Apple personal 
computers, more than 90% of 
which are Macintoshes. Al- 
though catching up with IBM — 
at 89% — would require a quan- 
tum leap, Apple is not far behind 
No. 2 Compaq Computer Corp., 
which has PCs in place at 30% of 
the sites. 

The outlook is even brighter. 
Apple, at 6%. is just a step be- 
hind Compaq, at 7%, in market 
share of installed base. In similar 
CI surveys done one year ago, 
Apple logos graced only 4% of 
Fortune PCs. This upward trek 
should continue as Apple edges 
ahead of Compaq in PC pur- 
chases planned for the next 12 
months, according to CI. 

Although Apple’s _ strides 
through office doors have been 
measured ones, business — es- 
pecially big business — is the 
premier consumer of Macin- 
toshes. International Data Corp. 
in Framingham, Mass., reported 
that 70% of Macs shipped in 
1988 went to corporations, com- 
pared with only 48% in 1986. 

Apple’s recent progress in 
corporate environs is attribut- 
able in large part to the Macin- 
tosh II and Macintosh SE. These 
machines offer increased memo- 
ry, better performance and more 
expansion options than earlier 
Apple PCs and address the needs 
of corporate users. Coupled with 
eager support from third parties 
to supply a variety of connectiv- 
ity products and business appli- 
cations, the new Mac generation 
is aimed squarely at the corpo- 
rate market. 

Apple first got its foot in the 
door of big business with its 
graphics capabilities. When in- 
house publishing and art depart- 
ments embraced the technology, 
Apple enjoyed a unique success. 
Now, as Apple stretches toward 
its goal of winning corporate ac- 
ceptance, it must also keep a 
backward glance on stiffer com- 
petition for its graphics strong- 
hold from traditional PCs. It may 
be a struggle up Heartbreak Hill, 
but Apple is in for the whole 
race. 

LAURA O’CONNELL 


Little headway made in Fortune 1,000 


PERCENT OF PCS AMONG FORTUNE 1,000 


SOURCE: COMPUTER INTELLIGENCE 


But business is biggest Mac market... . 


PERCENT OF MACS SHIPPED WORLDWIDE 


[ ] Installed 
[7] Planned 


Government and consumer 


Government 
and consumer 


SOURCE: INTERNATIONAL DATA CORP. 
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Burning the midnight oil. IBM is reportedly playing 
catch-up to Storage Technology. Each user who opts for 
Storage Tek’s automated tape library swaps out dozens of 
IBM 3480 tape-cartridge drives for compatible Storage 
Tek 4480 drives. IBM reportedly first called on Grau, a 
German robotic manufacturer, for help, but sources say the 
German machine, tested at IBM’s Tucson, Ariz., facility last 
fall and at Rockwell in Los Angeles this winter, flunked. One 
observer who saw the unit called it a Rube Goldberg device 
that clanked along on a set of tracks; another said it was 
cumbersome. IBM is now apparently talking to yet another 
German manufacturer, C. Haushahn GmbH & Co. 


That’s secure service? U.S. Sen. David Pryor (D-Ark.) 
has called for an investigation into the Social Security Ad- 
ministration’s use of its computer systems to help the TRW 
credit bureau, Citibank and others verify that they have the 
correct social security numbers for people in their data- 
bases. Pryor, not known for understatements, called it “the 
largest breach of privacy in the history of the program.” 
Late last week, the practice was halted. 


How the big boys play. Novell’s bid to expand its 
Netware work groups into wide-area systems may be 
threatened by IBM’ SAA Office, according to the Gartner 
Group’s Steven Wendler. ‘“‘Novell’s success is founded in 
great part on holes in IBM’s product line,” program direc- 
tor Wendler said. At least 30 customers polled by Gartner 
said IBM has made comments that suggest it will tie SAA 
Office, with its Netview links, to Netware. This capability 
will allow users to preserve their LAN investments but 
grow with IBM SAA products. “If IBM can indeed provide 
equivalent functionality, then we may see a massive migra- 
tion away from Netware,” Wendler said. 


A remote possibility. IBM’s Remote Data Services 
(RDS) is a nifty but unshipped way for OS/2 users to access 
shared remote databases. In an IBM-only shop, these work- 
stations had to have the expensive OS/2 Extended Edition 
running, but that won’t be so once IBM completes a project 
that will bring RDS to MS-DOS, our sources say. Users of 
low-end DOS machines will then be able to talk to OS/2 Ex- 
tended’s Data Manager and eventually all IBM relational 
products. 


Sail away. While the new products continue to roll 
smoothly out of Maynard, Mass., inside DEC, things are not 
so calm. The silent reorganization continues, with high-lev- 
el executives of industry and channels marketing quietly 
slipping out of the picture, purportedly on leaves of absence 
or other conditions. On other fronts, DEC employees are 
heading into the fields to shore up sagging sales. 


Somebody’s mind was on something else. A shipment 
of weapons navigation computers was discovered amidst 
plastic liners and mattresses in a California water bed store. 
Eleven computers were supposed to arrive at McClellan Air 
Force Base near Sacramento, Calif., several weeks ago but 
were mysteriously diverted. The U.S. Air Force said that 
the cargo was “simply misloaded.” 


Hot off the street. The latest Digital Communications 
Associates acquisition rumor has Motorola preparing to bid 
for the assets of the former Cohesive Network, which DCA 
purchased in 1986. Cohesive provides DCA with its System 
9000 T1 product line. Motorola owns Codex, which one an- 
alyst described as a direct competitor to DCA but with infe- 
rior technology. 


Two weeks ago, we asked why everyone was smiling, given 
the gloom rampant in the industry. Readers called to ask 
exactly who was smiling. Well, now we know: Apollo’s Tom 
Vanderslice must be grinning from ear to ear about the 
prospect of cashing in his golden parachute and heading 
off to that $2 million Cape Cod cottage we mentioned back 
on Jan. 16. If you spot some other would-be Cheshire cats 
out there, pass them on to News Editor Pete Bartolik at 800- 
343-6474 or 508-879-0700. For the computer-literate, in- 
terface at 508-626-0214 and 508-626-0235 (up to 2,400 bit/ 
sec.) and 508-626-0165 (up to 9.6K bit/sec.). 
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‘For CASE tools you won't outgrow, 
“choose KnowledgeWare: Real tools for real work. 


Most CASE tools look impressive when you first 
try them out. But many are disappointing when 
you get down to real work. You may be able to 
draw a lot of diagrams. But in one way or 
another, the tools prove deficient when you start 
building and modifying full-scale systems. 

You can do better. Simply choose the tool 
set designed with real work in mind: the 
Information Engineering Workbench® from 
KnowledgeWare. 


Real tools that can generate complete, 
working applications 

Our PC-based tools for planning, analysis, and 
design let you capture all of your application 
requirements and specifications as diagrams. If 
you wish, you can then use those diagrams to 
automatically generate 100% of the COBOL 
source code with our mainframe applications 
generator, IEW/GAMMA™ 


Real tools to support DB2 and 
other file access methods 


Diagram a relational database and our tools 
can generate SQL DDL and DML statements 
automatically. This means that people using 
KnowledgeWare tools don’t have to be experts in 
DB2. Plus, they can develop complex systems 
with more than one DBMS strategy. Like systems 
that use both VSAM and DB2, in either on-line 


or batch modes. And once you have a logical 
data model, our tools will automatically trans- 
form it into a physical database. 


Real tools with re-engineering 

capabilities you can use today 

Our load utility lets you capture and reuse or 
modify existing IMS database definitions and 
COBOL data structures. Our tools can generate 
diagrams based on your existing IMS data 
definitions automatically. You can also load 
COBOL record descriptions and automatically 
create the associated data structure diagrams. 


Real tools with a common 
Encyclopedia to ensure consistency 


Since all of our tools share a common Encyclo- 
pedia, information is consistent throughout the 
entire development process: Any changes made 
with one tool are automatically reflected in 
the diagrams and definitions of the other tools. 
As a result, developers can focus on design 
instead of focusing on hunting down 
inconsistencies. 


Real tools with the flexibility 
to fit your way of working 


With KnowledgeWare tools, you're free to build 
applications almost any way you like. Ideally, 


you might start with the planning tool, move to 
the analysis and design tools, and then produce 
a working application with IEW/GAMMA. 

But if that’s not the way you work, you 
can start application development with any 
KnowledgeWare tool. For example, you can do 
some design and then go back and work on 
analysis. Plus, you can choose from a number 
of the most commonly used methodologies and 
techniques. In short, you can put our tools to 
work without giving up methods that already 
work for you. 


Call 1-800-338-4130 

For more information on our Planning, 
Analysis, and Design Workstations, or any of 
our mainframe CASE tools, call our toll-free 
number (in Georgia, call 404/231-8575). 
KnowledgeWare, Inc., 3340 Peachtree Rd. N.E., 
Suite 1100, Atlanta, Georgia 30026. 


KnowledgeWare* 
The World's Most 
Comprehensive CASE Tool Set™ 





“We've got FOCUS 
on the mainframe, 
FOCUS on the VAX, 
FOCUS on the Wa 


and a lot of PC/FOCUS.” 
Bangs PL) Bag 


—George P. DiNardo, 
Executive VP. Mellon Bank 
“We're a big mainframe shop. 
Over 280 MIPS,” explains Mr. 
DiNardo. “We've also got some 
DEC VAXs. A whole bunch of 
VS300s. PCs. Everything intercon- 
nected. And a lot of FOCUS” 
And no wonder, FOCUS is the 
leading 4GL across all platforms. 
“Our mortgage department 
uses VAX FOCUS to quickly put 
together various mortgage pack- 
ages for resale,” said Mr. DiNardo. 
“InFiServ™ Mellon’s new trust 
information system, chose FOCUS 
because it’s easy to use and it can 
get at all the data.” 
To find out more about why 
Melion banks on FOCUS, call or 
write Information Builders, Inc. 


(o)FOCUS 


Information Builders, Inc 
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Information Builders, Inc., 1250 Broadway, New York, NY 10001 (212) 736-4433, Ext. 3700 
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And, They’re All Paid. 


The publications depicted above are all the undisputed leaders in their markets. 
Editorial excellence, readership and reader preference, advertising lineage...every 
critical measurement shows them on top. 


While they serve different audiences and different markets, they share one key 
characteristic. Their readers pay to receive them. 





